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What is Merchandising? 


“Our columns in 1929 will be open to 
a discussion of this important ques- 
tion. We believe this discussion is 
vitally needed to prepare the way 
for a more accurate understand- 
ing of the industry and its 
problems and thus begin in 


1929 a movement toward 
national aamnenencing 


and progress.” 


AN EXCERPT FROM THE EDITORIAL. 
IN THIS ISSUE 


DECEMBER 29, 1928 
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Solve the garbage and 
hot water problem 








Garbage and rubbish should be 


Wa ter H eat l a) 4 burned. That’s the only clean and 


Sanitary way to get rid ofit. A 
‘Kewanee burns it—without odor— 
ARB AGE using it as fuel for heating water. 
Put one in every building. Built 
B i | RNERS in three types and fourteen sizes there’s 


a Kewanee Garbage Burner for every 
building. They are built of steel to 
stand the gaff. and deliver plenty of 


hot water withoufany fussing. 


Catalog No. 75 gives the details 


KEWANEE, BOILER CORPORATION 


Kewanee, [llinois Branches in 40 Principal Cities 


STEEL HEATING BOILERS RADIATORS WATER HEATERS 
TANKS AND WATER HEATING GARBAGE BURNERS 
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Ride the VY@GE Line and arrive at the 
orders first. It isn’t hard to sell YVY@GEI. 
Frost Proof Closets and Hydrants. They 
practically carry the sales themselves. 


For comfort stations, garages, public 
and semi-public institutions, they lead 
in demand. 





While you are riding go over to pages 
48 and 49. There you will see the 
YQGEL Number to explained in detail. 
It’s a product that will pay you well to 


Y 


understand fully. 











VQGEL Frost Proof Closet No. I! 








St. Louis, Mo. 


= A. Vogel Co. 
eS, Wilmington, D 
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HE Josam business owes 

much of its success to the 

existence of a policy that 
expresses itself in the company watch- 
word: Accept No Improvement As 
Final. This policy Josam esteems of 
equal importance with the financial, 
manufacturing, sales and other basic 
policies of the company. 


Josam does not accept any practice as 
final—does not take for granted that 
the products it designs and develops 
have attained to a standard of perfec- 
tion that admits of no further improve- 
ment or refinement. Josam not only 
enthusiastically welcomes new ideas, 
but constantly engages in research, con- 
tinuously labors in producing new de- 
signs, testing and experimenting with 
new processes, new methods and new 
materials to the end of increasing the 
usefulness of Josam products and ex- 
tending the scope of Josam’s service 
to its customers. 

With deep-rooted conviction, Josam 
believes that the chief value of yester- 
day’s experience is to teach us that 
today’s practices can not hope to serve 


Josam Shower or Floor 
Drain and Trap, Series 
200A, with Flashing clamp- 


The Josam Line Includes: ing device. 
Josam Drains, 
Josam-Marsh 
Grease, Plaster and 
Hair Interceptors, 
ee Swimming 

ool Equipment, 
Josam Open Seat 
Swing Check Valves, 
soon Open Seat 

ack Water Sewer 
Valves and Josam 
Closet Fittings and 
Bends with Test 
Caps 


Josam Products Are Sold by All Plumbing and Heating Supply Jobbers 
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chief value of 
YESTERDAY'S experience is that 
it teaches us that Topay’s practices can- 
not hope to serve Tomorrow's 
requirements. 





tomorrow's requirements. In short, 
Josam is profoundly sensible of the 
existence of a law of progress. Just as 
popular demand five years hence will 
force new developments in motor cars 
and radios, so 1934 building require- 
ments will demand improved and addi- 


ral 

































Jrain, Series 
4108S, for wood 


deck. 


Josam-Marsh Grease 


osam Rooy 


or concrete roof 
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tional types of drains, interceptors and 
other kindred Josam products. 


For this reason especial attention is de- 
voted to product improvement and 
development in the Josam organization 
—constant study is focused on trends 
in building construction that suggest 
the necessity of new and more suitable 
types of drains and sanitary devices. 


Not only to sustain its reputation as a 
leader and a recognized authority on 
drains, interceptors and other kindred 
products but to render greater service 
by being ready to meet the changing 
demands of the plumbing and con- 
struction industries does Josam pledge 
all of its resources to vitalize its build- 
ing for the future. 


Send your request today for copy of 
Catalog “G,” containing 72 pages of 
practical devices designed and _ per- 
fected by men with 38 years of practical 
plumbing experience. 


THE JOSAM MFG. COMPANY 
4904 Euclid Building Cleveland, Ohio 
Factory: Michigan City, Indiana 
Branches in Principal Cities 













Interceptor. 





THERE ARE NO SUBSTITUTES FOR JOSAM PRODUCTS 
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FOR EXTRA PROFIT IN 1929 


sell the super- 
efficient Kohler 
Electric Sink 


For 1929 the Kohler Electric Sink— 
Dishwasher presents an opportunity to 
build new, profitable business that no 
- ee plumber will want to over- 
ook. 


Women are ready for this wonderful 
labor-saving convenience. They have 
heard how clean it gets the dishes, how 
much time and work it saves, how sim- 
ple and handy it is. They are waiting in 
your city, Mr. Plumber, for you to tell 
them the whole story—and sell them. 


Kohler of Kohler has already pio 
neered this newest and most needed of 
modern electrical conveniences, through 
national advertising that has reached 
prospective customers of every plumber. 
And now is the time to cash in on the 
reputation for super-efhciency that the 
Kohler Electric Sink has established 


everywhere. 


Approved by highest authorities 


Two years before the public, doing 
daily duty under every possible condi- 
tion of service, the Kohler Electric Sink 
has won the enthusiastic, convincing 
endorsement of America’s housewives 
—the court of last resort. 


At the same time, it has undergone 
the severest tests of home economics 
experts; and such authorities as Good 
Housekeeping Institute and Delineator 
Home Institute, nationally known for 
the strictness of their standards, have 
given the Kohler Electric Sink their seal 
of high approval. 


So the plumber who sells the Kohler 
Electric Sink has reason for confidence 
and enthusiasm. He knows that this 
two-year test in the home and in scien- 
tific institutes has brought a unanimous 
verdict which guarantees the satisfac- 
tion of his customer. 


Exclusive principle insures 
cleaner dishes 


In the Kohler Electric Sink, old-time 


KOHLER Co., Founded 1873, KOHLER, WIS. + Shipping Point, Sheboygan, Wis. 





Kohler Electric Sink—Dishwasher, K-1100-LA, one of many models; furnished in Kohler Colors 
and Flint-gloss acid-resisting enamel 


dishwashing methods were discarded 
by Kohler engineers. They were only 
half effcient—and no housewife will 
tolerate dishes that are only half clean. 
A new and exclusive principle was 
found—one which washes dishes not 
only spotlessly clean, but hygienically 
clean. 


This super-efficient principle employs 
a spray tower’ to hurl literally hun- 
dreds of stinging hot-water jets to reach 
every dish on every side, to wash 
glasses inside and out, even to flush be- 
tween the tines of forks. These needle 
jets spurt hot water at the amazing rate 
of 300 gallons per minute. 


So perfect is,this method that it is 
not necessary to keep the dishes moving 
and risk breaking or chipping them. 
There is only one moving part in the 
Kohler Electric Sink, and that is encased 
within the smooth chromium-plated 
spray tower. 


Easy installation —no servicing 


Kohler engineers, with a skill developed 
not merely in the manufacture of plumb- 


“It Pays to Modernize Your Plumbing and Heating” 


ing fixtures but also in the manufacture 
of the world-renowned Kohler Electric 
Lighting Plants, have designed the 
Kohler Electric Sink with an expertness 
which has made the work of installation 
simple and eliminated possible causes of 
mechanical trouble. 


Clean lines, simple construction, per- 
fect accessibility for cleaning, no hidden 
pumps, skilful avoidance of places where 
water could stagnate and germs multi- 
ply—these are some of the points of 
mechanical superiority that are in- 
stantly’ noted. 


The sound design of the Kohler Elec- 
tric Sink means a sound sale for the 
plumber, with no defects showing up 
later to waste his time and eat into his 
rightful profit. The plumber who will 
go to the slight expense and trouble of 
displaying and demonstrating this 
perfected modern dishwasher will soon 
realize that he has tapped a market of 
unexpected possibilities. You should 
sell the Kohler Electric Sink— for extra 
profit in 1929. 


Branches in Principal Cities 


KOHLER oFKOHLER 


INDUSTRIES BUREAU 
Tes 








Ww 


Plumbing Fixtures 
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The Watts 
Hot Water House Heating Unit 
Type 33 makes the heating plant 
automatic. It is economical be- 
cause it increases the speed of cir- 
culation in the system which is at 
once reflected by the size of the 
coal pile. It is a comfort because 
it automatically regulates the re- 
quired make up water not only 
the amount but also the pressure 
and so relieves the home owner of 
worry and responsibility. It is 
Safe because pipe scale, rust par- 
ticles and dirt cannot enter the 
system, and excessive pressure 1S 
prevented by the Relief Valve that 
has been approved by the National 
Board of Boiler and Pressure Ves- 
sel Inspectors as “A.S.M.E.STD.”’ 


eS") Watts Regulator Gompant S— 


lawrence Mass: LE: . 
JOHN G, KELLY, Inc., Sales Representative, 210 E. 45th Street, NEW YORK, N. Y. 






































December 29, 1928 DOMESTIC ENGINEERING 9 


Fuel Supply and Oil Burner Men 
Appliance Dealers and others 


WANTED AS DEALERS 




















Listed as 
Standard _ 
by the 
Underwriters’ 
Laboratories 


























Sells on sight Here is a hot-water heater 


Easily installed that burns regular furnace 














No gas oil. So simple in principle 
No electricity and durable that its sav- 
No pressure ings are 25% to 75% over 
No wicks . 

other types. The Piatt 

No springs 
Water Heater is fully 

No weights 
automatic. Its instant 
appeal to all users of hot 
Beery eale water makes it an easy 
a profit year-around seller. Send 
ond for complete information 
a seller and join the profit getters 
every month now handling the Piatt. 


MOTOR WHEEL CORPORATION 


Heater Division $3 LANSING, MICHIGAN 
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STEEL HEATING BOILERS | 
AND WATER HEATERS Z 

















ae ) The application of the Coil Steel Boiler to oil heating 
has solved for many a contractor the problem of 
finding a boiler versatile enough to take care of this 
advanced method of heating. 


These men have found that Coil Boilers present a 

much greater percentage of heating surface to the 

direct radiant heat and as a natural consequence 

effect an economy almost impossible to obtain under 
3 any other method. 


Coil Boilers are good will builders as well as money 
makers. 


Let us give you complete details. 








= WRITE FOR CATALOGUE 


MONITOR BOILER COMPANY 


1505 Race Street “i " Philadelphia, Pa. 
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ILLIAMS’ “Vulcan”? Pipe Tongs are standard 

equipment in most plumbing and pipe-fitting 
shops from coast to coast. Their instant, slipless 
grip combined with ready release, has won them un- 
precedented popularity. 

Ask your dealer to show you the Improved ‘‘Vulcan.”’ 
Try it on a piece of pipe. Notice the double-ended, 
reversible jaws which practically double the life of the 
tool. Examine the proof-tested, certified chain. It guar- 
antees safety to the operator. Get the ‘‘feel’’ of a 
“Vulcan” in your hands. You'll want to add one to 
your tools right off. 


Nine sizes for 4 to 18-inch pipe 


J.H. WILLIAMS & CO. 


‘‘The Wrench People’’ 
New York BUFFALO Chicago 


QOis 


IMPROVED 
CHAIN PIPE TONGS 


a 8 Bie be cp Rie ¢ 








De 


No 
No 
No 


No 
No 
No 
No 
No 


Ne 
Ne 
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A Letter from 
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Nye Drop Forged 
Pipe Cutters 


No. 1-A % to 144”... . $2.75 net 
No. 2-A \% to 2’...... 3.30 net 
No. 3-A 1 to 3”....... 5.50 net 


it 


Nye Saunders Pipe 





Cutters 
OS Serer re $ 2.00 net 
SS errr errr. 3.00 net 
re ka ad win ee gi 7.33 net 
OO Seer, 12.00 net 
i Se os seh alee eens 18.67 net 





— 


Nye Four-Way Solid 
Die Stock 


Complete with %, 1%, %4 and 
l-inch Dies. 
i ey yak 8 $12.25 





Nye Three-Way 
Armstrong Pattern 


Die Stock 


Complete with 4, 34 and 1-inch 
Dies. 
ae ic ake nae $12.34 





< 


Nye Self-Locking Vise 
No. 00 \% to 2”.......$2.82 net 
No. 10 &% to 214”..... 3.34 net 
No. 20 4 to 314”..... 5.00 net 
No. 30 % to 44”... .. 7.33 net 
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Harry G. Nye 


Dec. 29, 1928. 


To The Plumbers and Steamfitters of the 
ul. & & 





Fellow Citizens: 


scientists are arguing as to what is the lowest form of 

animal life. Some say it is the jellyfish, some say it is the 
saxaphone player, but I want to plump all my votes for the 
fellow who borrows tools, or tries to. I don't mean the 
fellow—worker who knows tools, but the citizen who doesn't 
want a plumber to fix some little thing over at his house but 
just wants the plumber's wrench or whatever the plumber thinks 
he will most likely need, if the plumber will kindly tell hin. 


Now, I may have mentioned the tool—borrower before, but 
I know you won't mind it if I mention him again. And I know 
he won't mind it. He never does. Sometimes a plumber or a 
steam—fitter will let him take a wrench or a punch rather than 
make him mad, but our faces show as plain as pumpkins that we 
would like to give him a wrench in the neck or a punch in the 
jaw. But he doesn't seem to mind. You know some men are 
that way. And a few rhinoceroses. 


But here's what makes me mad. A tool to me is as per— 
sonal as a tooth—brush. I wouldn't want anybody to use that, 
and I don't want anybody else to monkey with my machinery. 
Maybe I am a nut on tools. I think most of us manufacturers 
and plumbers and steamfitters and electricians are. We think 
as much of a pet die-stock as a hunter does of a pet dog, ora 
fiddler of a fiddle. A man doesn't like to pass them around 
any more than he would his wife. 


The Declaration of Independence spoke of "a decent 
respect for the opinions of mankind." I would like to make a 
few Fourth of July remarks about a decent respect for another 
man's tools. I have augers here that I raised from gimlets, 
and tools that are worn so they just fit my hand, and hands 
worn so they fit the tools. 


They are just right now; and I have made up my mind that 
if any tinkering householder comes in here and wants to lug 
some of them home, I am going to talk to him like I would like 
to talk to my wife sometimes. I am going to say to the bor— 
rowing barber, "All right, and you let me take your best 
clippers—I want to clip my dog. And your pet razor—lI've 
got a corn." 


As a matter of fact, I'll tell him, if he wants to borrow 
any pipe—cutting tools, to go buy 'em—and, of course, to buy 
Nye Tools, as they're the best. 


Sympathetically yours, 


ar elie oa 


OTHERWISE KNOWN AS 


THE NYE TOOL & MACHINE WORKS 


MANUFACTURERS OF HIGH GRADE PIPE TOOLS 
4120-30 Fullerton Avenue 


Copyright 1928 by Harry G. Nye. 
All rights reserved. 


Chicago, Illinois 
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END the corner of a 
Midland All Lead One 
Piece Roof Flashing. See 
how quickly it gives but 
try to break it off and 


This Midland flexibility is 
found in any Midland flash- 
ing. Select one from any stock 
anywhere—it will be found 
to possess the same ductile 





you've got a job on your 
hands that you cannot do. 


The reason for that is the Midland manu- 
facturing process which employs a very 
low temperature and no pressure of any 
kind. The result is that the life of the 
lead is preserved and its flexibility not 
reduced. 


When you get on the roof with a Mid- 
land Flashing, you appreciate more than 
ever, its flexibility. You see in a moment 
how this feature enables you to _ install 
the Midland in a few moments. 


Simply by hammering the calking ring up 
against the pipe — and you can hammer it 
as hard as you want — the Midland goes 
on tight and fast and water cannot pene- 
trate it at any point. 


A 


Midland Metal 
Mfg. Co. 


Kansas City, Mo. *Newark,N. J. 


Look for the 





~, 





Beware of Imitations 


Midland name on every flashing 


strength that any Midland 
has. Midland flexibility can’t 
help but be uniform. 


And that calking ring — slam it as hard as 
you please. It’s good, soft, virgin lead, too, 
and it’s made to stand abuse as well as use. 


The Midland All Lead One Piece Root 
Flashing comes to you from your jobber 
carrying the guarantee of a company, 
which, for years, has been known the 
country over for its high quality flashings 
and flanges. 


If you find anything wrong with the 
workmanship or metal used in any Mid- 
land — send it back. We've been making 
this offer for a long time but we've never 
once had a kick-back on it. That’s because 
the Midland inspection system makes it im- 
possible for a faulty flashing to get through. 





“~ 
*Newark plant 
yellow label and manufactures roof 
flashings only 
y 
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New and Bigger Paying Heating Jobs 


With Thermal Unit Heaters—the in- 
destructible unit heaters—-you have 
open to you a new avenue to bigger 
paying heating jobs. 


Armed with the facts concerning tests 
we have made of these heaters, con- 
tractors everywhere are proving to in- 
dustrial plant owners and builders the 
new efficiency, the new economy and 
the new satisfaction Thermal Units 
alone make possible. 


With Thermal Unit Heaters, the dis- 
tribution and circulation of heated air 
currents to points and areas of the 
room where heat is needed, is accom- 
plished with the greatest speed and 
with the least cost. 


Manufactured and Sold by 


The Thermal Units Co. 


A Subsidiary of 


The Mechanical Manufacturing Co. 
Union Stock Yards— Chicago, III. 


Eastern Office~30 Church St. 
NEW YORK 


Thermal Unit Heaters combine ll 
of those much-sought improvements 
and refinements, the absence of which 
heretofore had made unit heating “‘just 
another method.”’ 


Many features exclusive to Thermal 
Unit Heaters, primarily intended to aid 
air and heat distribution, have also 
been incorporated. 


Steam channel or prime surface and 
extended surface are cast integrally, 
without joints, welds, flanges or brazed 
or soldered connections. Large stream- 
line core, allowing fastest air travel. 
Motor and fan of special Thermal Unit 
design, airplane principle louvers, sim- 
ple button control. 


The Thermal Units Co., 
Union Stock Yards, 
Chicago, Il. 


Please send me complete details concerning Thermal Unit 
Heaters. 


Address.... 
City and State...... 
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The“Richardson” 
End Feed 
Sectional Boiler 






RU RCT = (He 


‘ 


s 


HE medium sized installation is a gold mine for some dealer. Are you digging 

into it? If not, start now. 

Standardize on the ‘‘Richardson’’ End Feed Sectional Boiler. There is a size for 
every job between the small home and the big building installation. The generous 
grate areas, high combustion chambers, big heating surface and long fire travel assure 
real efficiency. And the honest ratings are covered by the usual guarantee of the 
Richardson & Boynton Co. 

Don’t overlook the important ‘‘middle’’ market—and above all don’t overlook 
the best way to serve it. 


This Company believes in the utmost protection to the 
dealer— the logical link between factory and consumer. 


Ricnarpson 6 Boynton C 


Manufacturers of ‘‘Richardson’’ ‘‘Perfect’’ Heating and Cooking Apparatus Since 1837 


260 Fifth Avenue New York City 
New York Utica Newark Philadelphia Boston Chicago Buffalo Minneapolis Cincinnati Pittsburgh Detroit Providence 


a eee 








Mention Domestic ENGINEERING when writing advertisers. 
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Dart Unions have estab- 
lished themselves firmly 






upon their merit. Men 
who do important jobs are 
more and more looking 
to them. 












The Union with the 
TWO BRONZE-to-BRONZE 
SEATS 














a 





Sales Agents: THE FAIRBANKS COMPANY 
Canadian Factory: DART UNION CO., Ltd., Toronto, Canada 








E. M. DART MANUFACTURING COMPANY | 4) 
PROVIDENCE, RHODE ISLAND | 
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~Dependable 








ee a 


bis 


f 
if 


a 
ee 
a 























The installation of a Cash Acme Diaphragm 
Relief Valve on a range boiler, a hot water 
system or an air tank provides that equipment 
with the same safety as if it were inopera- 
tive but the Cash Acme Diaphragm increases 
eficiency as well as providing the maximum 
protection. 


The specially prepared sensitive diaphragm 
has a composition disc 


attached to it in such a2 A-W-CASH VALVE MEG. CORP. 
616 N. Water Street 


Sales Agents 


1 S. Dearborn St. 
one: Harrison 4968 


manner, without pistons 


or guides, that it cannot oie 5 Pike, 


Eastern _— Agents 
H. M. Flemmin 


stick even after longest 


periods of idleness. New York City. 


Idrick, 2 


The aluminum seat is pro- Devsiiien Wome, Ulan 


tected against dirt and 

scale by a self-contained fine 
mesh strainer and the brass 
body and spring chamber 


Mason Terrace, 
elephone: Aspinwall 8319 
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Patent Applied For 




















Exterior view of the 
new Cash Acme Dia- 
phragm Relief Valve. 


| Sectional view of the 
New Cash Acme Dia- 
| phragm Relief Valve. 


proof. Even the adjusting spring and 
assembly screws are udylite covered. 


Easy, simple adjustment to any desired 
relief pressure is attainable by merely turn- 
ing the adjusting screw on top. 


The pressure at which you set the Cash 
‘Acme Diaphragm is the pressure at which it 
will “pop”—not ten pounds higher or lower. 


Easily installed anywhere 
Decatur, Illinois on the line. It is sturdy, 
compact, dependable to 
the utmost degree. 


Your jobber will be glad 
to show you the Cash 


» 30 Church St., 
one oe oeeee 1553 
— L. Sullivan, 1201 Union Trust B ide.» 
eg Oe Penna. Telephone: Atlantic 6157 


lili? / Hy Vy Acme Diaphragm or we 


/ will be glad to send you full 
NZ information and prices. 


Ask your jobber or write us 





make the entire valve rust 





3) today. 
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“Domestic 
Engineering” 
has been in ad- 
vance of the 
merchandising 
movement in 
the plumbing 
and heating 
business for 
many years. 

















* Progressive 
business men 
no longer ‘sup- 
port?’ associa- 
tions; they now 
‘maintain’ 
them.”’— Philip 
Pr. Gott, U. §S. 
Chamber of 
Commerce, 











It is customary, in the issue which marks the dividing line between a new year and an old one, to get into a reminiscent 
B . . 

frame of mind; to cast back over the events of the year just past and to make a more or less conscientious effort to under- 

stand trends and their causes, As history it makes interesting reading. But if the eyes be turned back over a longer 


period of time, in an endeavor to appreciate fully the position of the industry at this 


moment, some striking facts are revealed. 


NSTEAD of merely falling into a reminiscent frame 

of mind, in the preparation of this, the final issue of 
1928, we decided to see if we could sum up clearly the 
position of the industry with reference to merchandising 
practices. We went back about fifteen years. Those who 
have felt that the retailers of our industry were behind 
in merchandising methods will find, on the contrary, that 
they were in step with the general trend during those 
years. We invite those who are unable to recognize 1n 
the rethiler in our industry a good merchandiser, to read 
“Merchandising—We March With the Times.” It was 
undertaken as a bit of research work; it is presented as 
a fact story out of the bound volumes of “Domestic En- 
gineering” a fact story which ought to help set the 
stage for the 1929 merchandising program of the in- 
dustry. 








FEW pages back from this one is a 

section devoted to pictures of mer- 
chandising efforts of master plumbers and 
heating contractors. The section is printed 
on sepia paper, and contains several exam- 
ples, picked at random for their geographical 
locations, of the type of retail plumbing and 
heating stores which have been opened in 
1928. Besides the pictures of new show- 
rooms of master plumbers and heating con- 
tractors, there are two pages in the section 
which contain photographs of association »« 
showrooms, maintained by organized groups 
in an effort to concentrate on selling plumb- 
ing and heating goods. 





VERY change in construction methods gives rise 

to new problems for the plumbing and heating con- 
tractor. A striking example is the so-called “set-back” 
building. These structures, broad at the base, and taper- 
ing to the tower section, necessitate careful study in lay- 
ing out the heating and ventilating systems. The new 
home of the New York Life Insurance Company, in 
New York city, is a typical example. An article in this 
issue goes rather thoroughly into the design of the heat- 
ing and ventilating system which serves this building. 


Your Zdiler 


iy N. SHERIDAN of Irvington, N. J., writes: 
“TI have been getting all the trade journals, and 
decided to eliminate all but one because of lack of time 
for reading. I have retained your journal because it has 
proven best of all to me.” 





A™ A recent meeting of the Duluth 

Association of Master Plumbers, 
the organization adopted a program for 
the forthcoming year. Included among 
the list of activities to be fostered are: 
a campaign to bring about better store 
arrangements; a study of better em- 
ploye relations; association meetings to 
include a study of the best methods of 
promoting the plumbing and heating 
business; the securing of legislation 
for proper installation; a study of of- 
fice help and its relation to developing 
public interest. These are a few of 
several suggestions which members of 
that association are going to follow in 
making the plumbing and heating busi- 
ness stand out in Duluth. 





TANDARDIZATION has for the past few years 

been one of the important factors in American in- 
dustry, and the plumbing and heating industry has taken 
an active part in the movement. In this issue is an 
article called “Progress in Standardization,” in which 
the movement is traced frofm its beginning to the present, 
telling its purposes, and its results. The article also 
shows what the process of standardization is, and how 
an industry can introduce it. It is an article of interest 
to every business man in the plumbing and heating in- 
dustry. 





the time you receive this issue and 
the time the next arrives, as the Janu- 
ary 12 issue will introduce ‘‘Domestic 
Engineering’’ as a bi-weekly business 
paper. It will be much larger than be- 
fore, printed on better paper, and in 
every way a better publication. A mer- 
chandising section will be run in every 
issue, and other features will make it 
more valuable than ever to our sub- 
scribers. So we say good-bye to “Your 
Weekly.’’ 


fem WEEKS will elapse between 


The man who is so busy that he does not have time to read his trade paper is like 
the man who was so busy chopping wood that he did not have time to sharpen his axe 
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JOB TO FIGURE! 
“TOLEDOS” WILL HELP TO GET IT PROFITABLY 


There are 


ee tte is a he aS Oe aes a lela ae sl & Satie sails 
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ee 


many contractors who still must figure close Many others depend on ‘Toledo’ equipment to cut labor 


to get the good jobs and show a profit on the job. 


You can turn those imaginary profits into real money by handling your piping jobs 
the “TOLEDO” way. There is no guessing your costs or paring your profit to land 
the job when you use “TOLEDO” power drives to operate “TOLEDO” pipe 


threading and cutting tools. 


Thousands of contractors will vouch for the ability of a “TOLEDO” power drive to 
reduce labor costs, speed the work and increase profits on piping jobs. They can 
show large savings and handsome returns from their “TOLEDO” power drives. 
If you are not already a user of “TOLEDO” power drives, you owe it to yourself 
to investigate the merits of these remarkable machines. A post card to us will 
bring you complete information. 











THE TOLEDO PIPE ae MACHINE COMPANY 
TOLEDO, OHIO : : New York Office, 72 Lafayette St. 


Mention Domestic ENGINEERING when writing advertisers. 
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Industry Faces 1929 Better Equipped in all Branches 
to Create a Period of ‘‘Profitable Prosperity’’ 


We make the above observation after a review of the 
events of 1928 which seem to indicate a consolidation of 
the industry’s position. Continuing the remarkable record 
of 1927, the industry saw a number of mergers of manu- 
facturing interests in the year just closing—mergers de- 
signed to effect economies in production. Among the 





wholesalers the same tendency was observable, mergers 
and absorptions making for economies in distribution. 
Other definite signs were first, the willingness indicated 
to make a detailed study of wholesale management meth- 
ods with a view to improvement, and second, a closer co- 
operation with the plumbing and heating contractor. Even 
the contracting branch was affected by the tendency to- 
ward larger units; the desired economy in operation being 
secured either by merger or by the establishment of branch 
‘stores. It would seem, too, that the contractor at least, 
has been less eager for volume without profit. The na- 
tional advertising program and the efforts of the Plumbing 
and Heating Industries’ Bureau in the Philadelphia cam- 
paign reflect an effort to apply group merchandising 
principles. Out of the Philadelphia test grew, too, a 





wider recognition throughout the industry that our re- 
tailers must be recognized as falling into several classifi- 
cations and each group necessitates an individual ap- 
praisal before arriving at any judgment concerning its 





place in the plans of the’industry as a whole for increased 
volume. Because of these things, we feel that the industry 
is in a better position than ever before to make a con- 
certed effort to realize a period of “profitable prosperity.” 


9) 


In our own case, “Domestic Engineering,” in each of 
its twenty-six issues for 1929, will offer a wider service 
to the industry. Each issue will carry the “Plumbing and 
Heating Merchandising” section which up until now has 
been published every four weeks; the services of a larger 
group of writers have been secured to furnish material 
along new channels which will make our editorial pages 
more fully expressive of every phase of the plumbing and 
heating contractor’s business, whether merchandising, 
shop and job management, or technical. In short, the 
editorial activities of “Domestic Engineering” will be 
shaped to contribute to what we hope will be a year of 
profitable endeavor for our readers. 
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What Is Merchandising? 


Our Editorial Columns in 1929 Will Be Open 
to a Discussion of This Important Problem 





In the plumbing and heating industry, as in most others, the proble n 
of distributing to the public the increased volume of products made possible 
by enlarged and more efficient manufacturing plants, is forcing its way to 
the center of the stage. The problem under the title of ‘“Merchandising”’ 
is being studied more closely by every branch of the industry. For that 
reason an exact knowledge of just what merchandising means in the plumb- 
ing and heating industry is essential. 

The term “merchandising” needs a careful definition because it is 
obvious that a different type of effort is necessary in selling a complete 
bathroom or heating installation than in selling a radio set. A towel bar 
may be sold with less effort and by different methods than a system of heat 
control. Every product has its need and its prospects. 

Then any definition of merchandising must appraise the fact that 
there are various types of contractors. One will not be interested in the 
sale of a tank ball, a closet seat, or a kitchen faucet. Such a firm may 
justifiably pass up a fifteen dollar sale because it is working on a fifteen 
thousand dollar prospect. The man who does residential contract work 
has a different sales problem than the man who does mainly residential 
jobbing work. The line between these latter two types is being more 
clearly drawn every day as men deliberately forsake new work for repair 
and remodeling work. 

Kach of these men works with different types of prospects; the last 
two may work with the same prospect, but it will be at different times 
when the prospect is in a different frame of mind. 

Also in seeking a correct definition it should be remembered that the 
idea of merchandising in our field is necessarily limited by the fact that 
many of its products are not adapted for sale over the counter. Color 
may introduce the factor of style and lead the average home owner to 
buy plumbing and heating material more frequently. But even this will 
not constitute a “buying habit” as encouraged by the makers of confec- 
tionery or women’s shoes. 

These are, briefly, some indicators of the complexities which enter 
into the retailing of plumbing and heating products: Different types ol 
products, different types of contractor-distributors, different types ol 
prospects. Can the industry, therefore, hope to build a merchandising 
plan which is available to every type of wholesaler or contractor at every 
conceivable time? 

Merchandising may be defined generally as all the selling activities of 
the retail store. But what are we to look for in this industry, as indications 
of merchandising ability? A show room? We know of contractors who are 
doing a fine volume of profitable business without show rooms, being so sit- 
uated as not to justify their use. Is it newspaper advertising? Seldom can 
a big-city contractor afford to pay metropolitan newspaper rates, and 
vet he may be very definitely a good merchandiser. Is it, then, direct- 
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mail effort? In smaller cities, many men do only newspaper advertising 
and do it effectively. Shall we embark upon a general scheme of house- 
to-house canvassing? The electrical industry is sounding a warning on this 
subject. 

Or is merchandising to be considered, apart from the methods applied, 
as a general willingness on the part of a plumbing and heating contractor 
to sell in the way that seems best to him, considering the community in 
which he works and the products he considers proper to his community? 

Too loose criticism has had a bad effect upon our business. It has hurt 
the industry even with the consumer. And such criticism is made in the 
face of recent figures published by the Department of Commerce, which 
show that in the statistics of distribution of business among retailers in 
many lines in eleven cities, the plumbing and heating field is in line with 
the average. We are, therefore, at least in no worse situation than many 
other fields. 

Both correspondence and conversations with manufacturers, whole- 
salers and contractors reveal the need of an organized attempt to study 
merchandising activities in a national way with the idea of arriving at the 
answer to the question, ‘““‘What is merchandising in the plumbing and 
heating industry?”’ Is it not possibly true that the manufacturing executive 
may have analyzed the entire industry within the limitations drawn by 
his personal contact with the field, by the needs of his own individual 
product or by the reports of successes in other industries? Is it not likely, 
also, that manufacturer, wholesaler and contractor may have looked to 
other industries and very humanly thought them far better? 

Yet any one of the three groups reading the record of progress recorded 
on page 29 and following pages of this issue under the title “(Merchandising 
—We March with the Times,” will in all likelihood be greatly surprised 
at the progress the industry has enjoyed in the development of merchan- 
dising methods in the last fifteen years, even though he himself may have 
taken part in, and materially contributed to, that progress. 

Because we feel that the all too general criticism of merchandising 
methods in our field has worked an injury, “Domestic Engineering” an- 
nounces its intention to encourage the use of its editorial columns in 1929 
so that contractor, wholesaler and manufacturer will have an opportunity 
to express their views. Also we will make original studies of actual con- 
ditions by our own staff, in the hope of clarifying for the industry at large 
the implications of the term ‘‘merchandising.’”’ We believe such an inquiry 
is vitally needed to prepare the way for a more accurate understanding of 
the industry and its problems, and thus begin in 1929 a movement toward 
national understanding and progress. 
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New York Life Insurance Buila- 


ing as an example of Heating an 


d 


Ventilating Problems involved in 


Set-Back Architecture 


By 
HAROLD L. ALT 


blessings and benefits secured through 

modern civilization. In ages past, when 
money belonged to him who could take it 
and property rights were dependent upon the 
whim of the autocratic ruler in whose domain 
they chanced to occur, no insurance com- 
panies were making history. Under modern 
conditions and with a government of reason- 
able solidity, the insurance company is able 
safely to extend its benefits to all. 

Naturally a big insurance company not only has an im- 
mense amount of business to take care of, but also has an 
ever increasing fund to invest in solid and substantial se- 
curities. What security can be conceived which offers 
greater safety than New York real estate? And when 
such an investment can be made and offices sufficient for 
the company’s own needs provided at the same time, a 
building such as that recently erected by the New York 
Life Insurance Co. results. This building is illustrated in 
the perspective view accompanying this article. 


Site Historically Famous 

The site on which the building is erected is also notable 
historically. Here—away back before the Revolutionary 
days—the Boston Post road cut diagonally across the 
property, and in 1776 it formed parts of two farms known 
as Rose Hill and Caspar Semler. In 1833 Madison avenue 
and Fourth avenue were opened past the site and in 1836, 
Twenty-sixth and Twenty-seventh streets were laid out. 

In 1839 the old Boston Post road was closed south of 
Thirty-first street, thus forming the present boundaries. 


] vressines companies are one of the 
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New York Life Insurance Building 
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The New York and Harlem railroad in 1857 acquired the 
site to use as a station and for car barns, and this use con- 
tinued until 1871. In 1873 Barnum leased the site for 
his zoological park and in 1887 the Madison Square Gar- 
den Co. purchased it and erected the Madison Square 
Garden, which during its life achieved a national reputa- 
tion and was finally torn down in 1925 to make way for 
the New York Life Insurance Co.’s new home. 
The New Building 

Excavation for the new building was begun in August, 
1925, and the actual construction of the building by Star- 
rett Bros., Inc., from plans and specifications prepared by 
Cass Gilbert, Inc., both of New York City, was begun in 
August, 1926. The design of the heating and ventilating 
work was also prepared by Cass Gilbert, Inc. Plan had 
been made to have the building ready for occupancy 00 
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November 1, 1928, by the tenants. 

The building has a total ground area of 81,- 
696 square feet and a rentable floor area of 
about 925,000 square feet, of which the New 
York Life Insurance Co. itself occupies ap- 
proximately 600,000 square feet. There are 
five basements below the ground level and the 
building rises 610 feet above the curb with a 
total cubage of 21,505,000. 

Some 18,000 occupants, it is estimated, will 
fill the building to reasonable capacity, and from 
this some idea can be obtained as to what the 
above figures really mean. 

There is a special up-town and down-town 
entrance to the Twenty-eighth street station of 
the Lexington avenue subway, and the Broad- 
way subway is not far distant. 

As will be seen from the perspective photo 
accompanying this article, the building is de- 
signed with a series of set-backs to comply with 
the building code governing high buildings 14% Floor 
which recently have been erected. The 34 i ~ah- 
stories above the ground are arranged with Hy ail : ~ 
three stages of set-backs, the first offset coming =e 
at the fifth floor and extending to the thirteenth; | cme | 
the second set-back begins with the fourteenth ~s WL 
and goes to the twenty-sixth floor; the third sepia , ’ Sie f 
set-back is above the twenty-sixth floor. | 

General Scheme of Heating : . 

As usual, these set-backs occasioned more or ead 
less complications in the heating arrangement thaw E 1s ‘ ‘ it 
which had to accommodate itself to the outline Ai ner ne : =e 
of the building. An idea of the general scheme 4%Basm't___... / ss 
for the whole building, as far as heating and eee ——— \ / —— 
ventilating are concerned, may be gained by an ae ' Kitchen 
inspection of Fig. 1. ee 

Here is shown a diagrammatic cross-section 
of the building with boilers, supply and exhaust _ 
ventilation, chimney, radiators, fans and piping. Fig. 1.—Diagrammatic cross section of the New York Life Insurance 
Of course, this drawing is not complete in every Building, showing heating and ventilating piping, ete. 
detail, but it will convey to the reader almost at 
a glance how the general scheme has been treated. may be operated independently of each other. The first 

Heating this building is accomplished by means of a_ section or ‘‘zone”’ includes all heating up to the thirteenth 
vacuum system of steam heating, with the piping systems floor; the second includes all floors from the fourteenth to 
so subdivided that four separate sections of the building the twenty-fifth; the third, all floors from the twenty- 

| sixth up to the thirty-fourth, while the last 
“<— “¢ a | ap - | heats the five penthouse floors in the tower. 
1 ie al . —— | : Coal and Ash Handling 
os iz " f: Steam for the heating system is gen- 

4 ‘erated in five brick-set watertube boilers, 
each of which is capable of developing 
800 boiler horse power. This plant not 
only furnishes steam to the radiators and 
indirect air heaters, but also to the kit- 
chens and hot water heaters. The steam 
generating plant is arranged for coal 
burning, the fuel being delivered through 
a grating in the floor of the coal and ash 
trucking space at the street level, from 
which it falls into a ten-ton hopper. From 
this hopper it is carried in an enclosed 
chute to the second basement, where it is 
carried on a suspended belt to the main 
bunker conveyor. 

While being carried along on the belt 
| | 7 _ conveyor, a delicately balanced weighing 
L anil, device records the weight of the fuel. It 


Fig. 2—View of boiler room showing stokers, coal conveyor and ventilating is then stored in the main concrete coal 
ducts bunker, from which it is drawn as needed 
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through chain operated gates located in 
the bottom of the bunker which deliver 
the coal into a traveling-weighing-hop- 
per which deposits the fuel in the in- 
dividual boiler hoppers, recording the 
weight of each charge. 

The coal then passes onto the chain 
grate stoker which carries it into the 
boiler furnace, where it is burned under 
forced draft supplied by three turbine 
driven fans into the chambers under the 
stoker grates. Two of these forced blast 
fans draw air from the upper portion of 
the boiler room, while the third—-which 
is equipped with an auxiliary motor 
drive for emergency use—draws air 
from the boiler plant section of the 
lowest basement. The air, after being 
delivered into the chamber below the 
chain grate, finds its way (through the 
openings in the grate) into and through 
the fuel bed. A view of the boiler room 
is given in Fig. 2. 

Complete combustion is secured by 
regulating the speed of the stokers and 
the amount of air supplied, so that the 
fuel is entirely consumed by the time 
it reaches the rear of the furnace, and 
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the ash drops from the rear end of the chain grate into 


the ash hopper below. 


From the ash hoppers under the boilers, the ashes feed 


into inlets located along an ash conveyor placed 





in the 





Fig. 4—Receiving tank and adjacent piping 
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Fig. 3.—View of a battery of vacuum pumps 


fifth basement and are carried through a cast iron con- 
veyor pipe (by means of an induced current of air) up 
through the basements and the first floor, where they are 
delivered into an ash storage bin located in the trucking 
space in which the coal was originally delivered. 

Not only is the fuel delivered to each boiler 
weighed, but the steam output of each boiler 
is also metered, thus permitting a daily checkup 
on each boiler and making possible immediate 
correction of any fault developing in its opera- 
tion which would detract from its maximum 
possible efficiency. 

It is interesting to note here that the fuel is 
delivered, burned, and the ashes deposited in 
the ash bin ready for removal without being 
manually handled or touched at any time. 


Steam Supply and Return System 

Steam for the heating system, hot water sup- 
ply, ventilation and cooking is furnished from 
the five water tube boilers previously mentioned 
and is developed at 75 lb. gauge pressure for 
use on the steam driven auxiliaries. From the 
boilers it is piped through various reducing 
valves giving operating steam pressure as fol- 
lows: 0 to 5 lb. for the vacuum heating, 0 to 
5 lb. for the indirect air heaters, 0 to 5 Ib. for 
hot water heaters, 40 Ib. for cooking applica- 
tions. 

Returns from all heating surfaces go back to 
vacuum pumps, which are of the motor-driven 
type (see Fig. 3) and are discharged by these 
pumps into a receiving tank. Boiler-feed pumps 
of the steam turbine operated type take the hot 
water from the receiving tank and deliver 1}! 
into the boilers against the boiler pressure. 

In the direct heating system installed in the 
building about 100,000 square feet of direc! 
heating surface was used, and about 26 miles 
piping. It is interesting to note that automati: 
temperature control valves are used on radiators 
up to the fifteenth floor. 
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Hot water is supplied to various portions of the building 
by means of hot water heaters which are supplied with 
steam from the boiler plant. A view of the receiving tank 
located in the boiler room with the adjacent piping and 
valve arrangement, is shown in Fig. 4, and a portion of a 
battery of five hot water heaters with their thermostatic 


control valves, is 
shown in Fig. 5. 
Ventilation 

Mechanical ventila- 


tion is provided from 
the fifth basement up 
to and including the 
thirteenth floor. All 
the toilet rooms 
throughout the build- 
ing are also ventilated. 
The entire ventilating 
scheme involves mov- 
ing 1,528,500 cubic 
feet of air per minute, 
this being accom- 
plished by the use of 
29 supply :azs and 27 
exhaust fans with a 
combined motor horse 
power of 490. 


The general  ven- 
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ment where the duct work was not concealed. Of course, 
in all occupied portions of the building no duct work is 
visible. 

Although galvanized iron is the chief material em- 
ployed in the ducts and flues used for ventilation, it is not 
used exclusively in all parts of the building; some of the 
air passages are con- 
structed of heavy blue 
annealed sheet steel, 
of copper and of 
masonry in accordance 
with the structural 
conditions. 








All the fresh air for 
the ventilation of the 
basements is’' taken 
from the ceilings of 
the vestibules of the 
side street entrances, 
of which two each are 
located on Twenty- 
sixth and Twenty- 
seventh streets. In- 
sulated copper ducts 
with louvred_ inlets 
convey the air to four 
masonry shafts having 


Ps 


a minimum size 14 


feet by 6 feet 6 inches 





tilating fans are lo- 
cated in the third, sec- 
ond and first base- 
ments and on the third, sixth, ninth, eleventh and twelfth 
floors, as well as in two pent houses. Each elevator ma- 
chine room is provided with supply and exhaust fans. 


All fresh air used in the ventilating systems is cleaned 
by means of oil filters which are automatically cleaned, 
and the air is then heated by passing over a total of 35,525 
square feet of heating 
surface, all of which is 
supplied with steam 
thermostatic 
so that the 
as discharged by 
the fans, has a 
stant temperature. 

When the entire 
ventilating equipment 
is in operation and 
with an outside tem- 
perature of zero, the 
heaters will require 
about 64,000 Ib. of 
steam per hour, which 
is approximately 2,000 
boiler horse power. 
The Ducts and Flues 

Fresh air is carried 
from the supply fans 
to the fresh air in- 
lets into the various a eterna 
portions of the build- 
ing through a system 
of galvanized iron ducts which, in general, are concealed 
in the construction of the building. Exhaust air is 
similarly carried from the exhaust outlets to the ex- 
haust fans and discharged outboard. A view of a typical 
portion of the duct work is shown in Fig. 6, this view 
being taken on the ceiling of a storage room in the base- 


under 
control, 
air, 
con- 











Fig. 5i.—Group of five hot water heaters 








Fig. 6—Typical example of ventilation duct work in store room 


(one of them being 18 
feet by 6. feet 6 
inches), from which the basement fans take their fresh 
air supply. 

The supply fans located on the third, sixth, ninin and 
eleventh floors draw their fresh air supply from louvred 
openings above outside windows adjacent to the rooms in 
which the fans are located. 

Air Quantities Sup- 
plied and Exhausted 

Supply and exhaust 
ventilation may be di- 


vided into the follow- 
ing amounts: 

For the _ general 
office space in the 


building 436,000 cubic 


feet per minute for 
supply and 420,000 


c.f.m. for exhaust. 

For the dining 
rooms and kitchens in 
the ‘first and 
basements, 


second 
135,000 


c.f.m. for supply and 
162,000 ec.f.m. for ex- 
haust. 


Kitchen ranges, 
kettles and other cook- 
ing equipment, 38,000 


e.f.m. of exhaust. 





Boiler room, tank 
room, machinery rooms 
and pump rooms, and the forced blast fans, 110,000 c.f.m. 
supply. 

From these same 60,000 taken by 
means of a gravity actuated exhaust system which is ac- 
celerated by heat radiated from the chimney ahd boiler 


rooms, c.f.m. is 


(Continued on Page 7%) 























HE primary duty of organized 

society is to enlarge the lives 

and increase the standards of 
living of all the people. The whole 
basis of an increased standard of 
living, of better human relations, of 
national progress—indeed, of the ad- 
vancement of civilization—is the con- 
tinuous improvement in production 
and distribution. 


“While we currently assume that 
great advancements in living stand- 
ards are brought about by new and 
basic invention, an even larger field 
for advancement of those standards is 
found in the steady elimination of our 
economic wastes. We have probably 
the highest ingenuity and efficiency, in 
the operation of our industries, of any 
nation. Yet our industrial machine 
is far from perfect. The wastes due to 
unemployment during depressions; to 
speculation and overproduction dur- 
ing booms; to labor turnover and 
labor conflicts; to intermittent failure 
of transportation of supplies, of fuel, 
and of power; to excessive seasonal 
operation; to lack of simplification 
and standardization in many of our 
commonly used commodities; to loss 
in our processes and materials—all of 
these combine to represent a huge de- 
duction from the goods and services 
we might all enjoy if we could but 
eliminate these wastes. 


“The necessity of maintaining a 
high-wage level requires that all pro- 
cesses of manufacture and distribu- 
tion be reduced to the lowest possible 
cost. This can be done through the 
elimination of those wastes arising 
out of too high a degree of diversifica- 
tion in certain basic products. To-day 
dozens of different sizes, styles, types, 
and patterns of the most common- 
place articles are placed in the market 
by manufacturers who must possess 
special equipment and skill to produce 
these endless variations. Merchants 
accumulate great stocks, which turn 
but slowly because of the excessive 
diversity and lack of interchange- 
ability in their components. Because 
of this situation many manufacturers 
and distributors favor co-operation for 
simplification and standardization. 


“The saving in national effort 
through such cooperation, as demon- 
strated by many well-known ex- 
amples of simplification and stand- 
ardization, runs into millions of 
dollars. There is a great area still un- 
touched, in which the application of 
these waste-eliminating measures may 
well save not millions but billions. 
The rate of our advance must be, and 
will be, in proportion to the extent 
in which we all cooperate for the 
elimination of waste.” 


Hersert Hoover 


rogress 
HERBERT HOOVER . in 


Standardization 


URING the World War, the need presented itself for the ulti- 
mate in production, with industrial waste reduced to a mini- 
mum, and to this end a government organization was formed known 
as the Conservation Division of the War Industries Board, which 
functioned at such a high degree of efficiency that a continuance of 
the effort was deemed by many industries as indispensable to busi- 
ness. When industries found themselves in more or less of a tur- 
moil, due to the abrupt let down from the terrific pace of wartime 
production to which they had been subjected, a readjustment was 
inevitable, and to this end in December, 1921, Herbert Hoover, then 
Secretary of Commerce, at the request of American industry, organ- 
ized the Division of Simplified Practice and Commercial Standards 
in his department. 

This division of the Department of Commerce, co-operating with, 
and at, the request of manufacturers, distributors and users, at 
once began functioning in an effort to establish certain definite 
simplified processes of manufacture in order to place limitations 
on waste by eliminating needless variety in styles, dimensions and 
types of commonplace commodities. At the conclusion of surveys 
conducted by the Federated American Engineers, waste was found 
to exist to the extent of 29 per cent in the metal trades, 41 per cent 
in the boot and shoe industry, 49 per cent in textiles, 53 per cent in 
building, 58 per cent in printing, 64 per cent in men’s clothing, and 
49 per cent in the average American business. Confronted with the 
problem presented by this condition, manufacturers looked to that 
part of Mr. Hoover’s department as a central agency- for relief, 
rather than attempt individually, as was formerly done, to accom- 
plish this end. 


(Continued on Page 1109) 
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Merchandising 


We March With 
the Times 


A study of merchandising develop- 
ments in the plumbing and heating 
industry during the past fifteen years 








1928 Sees Numerous 
New Salesrooms 
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New Salesroom of Smith & Oby, Cleveland 








EVIDENCE that the 
plumbing and _ heating 
contractor is a willing and cap- 
able merchandiser is to be 
found in the beautiful and 
effective salesrooms shown in 
this picture section. All of 
those shown were results of the 
increased momentum given the 








: ere a 
merchandising idea in 1928. : Service Plumbing 
Heating Co. of Mis- 


The number of salesrooms : ones 

: = soula, Mont., opened 
maintained by contractors is LS te cleeseamn in 1998 
increasing steadily so that 1m- | 
pressions of the industry gained 
only a few years back must be 
altered materially. The 
plumbing ard heating contrac- 
tor has “arrived” as a mer- 
chandising factor. 
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Two New Salesrooms 
Created in 1928 





1928 salesroom of Edward 
E. Fahlstrom of Chicago 


Henry E. Longley, Wilmington, 
N. C., set up this salesroom in 1928. 
He is past national president 


COMPARISON of the 

salesrooms shown here 
in these pages and those in the 
story which follows this picture 
section will indicate that the 
principal improvement in ap- 
pearance has come from the 
fact that in these times the con- 
tractor has better types of mer- 
chandise to display. He now 
has items distinctive enough to 
lend themselves to his improved 
ability in display and, of course, 
with the advantage of having 
those distinctive points to 
strengthen his selling talk. 
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New 1928 Salesrooms f1 





Above: New salesroom of Dal- 
las Plumbing Co., Dallas, Tex. 
Below: 1928 salesroom of Jewel 
City Plumbing Co., Glendale, 
Calif. 
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from East and West 





Above: J. Singleton of Spring- 

field, Mass., opened this sales- 

room in 1928. Below: Walter 

C. Williams, of Wilkes-Barre, 

Pa., this year set up the sales- 
room shown. 
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Co-operative Salesrooms 
Opened in 1928 














At LEFT is shown a pho- 
tograph of the salesroom 
set up by the Master Plumbers 
Association of the Oranges, in 
New Jersey. It has been in 
operation for about ten months 
and is pronounced a successful 
experiment. Below we show 
window displays of the $50,000 
salesroom set up by the Wins- 
ton-Salem, N. C., plumbing 
and heating contractors, which 
was opened to the public on 
December 14. These sales- 
rooms are devoted to extensive 
displays of both plumbing and 
heating equipment with 
arrangements for someone to 
be in attendance constantly. 
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(. THANKSGIVING 
eve, six members of the 
Associated Master Plumbers 
and Heating Contractors of 
Northern Virginia opened to 
the public a co-operative sales- 
room in Clarendon, just across 
the Potomac from Washington. 
Photograph of the interior is 
shown at right. Below is 
another New Jersey co-opera- 
tive salesroom, opened in May 
of 1928 by the Montclair, 
N. J.. Master Plumbers’ 
Association. Members of 
all branches of the industry 
are enthusiastic over this prac- 
tical application of modern 
merchandising methods to the 
sale of plumbing and heating 
materials. Complete details 
as to the management of these 
ventures will be given in a later 
issue. 





Contractors Co-operate 
in New Salesrooms 
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All Branches of Industry Co-operate 
in Philadelphia and Pittsburgh 


T HE FIRST picture below 


shows one of the later dis- 
plays used in the campaign of 
the Philadelphia Plumbing © 
Heating Development League. 
Below is a part of the beautiful 
salesroom to which all branches 
of the industry have contributed 
in Pittsburgh. It was opened 
to the public on December 1 of 

this year. 








~NCerchandising 





—We march with the times i 
Our industry has, it was developed by the research work : 
undertaken in preparing the following article, reacted ‘| 


promptly to the factors which have so materially changed a 
merchandising ideas in business as a whole during the 
past fifteen years. The preceding picture section shows 
a number of beautiful, modern plumbing and heating 
stores; in the pages of this article are some stores of 
earlier years, effective in their own way but, naturally, 
governed by the spirit of their own time. The article 
itself points to the development shown in the technique 
of merchandising within our industry, as reflected in the 
advertising methods of the manufacturers and the selling 3 
activities of the contractor. Irresistibly one is carried i 
to the conclusion that there is ample ground for reasoned me, 
optimism as to the ability of our industry to cope with | 





modern merchandising problems. 


AS the plumbing industry been behind in the 

matter of merchandising? Just what has been 
its progress, as compared with other industries? To what 
point have we progressed in merchandising methods and 
what further developments may be expected? These ques- 
tions are reasonable enough at this time of year when one 
naturally looks back over the past twelve months and en- 
deavors to get a hint of the direction in which the in- 
dustry will travel in the years ahead. 

The questions have a practical bearing, too. If the in- 
dustry is to extend its selling efforts it is going to be nec- 
essary to base the further efforts on a confidence running 
throughout the industry. We must get a picture of the 
industry, in perspective, so that we shall appreciate the 
fact that we are not out of line with general merchandising 
developments, say since the war period. Because we have 
advanced so swiftly in the methods of merchandising, it is 
difficult to believe that the refinements of these methods 
have been developments of the last fifteen years. Let any 
manufacturer study the difference, both physical and with 
reference to selling appeal, between the advertising he ran 
in the business paper of fifteen years ago and the copy he 
is now running. He will see a vast improvement in layout 
technique and in copy or sales appeal. 


IN STEP WITH THE TIMES 
TEP by step with him the master plumber and heating 
s contractor has advanced. We do not publish the re- 
productions of old-time plumbing and heating stores apolo- 
getically. We believe that the difference between those 


stores and the really beautiful stores which are scattered 
throughout the country in these times, parallels with re- 
markable accuracy the difference we have noted above as 
between the manufacturer’s advertising today and fifteen 
years ago. It is a familiar human trait, that we will dis- 
count the thing with which we have been most closely in 
touch. We lose perspective. But the plumbing industry 
as a whole has marched with the progress of the merchan- 
dising idea in industry in general. In point of time, the 
publication of such works as the first of Walter Dill Scott’s 
studies of psychology in advertising, and such works as 
Paul Cherington’s ‘‘Advertising as a Business Force,”’ co- 
incides with the first dawning of what might be called 
‘merchandising consciousness” in our own industry. Of 
course, there has always been some measure of merchan- 
dising going on. But the last fifteen or twenty years have 
seen the most complete studies of selling—-we have had 
the great mass of books on selling and advertising, all the 
critical analysis of selling force, in that time. We have 
no hesitancy, therefore, in stating that the plumbing and 
heating industry has been in step with the times. Those 
interested in causes will probably find them principally in 
the release of the energy which went into the solving of 
production problems, turned to the problem of selling. 
The “efficiency engineer’ gave place to the ‘sales engi- 
neer.”’ 

With this thought in mind—the vision of our industry 
as not at all out of step with the developments of the time 
in which we live—it has been interesting to go back over 
the years from the time just preceding the war, and try 
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to reconstruct the progress we have enjoyed. Any de- 
tailed study can only result in that confidence of which we 
have spoken—the confidence that the industry is ready for 
further merchandising efforts that it may advance perhaps 
at a greater rate than heretofore. Certainly, if one grants 
the disadvantage of the fact that so many of the retailers 
in our field had little education in business affairs; and 
that the younger generation is apt to have constant edu- 
cation in this direction; there is ample reason for satisfac- 
tion in progress made and for faith and confidence in the 
future. Surely the wonderful growth in manufacturing in- 
terests in our industry is not without its explanation in a 
reasonable measure of co-operation among all branches. 
We need not be entirely satisfied—that would be to stunt 
growth. But there does seem ground here for what we 
called in a recent editorial a “‘reasoned faith’’ in the fu- 
ture of the industry. 


WE BEGIN TO TALK MERCHANDISING 

N TURNING back over the pages of “‘Domestic Engi- 
| neering,’ there is ample indication of the growth in 
the merchandising idea in the industry. The good business 
paper does two things: Ft mirrors the advances in the in- 
dustry and it leads the industry in the dissemination of 
new ideas. Its practical work of leadership must be care- 
fully planned. It cannot be radical in advocating plans 
for which the industry is not ready. Its leadership rather 
grows naturally out of its knowledge of what is happening 
in the industry at a given moment and in the suggestion of 
plans which sum up clearly what is as yet only vaguely 
perceived and understood in the industry at large. 

It was, then, in 1912, that ‘‘Domestic Engineering”’ first 
gave voice to the merchandising consciousness which was 
beginning to stir in the field. In previous issues one will 
find discussions of technical problems, of problems of as- 
sociation work, of cost accounting, of shop and job man- 
agement. The industry was ready now to listen to the 
first words on merchandising. Competitive conditions and 
business recessions had aroused vaguely the idea that 
“something had to be done.” What that something was 
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it remained for the leading business paper to make clear. 
In the issue dated August 12, the editorial page of ‘“‘Do- 
mestic Engineering’’ carried a full page under the title: 
“The Master Plumber as a Merchant.’’ The word ‘Mer- 
chant’’ was new to our industry at that time. 

Men will remember that we were just then beginning to 
realize that we were in the’day of the specialist, and the 
editorial opened with these words: “It is so often said 
that this is the day of the specialist.’’ A few lines down 
the page and we are greeted with the question: “‘And then 
there is the plumber. Should not he be a merchant too?”’ 
And the final paragraph on the page: ‘Yes, indeed, the 
plumber should be a real merchant. He has the ability 
and the understanding. Nothing should keep him from it 
—least of all, obstinacy and a false respect for outworn 
tradition.’’ Brave words, those! Actually, they repre- 
sented an opinion almost radical in those days when re- 
spect for craftsmanship seemed to be the greatest virtue 
desired in our own and other like industries. That was 
the beginning. 

We will not attempt to trace each and every expression 
of the merchandising idea as it appeared. But from that 
time forward there was a growing volume of material on 
the subject. Later in the same year came an editorial, 
“Selling the owner the second time,’’ which will explain 
itself. 

Then came the first constructive attempt to get the 
whole subject of selling clearly before the retailers of the 
industry. Convention reports of those times, and even for 
the following three years, carry nothing about selling. 
Speakers told of the need for cost control, for sanitary 
codes, for co-operation in matters of mutual interest. But 
there was as yet no part of the program devoted to selling. 

In December of 1912 we carried the first of a series of 
articles by Stanley LeFevre Krebs, entitled, ‘‘Salesman- 
ship in Business Building.’’ Aside from the editorial first 
mentioned, this was the first time the retailers had had 
presented an authoritative study of the principles of sales- 
manship. We were advancing. Here, in the first of these 
articles, appears the word ‘‘merchandising,’’ that magic 








A Massachusetts salesroom in the year 1913. Only by 
a close study of details does one realize that this is an 
“old-fashioned” salesroom by present standards 
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A Kansas “Spring Opening,” Not of | 
TEL eng giteaeN Millinery, But of Plumbing Goods 
lere is a page cut o O- |ieee 


mestic Engineering” in 1913. | ae 
The question asked is enlight- : | 
ening. 








word which has worked so 
many changes in this industry 
of ours. 

Remember that all this was 
still general. We were laying 
the groundwork for later mer- 
chandising. As yet the plumb- 
ing and heating contractor had 
no distinctive merchandise to 
sell, such as was to come later. 
He had the traditional bath- 
room and kitchen and heating 
equipment—but swinging spout 
faucets? fixtures of especial de- 
sign or with color? boilers in 
colored jackets? He had none 
of these as yet on which to try 
out this new art he was learn- 
ing. 

He was learning it, too. Pic- 
tures of the older types of dis- 
play rooms are scattered 
through the issues as the years 
advanced in increasing number. | "| 





@ Why should not the Master Plumber have his ‘‘spring opening’ as well as the 


WE BEGIN TEACHING “BY | 
If he carries a stock of goods, why not make the 


EXAMPLE” merchant in any other line? 
W :: PAGE through the first |Jisplay attractive and get the public in to see it¢ 








issue of 1913 and there 
find the germ of what has been 
recognized as one of the most 
constructive factors in the edu- 


cation of the industry-——the feature story. It < 
was only a germ, embodied in a brief editorial ve 
article, but it told of a successful Ohio plumbing | 
and heating shop. It enumerated the many 
things which might be carried in stock to build 
up volume and to furnish that merchandising 
appeal which was not as yet to be found in the ; 4 
standard plumbing and heating materials. That 
method—describing in detail the methods of suc- 
cessful contractors—was to develop amazingly 


BB 


in the later years as we shall see. 


In the middle of February there came the i 
germ of another idea under the general head | 
of publicity, in the shape of an article which t' 
was to be handed by the master plumber to his 4 “| 


newspaper. The idea was to grow in its applica- 
tion, but already in 1913 we were suggesting 
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Chis was a new salesroom opened up in 1913. if 
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In publishing it, we did so because our readers 
were “interested.” ji: 
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A New 


Co-operative Showroom 


for Pittsburgh 


Tosa plumbing contractors of Wilkinsburg, the whole- 
salers in the city of Pittsburgh, and a number of 
manufacturers, opened up a plumbing and heating 
community exhibit on December 1 at 761 Penn avenue, 
Wilkinsburg, Pa. 

This exhibit, which is located on the main street and 
thoroughfare of Wilkinsburg, is open from 9:00 a. m. to 
10:00 p. m. and is in charge of and under the supervision 
of D. C. Lindsay, Pittsburgh representative of the Plumb- 
ing and Heating Industries’ Bureau. There is a regular 
schedule worked out for the contractors, which calls for 
two of them to be present each day. There are salesmen 
from the wholesale houses present and a permanent girl 
secretary on the job every day. The exhibit was adver- 
tised in the local newspapers. Five thousand one hun- 
dred invitations were sent out, two thousand, seven hun- 
dred and twenty-five of which were names taken from the 
court house list of taxpayers; the balance, to make the 
total, were sent out by the contractors themselves to their 
customers. There were 100 large store window cards dis- 
tributed and placed in the windows in the adjoining neigh- 
borhood. The Wilkinsburg section has six thousand 
homes and it is estimated there are a thousand homes in 
the surrounding territory. In the check-up which is being 
made, they find that they are having people come in from 
all around the section. 


A SUCCESSFUL OPENING 

‘HE exhibit opened at six o’clock on Saturday night, 
f Pratewes 1, and over four hundred fifty people saw 
the wonderful set-up of plumbing and heating material 
which was on display. There were over five thousand 
tickets distributed from the various neighborhood stores. 
Each contractor was provided with two large truck ban- 
ners and each wholesaler was supplied with four large 
banners, which were put on the trucks that were deliver- 
ing material in that territory. There is also a slide in the 
local moving picture theater. 

A form of prospect card is used by the wholesaler’s 
salesman when talking to an interested prospect and is 
filled out and turned in to the exhibit office. Complete 
record is kept there, a duplicate card being sent to the 
wholesale house which, in turn, is expected to finally 
reach the salesman in the territory, who will get in touch 
with the plumber mentioned and follow up the sale. 

All of the civic clubs were contacted by either Mr. Lind- 
say or the plumber member of the club, who notified 
them to attend the exhibit. The committee in charge of 
this arrangement is as follows: 

Plumbers’ Committee: William Lafferty, A. C. Good, 
Thomas M. Allen, treasurer, and W. R. Mikesell. Whole- 
salers’ Committee: John F. Bailey, Anchor Sanitary Co., 
chairman; O. B. Craig, Bailey-Farrell Manufacturing Co.; 
John Cannon, Standard Sanitary Manufacturing Co., and 
A. J. Buerger, Crane Co. 

Direct sales have already been made from the exhibit 
and some very fine prospects have been lined up. Most of 
the prospects are interested in remodeling work, but there 
are a humber of people who are interested in plumbing 

















Part of the beautiful exhibit described in this article 


from the new building angle. Mr. Lindsay stated that 
they plan to have regular civic club nights, at which time 
short talks will be given on plumbing and heating. A 
special night is planned for plumbing contractors from all 
over Allegheny County, and on this night they are plan- 
ning to have educational talks for the plumbers and sales- 
men on how to sell various commodities. 


DETAILS OF THE EXHIBIT 

HE plumbing trade throughout the section is show- 
ir wonderful enthusiasm. The wholesale houses 
have co-operated very nicely. When the exhibit is over, a 
complete check will be made to find out how much goods 
were actually sold through it. The plumbing contractors’ 
windows throughout this district were all trimmed, back- 
ing’ up the exhibit. The wholesalers will be furnished 
with the court house taxpayers’ list, which numbers two 
thousand seven hundred and twenty-five names, and are 
to follow up with direct by mail matter. 


A large banner runs across the side of the exhibit hall 
with the names of the contractors who are connected with 
this enterprise. The exhibit itself is a work of art and 
was designed by an interior decorator. The automatic 
fixtures, such as dish washing sinks, etc., are connected 
under pressure. There is a complete tile bathroom, with 
real tile—a very elaborate fixture display—and the ar- 
rangement is one that can be moved from one spot to an- 
other. Each fixture is set up on a movable base and set in 
front of a separate panel, with drapes between them. 
These panels are in tints of different colors. The panels 
are seven feet high of the same design and very attractive. 
Over every kitchen sink is an outside scene, giving the 
impression of a window and adding to the attractiveness 
of the fixture. The exhibit room is seventy-five feet long 
and twenty-eight feet wide. Exhibits are lined up along 
each side and down the center. There is a great deal of 
talk about keeping this as a permanent exhibit, as well as 

(Continued on Page 77) 
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A new type of heating involving 
control by outdoor weather ther- 
mostat and orifices, used in 


Heating an 
Electrical 
Service 
Building 


HE Commonwealth Edison Company’s 

service building at Twenty-second and 

Throop streets, Chicago, houses a testing 
and repair shop and is used also for storage. 
A new addition was recently attached to this 
building, and in this new addition a new vacuum 
system of steam heating has been installed. 
This is used in connection with a new type of 
steam heating which has just been announced 
to the heating trade. 

This installation is said to be one of twenty installations 
of this new method throughout the country. Some of 
these are in new buildings, and some in existing heat- 
ing installations. According to statements and claims of 
the manufacturers, this system employs some principles 
of steam distribution and control never before applied to 
heating of buildings. 

The heating plant in the Commonwealth Edison Com- 
pany’s new building is a standard type vacuum system 
with the additional features comprising the new type of 
system. 

Steam for heating purposes is supplied from high pres- 
sure boilers, the steam pressure on which ranges from 
175 to 195 lb., and is reduced by means of a set of two 
pressure reducing valves supplying low pressure steam to 
the main control valve for the new system. 

Beyond the main control valve the low pressure steam 
supply line is extended for approximately 200 feet through 
the present building to the new building, where it rYses 
to the sixth floor and there is distributed through a down- 
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The Commonwealth Edison Co.’s electrical service building in Chicago 


feed system with provisions made in the piping system for 
additional stories. The basement and first floor section 
are fed by a separate steam main which is run on base- 
ment ceiling. 

The water of condensation is returned in the regular 
manner, as in connection with standard vacuum system 
practice, to an electrically operated vacuum pump which 
is located in the basement of the present building near 
the boiler room. The water of condensation from the 
system passes through a meter before connections to the 
vacuum pump are made. By means of the meter, it is 
possible to get a perfect check as to the steam consump- 
tion for any period of time. 

The new system, such as installed in the Commonwealth 
Edison Company Building, can be applied to either a 
vacuum system or an open atmospheric return line system, 
but is not applicable to a single pipe installation. 

The additional special features in connection with the 
heating system described herein in addition to the regular 
standard vacuum system equipment, are as follows:— 
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Heating riser diagram and piping details of the 234 by 102 ft., six-story building of the Commonwealth Edison Co. The piping 
is so arranged that additional stories may be added. The heating, plumbing and electrical equipment was laid out by A. C. 
King, mechanical engineer, Chicago 
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The Chesterton Lavatory 


in lonian Black 
“Ctandard” 
PLUMBING FIXTURES 
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“tandard” 


PLUMBING FIXTURES 


in the newest and most 
beautiful colors 





Ming Green St. Porchaire Brown 
Royal Copenhagen Blue Ivoire de Medici 
Clair de Lune Blue T’ang Red 
Rose du Barry Orchid of Vincennes 


Ionian Black 


It is not possible to describe with words the beauty of the new and 
exclusive “Standard” colors. The characteristic that distinguishes 
them from all others is purity. This is as true of the delicate hues 
as of the deeper shades. . There is an entire absence of grayness, 
that common denominator which can rob any color of its liveli- 
ness and charm. By the elimination of this grayness “Standard” 
chemists have obtained a beauty never before known in plumbing 
fixtures—both vitreous china and enameled. 


Finding fresh beauty in pure color, “Standard” chemists have at 
the same time increased the variety of colors. For the first time 
plumbing fixtures are available in a beautiful shade of rose, in a 
red that has the rich warmth of burgundy, in a blue that is as 
deep as ultra-marine. These new colors make possible an almost 
unlimited number of new color schemes and decorative effects for 
the bathroom. 


Yes, color is front page news. But the day of refinement and 
discrimination is here. Colors for plumbing fixtures must have 
character. They must be pure, positive colors. The public will 
look to you for them—and you will look to a manufacturer who 
has produced both genuine vitreous china and enameled plumbing 
fixtures for a quarter of a century. The experience gained in this 
long period of manufacture is your assurance, and theirs, that the 
most satisfactory match of colors in china and enameled fixtures 
can be obtained from “Standard”. Fittings of gold or Chromard 
with china parts in colors to harmonize with the fixtures are 
available and add beauty and distinction. 


If you haven’t a chart illustrating these new Gap) 
‘Dtandard” colors, write for a copy now. ers 





Standard Sanitary Mfg. Co.- Pittsburgh 
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A. Centralized automatic control, consisting 
of 
(1) An air circulating system 
(2) An indicating and control panel set 
(3) Main control valve unit for supplying 
steam to all of the direct radiation. 
B. A distributing installation, consisting of 
carefully proportioned orifices installed in 
(1) Branch mains 
(2) Supply riser laterals 
(3) All direct radiators. 


CENTRALIZED AUTOMATIC CONTROL 
ENTRALIZED automatic control determines 

+ and selects automatically, according to the 
outdoor temperature existing at any particular 
time, the proper pressure differential required to 
deliver to the supply piping and to the direct 
radiation the proper quantity of steam for main- 
taining approximately the desired indoor tem- 
perature and to reproduce automatically in the 
heating system this differential so determined 
and selected. 

The special appliances applying to this instal- 
lation comprise: 





1. Air Circulating System, the function of 
which is to determine and select the proper 
pressure differential automatically according to 
the outdoor temper- 
ature as explained 
in the following 
paragraphs. 

The air circulat- 
ing system com- 
prises a motor driv- 






































en air compressor 
which maintains a 
constant air pres- 
sure in the air line extending 
to the roof thermostat and 
which air pressure is varied 

| by the special air valve par- 
tially opened or closed by the 
roof thermostat as changes 
occur in the outdoor tempera- 
ture, and also by the manual 
adjustment of a double orifice 
variator valve at the main 
panel board. 


2. The Indicating and Con- 
trol Panel Set; its function is 
to reproduce in the heating 
system the pressure differen- 
tial between the supply and 
return piping such as deter- 
mined and selected by the air 
circulating system. This is 
accomplished according to the 
description which is to follow: 

The control panel set con- 
sists of a steel panel upon 
which is mounted (1) a pri- 
mary differential pressure in- 
dicating meter; (2) a secon- 
dary differential pressure in- 
dicating meter; (3) a pilot 
valve actuated by the relative 
motions of the primary and 
secondary meters, and (4) a 
variator for manually control- 





Fig. 2—Standard roof 
thermostat 


Fig. 1.—Diagram of new system of steam heating 


ling the rate of flow above and below normal under certain 
conditions to be described later in this text. 


THE FUNCTION OF THE ORIFICES 

S HEREINBEFORE stated, the steam supply first 
A passes through a two-stage pressure reduction by 
means of two pressure reducing valves to the main control 
valve. This main control valve is of a hydraulic motor 
type connected by means of the oil pressure line to the 
pilot valve on the panel set and thence to the air com- 
pressor. 

In order to provide a uniform distribution of steam 
through all radiators throughout the building, carefully 
calculated orifices are installed in branch mains, supply 
riser laterals, and in all direct radiators. 

The object of the system is to so modulate, moderate, 
govern, or balance the heat delivered to the building as a 
whole, as well as the heat delivered to each individual 
radiator, that the demand will be met where and when 
needed regardless of outdoor or indoor temperature 
changes. 

These objects might be further classified as follows: 

(a) To provide for change in demand resulting from 
variation in outside temperature. 

(b) To provide for change and demand resulting from 
shutting off or turning on of radiation. 

(c) To compensate for variation of steam pressure 
above the minimum resulting from uneven firing. 

(d) To compensate (in a vacuum system) for variation 
in degree of vacuum in return mains within limits, espe 
cially for the system. 

Some of the objectives of the manual control which is 
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Indestructibility 
for Concealed Heating 


The unusual construction of Thermal Unit 
Heaters which render them indestructible, 
likewise make them ideal for concealed 
heating installations. 


You are perfectly safe in installing this 
unit heater in those jobs of concealed 
heating which are really in the wall. 
Nothing can go wrong and the heater is 
there, to serve without fault, until the 
building comes down. 


The streamline design of the core, the air- 
plane type extended fins, the rounded 
surfaces, all allow for the easiest and 
quickest passage of air. The cooler air 


Manufactured and Sold by 


The Thermal Units Co. 


A Subsidiary of 
The Mechanical Manufacturing Co. 
Union Stock Yards — Chicago, III. 
Eastern Office — 30 Church St. 
NEW YORK 
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enters the inlet below, passes up through 
the heating element and issues from the 
grill outlet above. 


Send the coupon below for the story, 
“Put the Air to Work” and also the full 
facts concerning Thermal Unit Concealed 
Heating. Let our engineers show you 
how to do your next heating job better 
and with bigger profit. 


The Thermal Units Co.., 
Union Stock Yards, 
Chicago, III. 
Please send me complete details concerning Thermal Unit Concealed 
Heating. 
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The Plumbing Primer 





‘‘Look, Le-roy, the manis go.ing to hunt 
snipe.’’ 


“Do not be a Goop, Wil-bur-force, the 
man is an ex-as-per-a-ted Mas-ter 
Plum-ber.”’ 


‘“‘What has the ex-as-per-a-ted Plum- 
ber got in the sack?”’ 


‘‘He has got his Jour-ney-man Plum- 
ber.”’ 


“What is he go-ing to do with the Jour- 
ney-man Plum-ber ?’’ 


‘““‘He is go-ing to drop him down a well.’’ 


‘““Why is he go-ing to drop him down a 
well ?’’ 


““To teach him a les-son, Wil-bur-force.’’ 


‘““What is the les-son he wants to teach 
the Jour-ney-man ?”’ 


“That you should nev-er sell a wash- 
down toi-let in-stead of an Im- 
prov-ed Mad-era.’’ 


‘“<‘Hoi-ty, toi-ty, Le-roy. Is the Mad-era, 
then, a bet-ter toi-let?’’ 


‘<] hope to wash an el-e-phant, it is bet- 
ter. It does not cut up. It does not 
stop up. It has a great big trap- 
way. And it is four times as prof- 
it-able to the Plum-ber as a wash- 
down.”’ 


‘‘Great grass-hop-pers, Le-roy! Let us 
go boo the Jour-ney-man.’’ 


MADDOCKS /mproved 


MADERA 


THOMAS MADDOCK’S SONS CO. = = TRENTON, N. J. 
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located at the control panel are as follows: 

(a) To provide for change in demand resulting from 
changes in weather conditions other than by temperature. 
(b) To provide for quick heating up in the morning. 

(c) To provide for night load conditions when full tem- 
perature is not required to be maintained in the building. 
The manufacturers of this system do not propose to 





Fig. 3.—Control panel of new steam heating system 


control the temperature in each room, but simply to mod- 
erate the excesses of overheating and underheating. Sim- 
ilarly, it is not claimed that waste is entirely eliminated 
but it provides a means by which wastes usually caused by 
overheating are reduced to a minimum. 

The general operation or functioning of the system will 
be readily understood by the following description and 
references to figures as given-in the illustration shown on 
page 44, : 
GENERAL OPERATION AND FUNCTIONING OF THE 

SYSTEM 

HIS may be understood by reference to Fig. 1. An air 
penetra system produces continuously and automat- 
ically just ahead of point (B) an air pressure equal to the 
pressure difference which should exist between the supply 
and return mains of the heating system. The air com- 
pressor (1) in the basement maintains a constant pressure 
on a small air line leading to the roof thermostat (2). 
The amount of air flowing past the valve of the roof tNer- 
mostat (2) and into the line A-B is varied by changes in 
outdoor temperature. This air is continuously discharged 
to the atmosphere at (B) through a restricted opening, 
with the result that a certain pressure is maintained just 

ahead of (B). 
As the outdoor temperature becomes lower, the amount 


~ 




















of air flowing into line 
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ture of the outdoor : 
air rises, the amount of 


A-B increases and the 
i 8 if 
air flowing into A-B ggg — 














mod fe 





DOMESTIC ENGINEERING 47 


Manual Regulation of Air Line 

The area of the restricted opening at (B) may be 
changed by the operating engineer by merely moving the 
variator lever (C). Reducing the opening increases the 
pressure ahead of (B); increasing it decreases this pres- 
sure. The pressure ahead of (B) is therefore always under 
the influence of both the roof thermostat and the variator: 
the operation of one does not nullify the effect 
of the other, but the air pressure produced 
ahead of (B) is always the result of operation 
of both units. This air pressure is applied to a 
mercury balance (D), which mechanically actu- 
ates an oil pilot valve (E) in the oil circuit. 

The Function of the Oil Line 

Oil pressure is maintained by a pump built 
into the air compressor unit (1). Movement of 
the oil pilot valve (E) in one direction sends 
additional oil to the operating piston of the 
main steam control valve (4), opening this valve 
and increasing the steam supply until the dif- 
ference in pressure between supply and return 
is maintained equal to the air pressure ahead of 
(B). Movement of the oil pilot valve in the op- 
posite direction produces an opposite effect by 
permitting oil to flow from the operating piston 
of the main steam control valve back to the oil 
reservoir at (1). 
The Orifices Determine Largely the Steam Flow 

It is explained ‘‘the amount of steam de- 
livered is dependent on the difference in 
pressure together with the resistance to 
flow between the two points.”’ In this system this resist- 
ance to flow is made up of two elements—a small element 
due to the friction of pipe and fittings and a large element 
due to the installation in series of restrictions called me- 
tering orifices located at selected points throughout the 
system. The total resistance of these metering orifices is 
proportionately great and the resistance due to pipe fric- 
tion small, so that the metering orifices largely determine 
steam flow. 
mach Orifice Carefully 

Figured 

The size of the 
opening in each me- 
tering orifice is indi- 
vidually calculated 
for each job from the 
radiation or heat loss 
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and piping data for 
the building as sup- 
plied by the consult- 
ing engineer or de- 
signer of the system. 
It is done by trained 
mathematicians in the 
Office of the manufac- | 
turer. Each metering | 
(Continued on Page 60) 
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pressure ahead of (B) 18 yay, op seam 7unoven 
correspondingly in- VALVE MUST BE IN 
DIRECTION OF ARROW. 
creased. 
When the _ tempera- 
decreases automatically 
and the pressure ahead | 
of (B) is decreased in a 
corresponding manner. 
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Fig. 5.—Main steam control valve 
of new system 
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For SCHOOLS, FACTORIES 
or Wherever a Durable 






Seat Action Closet Combination 


The new VOGEL NUMBER 10 Seat Action Water 
Closet Combination. We believe it to be the strongest 
and most serviceable water closet outfit ever 
produced. 

The tank is practically indestructible as is also the 
flush pipe. The valve is constructed heavily through- 
out and attached to the bowl by a very strong con- 
nection. The closet seat is of a durab 
bow! is of vitreous china. 





See your jobber 


JOS. A. VOGEL COMPANY 


Wilmington, Del. | 
St. Louis, Mo. 


Se 
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and COMFORT STATIONS — 
Positive Acting Closet Is Desired 


Positive In Action 
Does Not Waste Water 


All water drains out of the flush valve 
body so that in places such as school build- 
ings where the fires may be banked over 
the weck-end, valves will not be damaged 
by frost. 


We believe this to be the strongest and 
most durable water closet outfit ever made. 


A sample valve was tested 150,000 
operations without any appreciable 
wear. | 





By depressing the closet seat the supply 
coupling at top may be easily removed. 


Then by raising the closet seat to upright 

position the valve stem carrying both 

supply and flush valve penne may be 
readily lifted out. 


‘Sind for circular further describing 
this closet outfit. 
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Plumbing in the Sky 


sary to travel. His progress can almost be traced 

from the time he first decided to leave his familiar 
neighborhood and go somewhere else. Countries were 
discovered, new lands found, strange climates uncovered, 
trade established with hitherto unknown people—all 
through transportation. At the beginning, transporta- 
tion consisted merely of putting one foot in front of 
another enough times to carry the person from where he 
was to where he wanted to go. As the human intellect 
developed, animals were trained to carry man and other 
burdens. A review of transportation is practically noth- 


k ROM the beginning of time, man has found it neces- 








Walter J. Kohler, 
president of Koh- 
ler Co., beside his 
own personal air- 
plane 


ing more than an evolution of the intelligence of man. 
Boats were invented. Sails were invented to make the 
boats move without as much physical exertion as before. 
Wheels were invented, and with the invention came carts, 
wagons, carriages, coaches and other vehicles. 
Transportation was well developed up to a certain point 
at the time of the Roman Empire. For years after the 
decadence of that empire, transportation gained nothing 
in either speed or in a reduction of the physical labor re- 
quired of man or beast. At the end of the Middle Ages, 
man became mechanically minded. Crude machines were 
developed to do work formerly done by hand. Factories 
began to appear. Commerce was increased. The neces- 
sity for speedier transportation began to be felt. With 
the machinery for use in manufacturing, also came ma- 
chinery for the speeding up of travel. Sailing ships be- 
gan to be too slow. Steam was utilized for boats, and 
sped up water travel. It was applied to land travel, and 
so developed railroads. Then came the internal combus- 
tion motor, a comparatively recent invention. The result 
most immediately apparent was the automobile, followed 
by the truck, the motorbus, and finally the airplane. 
The desire to go from where he was to somewhere else 
hasn’t yet left man, and probably never will. Whether 
voluntary or involuntary, man has found it necessary to 
travel, and the faster that traveling brings him back 
home, the better he feels about it. And the more home- 
like conveniences that travel gives him, the greater the 
desire to travel grips him. For that reason, men who are 
in the business of transportation have found it necessary 
to make their respective modes of transportation as home- 
like as possible. 
Comfort in Transportation 

E DON’T think so much about it now, because we 

have become so accustomed to it, but imagine the 
feelings of our forebears when the Pullman car was first 
put on railroads. When the dining car made its first ap- 
pearance. When steamships became palatial hotels afloat. 
Those advancements made for comfort in traveling. Sani- 
tary facilities on railroads, steamship lines and bus lines 
made the traveler as nearly comfortable as if he were 
at home, and increased the speed of transportation as 


Interior of a typical airplane cabin, showing comfortable and 
commodious quarters 








Decer 











Levene 


December 29, 1928 DOMESTIC ENGINEERING 51 





Pegnshion onset 

















<n 





From the Residence of the late Senator John P. Harris—Crafton Heights, Pa. 
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— in Shower Bath Enclosures is certain when they carry the C & S trade mark. a 
The one illustrated above has framing members of lustrous Chromium finish. The J 
mural decoration is produced in bas-relief on Tapestry Plate Glass through the f 
mediums of silica etching and translucent colors. 

Designed and executed by | 

CRIST & SCHILKEN CO., PITTSBURGH, PA. . 
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Three examples of toilet facilities in airplane cabins. At the left is the toilet room of the all-metal tri-motored Ford mono- 


plane, used by the Transconti tal Air Transport. In the center is one of the Travel Air Mfg. Co. ship’s toilet rooms. At 
the right is the room in one of the ships of the Fokker Aircraft Corp. of America 





well. The aviation world has also recognized that home Since then, at least up until after the war, we are nearly 
conditions must be imitated as nearly as possible by com-_ all familiar with the development of aviation. In this 
mon carriers, and now we have plumbing installations in country, it was not, however, until the United States 
the air. started the air mail that flying began to be considered a 

It was in 1903 that the Wright brothers were first able really safe means of transportation. Up until that time 
to defy the laws of gravitation by making a heavier than it was considered either as a sport or as a stunt. In May, 
air machine rise from the ground under its own power. 1927, Lindbergh flew from New York to Paris, and the 
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conventional spray holes. 
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Johnston 
Installation 


The Way 
To Greater 
Oil Burner Sales 
In 1929! 


Right now you are probably working out 
plans to get more oil burner business in 
1929. Convenience, comfort, sanitation 
—these have been your big selling points. 
And now comes another go-getter selling 
point—THRIFT. Add it to your oil- 
burner sales talk by adding the Johnston- 
Ojil-Burner-Boiler to your line. The Johns- 
ton boiler saves from 25 to 50 percent on 
fuel. It will help you boost sales in 1929. 
Get our dealer's proposition and start the 
New Year right. 


JOHNSTON BROS., Inc. 
Ferrysburg, Michigan 


The coupon will bring you com- 
plete information concerning 
Johnston-Oil-Burner- Boiler and 
how you can line up with it for 
more business. 


Johnston Brothers, Inc., 
Ferrysburg, Michigan. 
Gentlemen: 
Please send me your complete proposition telling me how the 
Johnston-Oil-Burner-Boiler will help me increase my business. 
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aviation world became the cynosure of the eyes of the 
every day world. From that time on, aviation has in- 
creased by leaps and bounds. 


The aviation layman was, and is, slow to take up flying 
as a means of transportation. At first a few daring souls 
began to fly with the mail pilots when the urgency of the 
travel was great enough to take what was considered the 
risk in flying. Other brave people paid five or ten dollars 
for a short flight at various fields. Occasionally one would 
hear of chartered planes making trips with passengers, 
but these were rare occasions. Meanwhile, as the layman 
was watching the air mail go through month after month, 
with very few casualties, and began to think that per- 
haps flying was really a business, the natural mechanical 
tendencies of technically minded men drew them to this 
new field of aviation. New pilots were licensed, new com- 
panies formed, new mail routes opened, and passenger 
routes established. 

The rapid advance of aviation in the past two years is 
hardly realized by the layman. Regular scheduled pas- 
senger routes are being flown daily between most of the 
large cities in the country. One can now get a passenger 
plane from nearly every metropolis in the country to any 
other metropolis. New passenger routes are constantly 
being opened. And the most important thing is—they 
are.being used. Reservations have to be made in ad- 
vance on many routes. New planes are being added, more 
frequent schedules arranged. The public has become “air 
conscious.”’ 

The most successful air transportation companies now 
are the ones which make air travel the most comfortable 
for their passengers. Anything that can closely duplicate 
the comforts of home makes traveling more attractive. 
Among these comforts are the sanitary conveniences, and 
transportation officials have recognized that fact. Almost 
without exception, the large transport passenger planes 
are now being built with a washroom for the convenience 
of patrons. The longer the flight, the more necessary 
this room becomes, and as cruising ranges of aircraft in- 
crease, so also will the sanitary conveniences have to be 
increased. 

Aviation has been put on a business-like basis. It has 
been tied up with the railroads for rapid transcontinental 
travel. It has cut down traveling costs of business men 
by cutting hotel and meal expenses. It is established in 
the minds of the public as the fastest known means of 
getting from one place to another place. It now has to 
establish itself in the minds of the public as a comfort- 
able means of transportation. 


PLUMBING AS A FACTOR IN TRANSPORTATION 
HEN bus lines started out in this country, their 
only appeal to the traveler was that they could get 

him to his destination cheaper than any other means. 
They could not compete with the railroads on speed, and 
they could not compete on comfort. Their only sales talk 
was economy and convenience of schedule. As the use of 
busses increased, they also began to be made with toilet 
facilities, and in some parts of the country have sleeping 
quarters also. The airplane is now in a position where it 
can furnish the traveler with practically the same degree 
of comfort as the railroads, and with at least twice the 
speed. 

Space in aircraft is valuable. Consequently, in most of 
the cabin type of plane which are used for commercial 
transportation, the toilet rooms are cramped. They are 
invariably located at the very rear of the cabin, and are 
usually small. They contain in most cases a water closet, 
or rather hopper, and a lavatory. With weight at a pre- 
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wm “leave it to chance” in 
buying pipe fittings — why 
risk the possibility of faulty jobs, 
complaints, injured reputations 
and lost profits when you can 
gain positive proof of uniform 















performance on the job with 
Square “Gees”? Square “Gees” 
have established and sustained 
a reputation for fine perform- 
ance on the job. The cream of 










raw materials, careful finishing, 
accurate tapping and rigid in- 
spection equip them to perform 
their hidden but important 
work with 100% satisfaction. 
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when you say Square “Gees.” 
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New York, Chicago, San Francisco, Los Angeles 




















MALLEAG LE, CAST IRON 








_ 
a 
Tere ee 


— , 
ee 
Te 

aus 











56 DOMESTIC ENGINEERING 





THE INCOMPARABLE 





PATENTED 


Are Equipped With 
THE EASY CLEAN SHOWER HEAD 





NIEDECKEN SHOWER STALLS 
Are Complete With 
NIEDECKEN SHOWERS 


Write for Bulletin D. 10X. 
HOFFMANN & BILLINGS, MFG. Co. 
a UK E-€ €é., uw. 


mait. Ww Ss. A, 


a © 





cron 


Me 








December 29, 1928 


mium, large tanks of water can not be carried, and none 
of the hoppers are flushed after use. However, a small 
tank of water supplies the lavatory, which in most cases 
is metal, as is in use in Pullman cars. No attempt is made 
to have both hot and cold water. 

Manufacturers of cabin airships seem to differ as to 
methods of waste disposal from the fixtures. Some makers 
have closet hoppers over pans, which are emptied at the 
end of every flight, or whenever the plane comes to the 
ground for refueling. Others allow the waste to go out 
into the air, and nearly all makers have small tubes run- 
ning, from the lavatory waste line directly into the air. 
The theory of letting the hopper waste go directly into the 
air is based on the principle that, at the speed the plane 
maintains in flight, all waste would immediately be dehy- 
drated and disintegrated into tiny particles, of which no 
trace could be found, or noticed. In the words of one op- 
erator of a large and successful passenger line between 
several large cities, ‘“No provision is made for retaining 
the waste on the plane, and it goes directly into the air. 
We have been operating this type of plane in passenger 
work for over two years, and have never had any com- 
plaints of these results.’’ 

Sanitarians and aircraft manufacturers will probably 
disagree as to whether or not such a method of disposing 
of waste is healthful. Manufacturers of planes themselves 
do not know. They only know that the public demands the 
conveniences of home when traveling, and the makers are 
trying to give them what they want. What the result will 
be, no one can tell. Perhaps laws will be passed on air- 
craft sanitation. Perhaps makers and sanitarians will 
come to an agreement. Regardless of the result of that 
controversy, air travel is here to stay. It has recognized 
that plumbing is necessary to the comfort of its patrons. It 
has begun to give those patrons the sanitary conveniences 
of plumbing. 





MICHIGAN CHAPTER HOLDS DECEMBER MEETING 

The December meeting of the Michigan Chapter of the 
American Society of Heating and Ventilating Engineers 
was held Monday evening, December 17, at the General 
Motors building in Detroit, with fifty-two members and 
guests present. Mr. Badger, chief metallurgist of the 
Youngstown Sheet & Tube Co., with the assistance of 
other members of his organization, presented a motion 
picture prepared by the company, showing the manufac- 
turing processes employed in the production of steel pipe. 
, The second speaker of the evening was James C. Miles 
of Cleveland, Ohio, whose subject was ‘‘Warm Air Heat- 
ing.’’ An interesting sidelight to this talk was the fact 
that Mr. Miles has for years been using as his text a book 
on heating written by the late John R. Allen in conjunction 
with J. H. Walker. Mr. Walker, who is assistant chief en- 
gineer of the Detroit Edison Co., and a member of tlie 
Michigan Chapter, was in the audience, and Mr. Miles met 
him for the first time at this meeting. 





CHICAGO ASSOCIATION TO ELECT OFFICERS 

The annual meeting and election of officers of the 
Plumbing Contractors’ Association of Chicago is scheduled 
to take place at Oriental Hall, Capitol building, on Tues- 
day evening, January 8, at 8 p.m. Following the reading 
of reports of retiring officers and chairmen of standing 
committees, the report of the nominating committee ap- 
pointed at the December meeting of the association to 
nominate officers and directors for the ensuing year, will 
be submitted. The members of the nominating commit- 
tee are as follows: August Nilson, G. Frank Winkler, J. ©. 
Naughton, William Breyer, R. J. Weber, T. I. Magan, John 
Calnan, C. A. Dreier, E. C. Wagner, W. P. Arnold and 
C. W. Alcock. 
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Warren Webster & Company are the pio- 
neers of vacuum steam heating. More 
than forty years ago they first introduced 
the Webster Vacuum System of Steam 
Heating, long recognized as standard. 
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development in steam heat- 
ing. A system which varies the quantity of steam deliv- 
ered to the building as a whole and to each radiator in 
particular— balancing the supply of heat with every 
change in outside temperature and inside demand: 


The Webster MODERATOR System of Steam Heating. 
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Now, after forty years of continued leader- 
ship, Warren Webster & Company are 
introducing the Webster MODERATOR 
System — the result of pioneering, long 
organization experience and three years of 
concentrated research—a system which 
moderates to the practicable minimum 
the wastes due to window-opening and 
overheating—and provides a new high 
level of heating service. 
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What is the Webster MODERATOR 
System of Steam Heating ? 


The Webster MODERATOR System of Steam 
Heating is a definite achievement in engineer- 
ing. It is the application for the first time of 
certain fundamental physical laws to heating. 
It is a system in which the quantity of steam 
delivered to the radiators is varied automati- 
cally to accommodate changing demands. 


“ “ 


The Webster MODERATOR System of Steam 
Heating delivers to all radiators, simultaneously 
and regardless of distance from the boiler, the 
quantity of steam necessary to heat, without 
overheating. 


If certain radiators are shut off, the Webster 
MODERATOR System immediately and auto- 
matically alters the supply of steam to the 
remaining radiators to correct for the change 
in demand. 


If the outside temperature goes up, the Webster 
MODERATOR System of Steam Heating imme- 
diately and automatically moderates the quan- 
tity of steam delivered to each radiator to meet 
the changed condition. Fuel is saved. Overheat- 
ing is practically eliminated. Window-opening, a 
great source of waste in large buildings, is kept 
at a minimum. 


If firing is uneven the Webster MODERATOR 
System automatically irons out the resulting 
variations in the steam supply. A“runaway” fire 


causes no overheating with its consequent waste. 


Thus the Webster MODERATOR System of Steam 
Heating prevents overheating by balancing the 
steam supply with the need or demand for 
heat. Its operation is entirely automatic, except 
for a desirable amount of centralized manual 
control which allows you to heat up the building 
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Webster Systems of Steam Heating com- 
bine the services of a national organiza- 
tion of steam heating specialists with 
Webster System equipment—a complete 
line of steam heating appliances proven 
correct in design by test and use—and 
Webster engineering methods which 
insure correct application. 
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quickly during the early morning hours and 


to cut down the heat at night. 


The Webster MODERATOR System of Steam 
Heating is adaptable to buildings requiring 
approximately 10,000 or more square feet of 
radiation. It may be applied either to new 
buildings or to the modernization of systems 
in existing buildings. 


“ “ 


Because of certain characteristics of the Webster 
MODERATOR System of Steam Heating, pro- 
duction is limited and the number of additional 
orders that we can accept for early delivery is 
limited. But that is a matter that will soon be 
adjusted as production facilities are being 
steadily expanded. 


In the meantime future installation of this 
system in new construction may he arranged 


for by installing a standard Webster Vacuum 


a) 

or Type “R” System, with provision for later 
addition of MODERATOR System equipment 
and advantages. We will be glad to provide archi- 
tects, engineers and heating contractors with the 
engineering data required for this purpose. 


We will also be glad to undertake preliminary 
surveys of existing buildings for owners, build- 
ing managers and operating engineers, in 
preparation for later conversion of their install- 
ation to a Webster MODERATOR System of 


Steam Heating. 


Descriptive literature will be available in the 
near future. Write today for your copy of the 
first edition. 
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“Controlled ty the weather” 


WARREN WEBSTER & CO., Camden, New Jersey 
Pioneers of the Vacuum System of Steam Heating 
52 U.S. Branch Offices: In Canada, Darling Bros., Ltd., Montreal 
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Heating an Electrical Service 


Building 


(Continued from Page 47) 


orifice is then made to the required dimension at the fac- 
tory. 
The Intermediate Orifice 

The intermediate metering orifices are located in the 
branch mains and riser laterals of the steam supply. 
These are marked IMO in the illustration. Each interme- 
diate metering orifice sets up sufficient resistance so that 
the steam flowing past is proportionate to the require- 
ments of the section served. Metering orifices (marked 
RO in the illustration) are also installed in the supply 
valve of each radiating unit, sized to pas the proportionate 
amount of steam required for the unit. 

In this way the system varies the supply of steam to pro- 
vide for changes in demand resulting from changes in 
outdoor temperature. 

Meeting Changes in the Building 

Changes in demand for steam may result from shutting 
off or turning on radiation. Or an increase in supply, not 
needed, may result from increased pressure ahead of the 
main steam control valve or from an increase of vacuum 
in the returns (of vacuum systems). These conditions 
tend to change the difference in pressure between supply 
and return which must be kept the same as the air pres- 
sure ahead of (B). These changes are met automatically 
as follows: A duplicate mercury balance (F) in the con- 
trol panel is connected to steam supply and return mains 
through pipes G-F and H-J. Departure of the difference 
in pressure between these two points from that called for 
by the air pressure ahead of (B) results in movement of 
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this second mercury balance which is also connected to the 
oil pilot valve (E), accomplishing an adjustment of the 
main steam control valve so that the steam pressure differ- 
ence is again equal to the air pressure ahead of (B). This 
adjustment is made continuously and automatically. 
Meeting Weather Changes 

Changes in demand may result from weather conditions 
other than temperature—for example, a strong wind may 
result in increased demand for steam on the windward side 























Fig. 6—At left, typical view of specially made metering 

orifice in union connection of radiator supply walwe. At 

right, typical view of special metering orifice in pipe nipple 
connecting radiator supply valve and heating coil 


of the building. Such a demand is met by the variator. 
Movement of the variator lever (C) from normal to 120 
per cent restricts the opening at (B), increasing the pres- 
sure ahead of it and supplying the entire system with 20 
per cent more steam than would be normally required for 
the outside temperature and inside demand conditions pre- 
vailing. Thus sufficient steam is supplied to the cold side 
of the building to maintain comfortable warmth. The 
variator lever may be set at 200 per cent to provide an 
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at high pressures. 


Several new departures in ball 
cock construction are found in 
the HAAS. Careful study of 
the faults found in older types 
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with a slip joint, preventing 
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by a glass ball operating 
against a rubber washer with 
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is rendering in all installations. 
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An investment 
in lasting dependability 
—for buyer and seller alike 


EPENDABILITY is all-impor- 

tant for those many vital spots 
of plumbing, failure of any one of G 
which means failure of the entire ! 
system. Mueller plumbing brass goods 
have been known for their depend- 
ability for over seventy years. 


Mueller dependability is an invest- 
ment to both buyer and seller. On 
one hand it assures lasting satisfac- 
tory operation, and on the other it 
means greater profits because the 
work is satisfactory the first time 
and never needs to be done over. — 
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excess of steam for heating up a cold building. Or it may 
be turned back to 50 per cent to keep the building tem- 
pered at night or when unoccupied. 
The Matter of Maintenance 

Moving parts of the system are confined to the air com- 
pressor unit, the roof thermostat, the control panel and 
the main steam control valve. 

The air compressor unit is operated by a %-horsepower 





Fig. 7.—At left, typical view showing installation of specially 

made intermediate metering orifice in pipe line between 

companion flange and gate valve. At right, typical view of 

intermediate metering orifice in pipe line between union 
flanges 


motor. A force feed oiling system is built into the com- 
pressor with an ample reservoir. Oil is changed only at 
infrequent intervals. Air filter screens at the compressor 
and at the roof thermostat insure a flow of clean air 
throughout the circuit. These screens are cleaned only 
once each heating season. 

The roof thermostat mechanism is completely housed in 
a heavy cast iron casing and is steam jacketed to main- 
tain all parts at a constant temperature and prevents 
freezing of moisture in the air. 
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The movement of the mechanical parts of the contro! 
panel is slight. It is explained that on account of the 
panel being fully cased, cleaning and lubrication are noi 
required. 

The main steam control valve has only one stuffing box, 
which requires only occasional adjustment. 

Specifications 

Specifications of the principal items of equipment in the 
system are given below: 

A standard air compressor and oil pump unit, consisting 
of a single cylinder air-cooled compressor of 4 cubic feet 
per minute capacity, provides the air for operation of the 
system. 

It is furnished with balanced crank shaft, pres- 
sure lubricated, and constructed for 150 lb. service pres- 
sure, but operated in the system at 30 lb. Drive is by a 
¥%,-horsepower motor through a 3-ply endless leather belt. 
The motor consumes approximately 500 watts. 

This unit includes also a piston type oil pump mounted 
in the crank case and driven by a cam on the compressor 
crank shaft and an oil storage tank mounted on the bed 
plate with a capacity of 14 quarts, equipped with screens, 
float valve and pipe connections. 

The Roof Thermostat 

The standard roof thermostat, Fig. 2, consists of two 
7-foot tubes, one of steel, the other of brass; the difference 
in linear expansion of these two metals serves to operate 
an air valve which varies the flow of air in exact propor- 
tion to changes in outdoor temperature. All exposed parts 
of the roof thermostat are constructed of non-corrosive 
metals and protected from the weather. The thermostat 
proper is provided with a shield so that it is not influenced 
by the sun. The air valve actuated by the thermostat is 
protected by an air cleaner of fine mesh, monel metal 
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screens, and the valve parts are maintained at a constan' 
temperature through steam jacketing. 
The Control Panel Set 

The control panel is provided to be mounted in the wall 
of the engine room or other convenient location. Control 
panels are of several types, some standard and some spe- 
cial, to meet the requirements of different installations. 
The standard double instrument control panel set (Fig. 3) 
comprises all necessary instruments and appliances 
mounted on a rigid steel base and enclosed in a metal 
case. All instrument dials and similar parts are of pol- 
ished nickel. The case is provided with electrical connec- 
tions and lamps for indirect illumination of all 
ments. 


instru- 
These lamps are arranged to be interconnected 
with the motor of the air compressor unit so that they are 
automatically turned off when the system is out of service. 

The instruments furnished include two mercury bal- 
ances; one mercury balance transforms the pressure pro- 
duced in the air line from the roof thermostat to a me- 
chanical motion which actuates the oil pilot valve; the 
other mercury balance transforms the pressure difference 
between steam supply and return mains to a mechanical 
motion which similarly actuates the oil pilot valve. These 
mercury balances further serve to operate indicating and 
recording apparatus which records changes in air pressure 
resulting from changes in outdoor temperature, and also 
changes in pressure difference between supply and return 
mains of the heating system 

The control panel set is further equipped with a varia- 
tor, consisting of suitably arranged levers moving over 
marked dials. Movements of these levers modify the pres- 
sures normally established by the thermostat to meet un- 
usual weather conditions, to correct errors due to excess 
radiation throughout the entire building and to provide a 
manual adjustment for such other purposes as may be de- 
sired; tube gauges are supplied for (1) steam supply pres- 
sure, (2) return pressure, (3) air pressure, (4) oil pres- 
sure. 

Special Main Steam Control Valve 

The main steam control valve is a piston sleeve type 
fitted for minimum clearance at the actual operating tem- 
perature of the valve. The sleeve is fitted with V ports 
specially designed to pass the quantity of steam deter- 
mined by analysis of the requirements of each installation. 
It is provided with a piston for hydraulic operation, to- 
gether with necessary counter weights. 

Special Metering Orifices 

‘Specially made metering orifices are manufactured spe- 
cially to the sizes called for by the requirements of each 
installation, and it is stated that they are sized so that 
they deliver steam within one per cent of the calculated 
amount. Metering orifices for radiators are made of mone! 
metal to resist erosion and corrosion resulting from steam 
flow and mounted integrally in the union connection of 
the supply valve to the radiator. Metering orifices for in- 
stallation in branch mains and riser laterals are made ol 
3/16-inch brass plate and provided with two copper as- 
bestos gaskets and suitable lugs for mounting in pipe lines 
between union flanges or with companion flanges. 





Howard C. Stevenson 
Stevenson, head of Thomas Stevenson & Son, 
master plumbers of Philadelphia, passed away on Tues- 
day, December 11. The firm headed by Mr. Stevenson 


Howard C, 


was founded by his father, Thomas Stevenson, who died 
in 1926, and there is now no one to carry on the business, 
which has been located at 2309 South Hemberger street. 
The funera! was held Saturday, December 15, 
tion from the association being present. . ~* 
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Re-New-Disc Valve 


150 Pounds Working Steam Pressure 2 aS 


Every Walworth Valve Gta 
is individually tested ey 


eeeeee 
oeeee 


tic.” Agee 





Off Ag’in, ... On Ag’in, . .. Goin’ Ag’in, 


A disc holder, which slips on the stem, 
is accurately guided and held in place 
by lugs which fit snugly against the 
inner walls of the bonnet chamber, 
can be removed easily and quickly, 
and new composition disc inserted. 
Malleable iron stuffing box nut and 
bonnet ring give additional! durability 
and permit unscrewing these parts 
any number of times without injury 
to the valve. 


Gland in the stuffing box, ventilated 
malleable iron hand wheel and rugged 
body construction make the Re-New- 
Disc valve an indispensable servant on 
steam, water and air lines up to 150 
lbs. working pressure. For steam serv- 
ice this valve is regularly furnished 
with hard composition discs. For cold 
water, gas or air, soft composition 
may be used. Discs of steam metals 
available for special service. 


Note. All sizes are provided with lock-on feature 
except 14, % and '% inch. 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, Ill.; Greensburg, Pa.; and Attalla, Ala. 
Distributors in Principal Cities of the World 


Walworth Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative 
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BOSTON 





A Predominant Center in the Manufacture of 
Plumbing and Heating Equipment 


| pnetesateangy well represented among Hub City manufacturing 


enterprises. Outstanding among the products used in the industry 


and manufactured in Boston are those listed below: 


Pipe bends 
Return bends 
Pipe brackets 
Sushings 

Caps 

Clamps 

Cocks 

Coils 

Water columns 
Connections 
Couplings 
Covers 

Oil cups 

Pipe cutters 
Dies 

Valve discs 
Drill and pipe taps 
i lbows 

Water feeders 
Ferrules 
Fittings 
Flanges 

Water gauges 
Radiator valve handles 
Pipe hangers 
Headers 

Heads 

Hubs 

Vise jaws 
Joints 

Keys 

Lock nuts 
Longscrews 
LLubricators 
Nipples 
Nozzles 

Nuts 

Cast iron pipe 
Floor and ceiling plates 
Plugs 


Radiators 


Railings 

Pipe reamers 
Regulators 
Pipe hanger rolls 
Siphons 
Sleeves 
Spigots 
Stands 
Stems 

Stocks 

Stops 
Strainers 
Straps 
Tanks 





Taps 


Tees 


Tongs 

Traps 

Unions 

Valves 

Vises 

Washers 

Pipe cutter wheels 


Whistles 
67 


Wrenches 

Pipe cutter rollers and pins 
Sall cocks 

Closet tank fittings 
lush valves 

Blowers 

Vacuum cleaners 

Fuel economizers 
Pumping engines 
Heating and ventilating fans 
K’xhaust heads 

Unit heaters 
Humidifiers 

Kresh air inlets 
Ventilating louvres 

Air moisteners 
exhaust and blower pipe 
Air reheaters 

Air conditioning systems 
Ventilators 

Bathroom accessories 
Vitreous castings 
China escutcheons 
l‘aucets 

Bath fixtures 

Shower heads 

[Levers and cross bars 
Concealed showers 
Supplies and waste 
Pop-up wastes 

Bath tub filler spouts 
Air eliminators 
Heating systems 
Steam traps 

Air vents 
Condensation receivers 
Range boilers 

Copper floats 

Water heaters 

Pipe expansion joints 
Range boiler tubes 








view of the Harvard School of Business Administration from across the Charles River 


A Center of Education 


Boston Territory Leads Country as the Location of Schools 
and Colleges 


OSTON, one of the oldest cities in the country, chusetts Institute of Technology, one of the leading 
has long been an important factor in the country’s technical schools of the country, is of particular interest 
manufacturing, shipping, commercial, educational to the plumbing and heating industry on account of the 

and social life. Situated on the Atlantic Ocean, it was fact that it has a plumbing and heating department, and 

one of the first important ports of the country, and con- is the location of the three-day institute of plumbing and 

tinues as one of its leading seaports today. heating held by the Massachusetts State Association 
The city and its suburbs have always been considered of Master Plumbers. 

as the foremost center of learning in the country. Education has been a cry of the industry for the past 

Boston and its surrounding territory is crowded with few years, and plumbing and heating contractors have 

universities, colleges and preparatory schools. Massa- been active in the movement to aid its progress. Sons 


BOSTON 


The home of DECECO ALL-WHITE CHINA FAUCETS 
and FIXTURES, the Modern Plumbing Equipment that eliminates 
exposed metal in the Bath Room. 

Boston's remarkable endorsement of these easily cleaned, endur- 
ing All China Fixtures is shown by their installation in the great 
South Terminal Station and the City’s finest buildings. 


Catalogue H, describing the complete DECECO ALL-CHINA 
LINE in WHITE, BLACK and COLORS should be in your files. 
May we send you a copy? 

THE DECECO COMPANY 
(Established 1887) 
76 Batterymarch St. 













(Dee — See — Co ) 


NO METAL EXPOSED 


UNBREAKABLE FROM 
USE OR HOT WATER. 


ALL WHITE CHINA FAUCETS & FIXTURES 
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DAHLOUIST AO 
COPPER BOILERS / 


For home or industry, for the smallest cottage or the largest office building a Dahlquist hot 
water supply unit is available. Each is mi&de of copper, the everlasting metal, and each is made 
with all the painstaking care and careful workmanship that has characterized Dahlquist products 
for many years. : 

The new Dahiquist Super-Aquatherm, illustrated above, is the latest achievement in the field 
of household hot water service and marks an important step forward in home comforts. no 

The boiler is of heavy copper, insulated with asbestos, and contains the patented aquatherm . 
which controls water circulation and prevents the accumulation of sediment. It is furnished 
to use gas or electricity and the temperature is controlled by an automatic thermostat. 


The Super-Aquatherm is made in all sizes to meet any household requirements, the three 
principal sizes being: 
No. 20, (Capacity 20 gals.) gas operated . . $100.00 List 
No. 20, (Capacity 20 gals.) electric operated 150.00 List 
No. 30, (Capacity 30 gals.) gas operated . . 150.00 List 
No. 30, (Capacity 30 gals.) electric operated 200.00 List 
No. 40, (Capacity 40 gals.) gas operated . . 200.00 List 
No. 40, (Capacity 40 gals.) electric operated 250.00 List 
Prices of larger sizes on application. 





Write for illustrated literature on Dahlquist products. 
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Second conference of the Massachusetts State Association of 


of master plumbers are being sent to technical colleges 
for the training in plumbing and heating, and Massa- 
chusetts Institute has a great many of these students 
on its roster. 

Harvard University, one of the oldest colleges in the 
country, has also been prominent in the plumbing and 
heating industry through the work of its business school 
in conjunction with the Central Supply Association. The 
Harvard Business School has been active during the past 
vear in gathering information on the costs of doing busi- 








HE PIPE 
ASTER 


A truly portable unit, 
entirely self-contained 
that collapses into an un- 
believably compact form. 


Into or out of action in 30 
seconds. 























No. 30 Made sturdy and rigid by 
Capacity new tapered pin principle 
to 2° of locking legs into place. 


Rubber tips on legs make 
possible its use anywhere 
in the building or home. 
Has handy pipe bender 
and tray. 

AND—-jaws that are differ- 
ent! Scientifically designed 
to hold ALL kinds of pipe 
or tubing without crushing | 
or mutilating. 





Write now for com- 
plete description of 
the PIPEMASTER. 
You will want to know 
all about it. 


SPENCER REGULATOR CO. 











SALEM, MASS. 
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Master Plumbers at the Massachusetts Institute of Technology 


ness in the wholesale plumbing and heating field, and the 
report of this survey has been published by the school in 
pamphlet form, a part of which has also been published 
in “Domestic Engineering.” 

It has been pointed out often that Harvard has taken 
the lead in application of the idea that the university 
ought to serve the practical needs of business. Out of 
this idea grew the Harvard School of Business Admin- 
istration which has turned the attention of students to 
the actual problems which will face them in business. 









EVERY ONE OF 


12 THEM 
WILL HELP YOU 


“MAKE MONEY! 


13 
| | 
15 sens teen 

| 
Manvyfactured by 
| ARTISAN (METAL 


PRODUCTS CoO. 


28 Alford Street’ Charlestown, Mass 
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‘NO QUESTION ABOUT IT 


Two months ago our announce- there is no question about it! 
ment — of a new pipe wrench No question that this is the 
that you could stack up against’ strongest and safest wrench of 
the world for strength. its kind ever made. No question 
that Improved and Mightier 
TRIMO is the wrench you want. 











In the month that followed, 
orders came in arush. Thou- 
sands of Improved and Mightier Our order books tell the story of 
‘TRIMOS went to work —on the how dealers and users everywhere 


job to test the proof of our claims. have expressed their absolute 
confidence in the Improved and 


Today, after two short months, Mightier TRIMO. 


Heat treated steel handle of tremendous strength 
Hard biting jaws that can be easily renewed 
Braced frame that will stand the hardest strain 


TRIMONT MFG 

COMPANY INC. 

ROXBURY (BOSTON) 
MASS. 











Mention Domestic ENGINEERING when writing advertisers. 
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HEART 


The successful operation of open 
return line vapor and vacuum steam 
heating systems depends more upon 
the efhiciency of the return valves 
than on any other one factor. They 
are the real heart of the system. 


The Barnes & Jones Return Valves 
are of the thermostatic diaphragm 
type. Their moving power is obtained 
by the expansion and contraction 
of a volatile liquid enclosed in a 
hermetically sealed diaphragm. 


It is the great care given design and 
construction that makes these Valves 
so super-efhcient. There is nothing 
about them to get out of order, no 
intricate mechanical parts to get out 
of adjustment. 


The entire result in the Barnes & 
Jones Return Valve, is a Quality 
product that will not only enhance 
and protect the heating contractor's 
reputation but will also give absolute 
protection and a great measure of 
economy to his customers. 
Write us for complete detailed 
information regarding all Barnes 
ones Products. Ask our 


help with your problems. We 
will gladly give it to you. 


BARNES & JONES 


128 Brookside Ave. 


BOSTON $3 MASS. 
Offices in Principal Cities 


> Totals 
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Plumbing and Heating 
Prominent in Boston 


OSTON is a leading center in the plumbing and heat- 
B ing industry. The list of products shown in this sec- 
tion is comprehensive, and includes both heating and 
plumbing materials. Some of the oldest plumbing and 
heating wholesale establishments in the country are lo- 
cated in Boston, and more than thirty-five jobbers are 
now serving the master plumbers of that city and its 
suburbs. 

Three associations of members of the plumbing and 
heating industry are operating in Boston. They include 
the Master Plumbers Association of Boston and Vicinity, 
the Heating and Piping Contractors Boston Association 
and the Massachusetts Sanitary Club. Robert La Centra, 
a photograph of whose showroom is published just below 
on this page, is president of the master plumbers’ organ- 
ization. 

Other officers include: Albert E. Roberts, vice president: 
P. A. Lang, treasurer; J. Preston Perham, financial secre- 














The showroom of Robert A. La Centra, president of the Master 
Plumbers’ Association of Boston and Vicinity. This is a good 
example of the type of plumbing and heating retailer in Boston 


tary; Edward C. Kelly, secretary. The heating associa- 
tion is headed by T. E. Keefe as president, and is one of 
the active locals of the national association, which is 
headed by Frank W. Howard, another Bostonian. 

The Massachusetts Sanitary Club is an organization of 
master plumbers and heating contractors, wholesalers 
and manufacturers. The objects of the club are as fol- 
lows: “The objects of the club are to promote social 
intercourse among the members, to foster trade and com- 
merce in plumbing, heating and kindred lines of business, 
to procure uniformity and certainty in customs and usages 
of these trades, to diffuse reliable and accurate informa- 
tion on trade matters, and to improve the conditions of 
the industry in every lawful manner.’’ The officers of 
the club are: Wallace T. Wordell of Taunton, president; 
Charles F. Peck of Greenfield, vice president; R. D. A. 
Thompson of Boston, vice president; Joseph A. Maynard 
of Waltham, secretary; J. Preston Perham of West Rox- 
bury, treasurer. 

The association was organized about ten years ago, and 
has been active in following out its objects since its in- 
ception. 


























The State House, capitol building of Massachusetts, as viewed from across the historic Boston Common 


BOS TON—Rich in Tradition 


ISTORICALLY, Boston is one of the most important 
H cities in the country. Steeped in the tradition of 
our nation’s history, Boston was first really settled in 
1630, when John Winthrop moved to that location. Two 
years later it was established as the capital of the Massa- 
chusetts Bay colony. In Boston, the first newspaper 
printed on American soil was published in 1704. Boston 
was an important factor in the Revolutionary War, and 
in the preceding dissension among the American colonists. 


Famous events leading up to the war were the “Boston 
Massacre”’ and the ‘‘Boston Tea Party,’’ and during the 
war the city was held by the British until the Colonial 
troops under General Washington laid siege and recap- 
tured it on March 17, 1776. 

Prominent among its historical buildings is Faneuil 
Hall, known familiarly as the ‘‘Cradle of American Lib- 
erty.”’ It was in this building that meetings of the col- 
onists were held before the war to discuss the relationship 




















ELECTRICALLY 
WELDED 


DONNELLY PROTECTION 


The EDDY PRESSURE, 
TEMPERATURE and 
VACUUM RELIEF VALVE 
and the DONNELLY SPE- 
CIAL RELIEF CUTSIDE 
SPRING VALVE are two 
products that merit your at- 
tention. 


Each affords a protection to 
the particular system it is used 
upon. 


Each has proven itself to 
hundreds of heating contrac- 
tors. Put them on the jobs 
they are meant for and they 
will solve the difficulties. 


DONNELLY MFG. CO. | 


29 Mills St. MALDEN, MASS. 


Phila. Rep.: Derbyshire, Morgan & Mack, 
Real Estate Trust B dg. 


N. Y. Rep.: Henry Stein, 50 Cliff St. 
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with the mother country. The building is still in a good 
state of preservation, and its picture is reproduced on 
this page. Another building historically interesting is 
Old North Church, from which Paul Revere received his 
signals which started him on his famous ride. The old 
state house, also in a good state of preservation, is an- 





‘ 


Faneuil Hall, known familiarly as “The Cradle of American 
Liberty” 


other point of interest. 
ton, Lexington, Concord and Charlestown, many tablets 
remind the historian of famous events which took place. 

Boston was incorporated as a city in 1822, when it had 
a population of about 47,000, from which it has grown 
to its present size. It now has over six hundred miles 
of paved streets, and some of the finest boulevards in 
the country. 
the front of which was erected in 1795 after designs by 
Charles Bulfinch. It is the capitol of Massachusetts, and 
is situated facing Boston Common, a former training 
ground for soldiers, and now used as a public park. 

A city of beauty, of industrial importance, of historical 
interest, Boston will always hold a place of romantic in- 
terest in the hearts of American citizens. In it, the be- 
ginnings of American freedom were fostered. 








In the towns surrounding Bos- | 


On page 73 is a picture of the State House, | 
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|, GERSTEIN & COOPER 








FOR 
DETAILS 





BOILERS 


Gerstein and Cooper 
Copper Range Boil- 
ers have long been 
known by both con- 
sumer and contrac- 
tur as ‘the boiler of 
safety.”’ 

They can also be 
rightly known as 
boilers of economy 
and service. 


Only the finest of 
materials and labor 
are put into them. 


Write us about 
your range boiler 
problems. We will 
be glad to show 
you how Gerstein 
and Cooper Range 
Boilers, and Stor- 
age tanks will help 
you make money. 


GERSTEIN & COOPER COMPANY 


1 and 3 W. Third St. :: 


New York—166 W. 72nd St. 


Boston, Mass. 
Montreal—832 St. James St. 














Most of the lead- 
ing plumbing and 
heating contrac- 
tors in Boston read 


‘‘DOMESTIC ENGINEERING” 





News 
Merchandising 


features 
Technical stories 
Market reports 


Latest technical 
developments 


Auxiliary activities 


Convention reports 
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DOMESTIC ENGINEERING 


1900 Prairie Ave. 


\\ 7HEN a magazine is that 
widely read — (the big 
national magazines are glad to 
have one out of nine)—it may 
reasonably be supposed that 
readers find it helpful. The 
partial list of features in 
“DOMESTIC ENGINEER- 
ING” given to the left will 
indicate the variety of prac- 
tical material offered twenty- 
six times a year in the business 
paper of the industry. 
The subscription price 


is only $2 per year, 
or three years for $5. 


CHICAGO 

















From a little shop on Sudbury 


St., Boston, to the largest 


manufacturing enterprise of 


its kind in the world, marks 
the growth of the B. F. Sturte- 


vant Company. 


For over 65 years this com- 
pany has specialized in the 
building of Heating and Ven- 
tilating and Power Plant 
equipment. The universally 


successful performance of this 


equipment is the outcome of 


sound engineeting principles 
of design and finest manufac- 
turing methods of construc- 
tion—two important factors 
that have promoted the great 
growth of this company from 
the start. The name Sturte- 
vant on a product is your 
guarantee of satisfactory per- 


formance. 


Heating Unit 


DOMESTIC ENGINEERING 





Che ““Tempervane”’ floor 


type units meet special conditions 


required in factory heating. They are high capacity, hig 


efhciency units—the mos 
tion of any similar capac 
included in Catalog No. 


Bran h Of es at: 


een” Kansas City; Los Angeles; 





5S 


t economical in current consump- 


ity unit on the market. Details 
36%. 


BS. 2. ee ee 





‘tr 
an 2 


would have made a good 
and H Contractor. aa 


He was energetic, conscientious and could get around and 
awaken interest .. . 


Plumbing and Heating Contractors are finding it increasingly 
prohtable to awaken the interest of industrial buyers in unit 
heating apparatus. Not only is it profitable—it opens a wider 
held of activity. 


Even the smaller contract- 
ors can bid on this class of 
work as it requires but little 
labor to install unit heaters 
no alterations are 
needed to either building or 
steam supply ... only a 
small amount of piping 
required. 


Heating Unit 


Sturtevant ‘““Tempervane” 
Heating Units are widely 
used in factories, shops, 
warehouses, garages and in 
many other places. These 
units have more than five 
times the heating capacity 
of ordinary cast-iron radi- 
ators. They are equipped 
with Aerofin heating ele- 
ments rated up to 350 lbs. 
steam pressure ... ge 
propeller fans need only 
fraction of the current re- 
quired by units of the same 
air and B.T.U. capacity 
which are —— fan 
equipped . The motors 
are totally “enclosed, ball 
bearing, dust proof and 
trouble-free. 


POOLE AREOLA IE t er rn ei een ree, 
= —— 


The ‘“‘Tempervane” has many exclusive features which make it the ideal unit 
for contractor business ... Why not get full details, test photographs and per- 


~ 


formance curves? Ask for Catalog 363. 


Note.—It will be a pleasure to answer inquiries requesting special engineering 
advice. 


f 


UNIT VENTILATORS produce profit- 
able business in schools, banks, offices, etc. 
The “Sturtevant Silent Unit Ventilator’’ is 
a complete heating-ventilating unit. Every 
installation you make is a selling argument 
for further applications. Write for Catalog 
361 and get the whole story. 


Unit Ven eMiater 


TEVANT COMPANY 


Plants and Offices at: Berkeley, Cal. ex» Camden, N. J. e+ Framingham, Mass. ev 


Galt, Ontario es» Hyde Park, Mass. e+» Sturtevant, Wis. 
Atlanta; Birmingham; Boston; Buffalo; Camden; Charlotte; Chicago; Cincinnati; Cleveland; Dallas; Denver; Detroit; Hartford; 


Milwaukee; Minneapolis; New York; Omaha; Pittsburgh; Portland; Rochester; 


. Louis, San Francisco; Seattle; Washington, D. C.; Canadian Offices at: Toronto; Montreal and Galt. 


Also Agents in Principal Foreign Countries. 
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New Co-operative Showroom 
for Pittsburgh 


(Continued from Page 40) 


holding similar exhibits in other sections of the city. 
The night the writer walked into the exhibit room it 
was crowded and every salesman and contractor was busy 
talking better plumbing to some interested prospect. 
This exhibit was sponsored by the following plumbing 
contractors, wholesalers and manufacturers: 
Plumbing Contractors: 


Karl M. Gauerman F. H. Allshouse 
W. J. Breen Thomas Henderson 
W. A. Alexander James Baxter 

C. M. Ludwig George C. Rankin 
William Lafferty A. C. Good 
Thomas M. Allen W. R. Mikesell 
Bachman Plumbing Co. W. J. Elkin 

J. M. Sembower W. R. Johnson 
James A. Wilkins Charles E. Learzaf 
H. G. Hickman W. E. Lane 


Wholesalers: 
Bailey-Farrell Manufacturing Co. 
Standard Sanitary Manufacturing Co. 
Bowman Supply & Manufacturing Co. 
Anchor Sanitary Co. 
Malone Plumbing Supply Co. 
Fort Pitt Plumbing Supply Co. 
Harris Pump & Supply Co. 
Crane Co. 

Manufacturers: 
Ruud Manufacturing Co. 
Troop Water Heater Co. 
Bryant Heater Co. 
C. F. Church Manufacturing Co. 


A Review of 1928 Building 


By S. W. Straus, Chairman of the board 
of S. W. Straus & Co. 


Complete building records for 1928 will likely show a 
volume not far different from the records of the preceding 
year. The first eleven months of 1928 indicate that ap- 
proximately 600 towns and cities among the forty-eight 
states of the Union showed, according to permits issued, 
a total volume of $3,548,668,073, a figure only slightly 
at variance with the record of the same cities for the 
Same period a year ago. This comparison indicates that 
these two prosperous years have been almost identically 
parallel in building construction prosperity. 

The indices of building material and labor costs tended 
to be higher for the year than in 1927. The average on 
building material costs for 1927 and 1928 are about the 
Same but the trend was upward this year while in 1927 
the building material index had a downward trend. 

During the first eleven months of the year the financing 
of real estate bonds, debentures, collateral trust obliga- 
tions and land trust certificates exceeded the figures of a 
year ago by 9% per cent. 

Indications are that building activities generally will 
be well maintained during 1929, although there may be 
some slowing down in the earlier months of the year be- 
cause of high money rates. While the building of housing 
facilities may decline slightly, according to present indi- 
cations, industrial expansion will more than make up such 
a decline. 

The economic background of the building construction 



















An acknowl- 
edged line of brass 
fittings of the high- 
est quality and service. 


PHOENIX BRASS FOUNDRY 


IRVINGTON, NEW JERSEY 
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DOETSCH BROTHERS, 
Plumbing and Heating, 
421 Vernor Highway, East, 
Detroit, Michigan, say: 
“We have been users of EverHot 
Automatic Water Heaters since 
the organization of the Company 
and are still users. We are 
thoroughly sold on the product 
and on the policy of selling thru 
plumbers only 'e recommend 
the heaters at all times and do 
not hesitate to do so 

‘ours for continued success, 
DOETSCH BROTHERS.” 
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ia TwerHlot Heater Co. | 


Detroit, Michigan 3 

Branches and Sales Offices in 6] Cities a 

in United States and Canada i 
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remove the condensation aad air 

from the return line of the vacuum 
steam heating system, discharge the 
air without back pressure direct to the 
atmosphere, and return the water under 
pressure to the boiler. 


In standard sizes,from 2,500 to 300,000 
sq. ft. equivalent direct radiation. For 
continuous operation, or with automatic 
control. 


‘remove Vacuum Heating Pumps 





Jennings Vacuum 
Heating Pump 


Write for Bulletins Nos. 71 and 25 


NASH ENGINEERING CO. ®m 
41 Wilson Rd., So. Norwalk, Conn. 


Jennings Pumps 














MORE KITCHENS 


have Classic Sink Fixtures 
than any other combina- 
tion faucet. The demand 
increases steadily. So do 
profits —— ours and yours. 
Why trouble with clumsy 
imitations when you know 
what Classics will do? 


Cc ‘gu i Cc A ts oO The Chicago Faucet Co. 
2 


700-22 N. Crawford Ave. 


FAUCETS ~*~" 
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A 
Real 
Relief 
Valve 


Aaludh aclick 





The external phosphor bronze spring of the 
Nelson Relief Valve assures perfect functioning 
at all times. 

Easily adjustable from 1# to 175#. 

When the maximum pressure adjustment is 
reached, you will hear a click. 


The Stack Heater Co. 


250 STUART ST. :: BOSTON, MASS. 








If you knew that for a few cents, you would be relieved of a number of 
expensive service calls and if you knew that those few cents would keep 
your customer in a pleasant frame of mind regarding the work you had 
done for him-—- would you spend that small amount? 


That's a lot of promise to make for such a small investment but when you 
specify Sherwood Ball Cocks fdr new tanks or when you buy them for 
replacement, you've saved yourself plenty of time and your customer much 
inconvenience. 


How about it—isn't it worth the few cents to know that the clidset tank 


you install is not going to give a 
\i lot of trouble with a whistling or 


gurgling ball cock ? 


Demand Sherwoods—your jobber 
can get prompt delivery on them 
if he doesn’t carry them 
SHERWOOD BRASS WORKS 
Jefferson and Mt. Elliott Aves. 
DETROIT, MICH. 


RerrResenTatives: J. A. Riordan Co., Inc., 1600 E. 7th Stop 
Los Angeles; 451 Colman Blidg., Seattle. E.S. Thompson, 
2401 Chestnut - Philadelphia. Fred G Hoffman, 831 


Edgewoox e., Trenton, ‘red , 
Sp 5. Wilsey, Plymouth Bidg., Minneapolis. 
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industry is founded upon the law of supply and demand. 
With assurance of great national prosperity there will be 
a natural corresponding demand for construction, although 
this demand may be temporarily checked if high money 
rates, prevailing during the latter part of 1928, are main- 
tained. Such money rates, however, should not halt the 
continued progress of business in this industry. 

Careful estimates on building construction during 1927 
showed that the volume totaled approximately $5,500.- 
000,000. With but one month missing, the indications 
are that 1928 will vary only slightly from this figure. It 
should be noted that these figures do not include such 
construction as highways, bridges, subways or various 
major engineering projects but pertain only to the con- 
struction of buildings. 





A. S. H. V. E. TO HOLD SUMMER MEETING IN CANADA 

The 1929 summer meeting of the American Society of 
Heating and Ventilating Engineers will be held at the 
Bigwin Inn, Lake of Bays, Ontario, Canada, it has been de- 
cided. The decision was made at a meeting between 
members of the Toronto Chapter of the Society and offi- 
cials of the Council. The dates are June 26-29. 





TO HOLD ANNUAL DINNER DANCE IN CHICAGO 

The annual dinner dance of the Plumbing Contractors’ 
Association of Chicago will be held in the grand ballroom 
of the Palmer House on Saturday evening, January 12. 
For the past few years this function has served to bring 
the members of the plumbing fraternity and their families 
into closer social contact, and give them an opportunity to 
become better acquainted. In addition to the master 
plumbers and their families, an invitation has been ex- 
tended to various supply houses identified with the trade, 
and the officers look forward to a successful gathering. 

The arrangements for the affair are in the hands of the 
entertainment committee of the association, composed of 
EK. C. Wagner, chairman, Walter J. B)yth and W. G. Comp- 
ton. 





APPOINTED TO TAKE OVER PHILADELPHIA WORK 

J. Raymond Hartman has been appointed by the Plumb- 
ing and Heating Industries Bureau to succeed E. L. 
Flentje as business manager of the Philadelphia Plumbing 
and Heating Development League, Philadelphia, Pa., ef- 
fective January 1, 1929. Mr. Hartman is a Philadelphian, 
and has for a number of years been sales manager in 
charge of gas refrigeration and water heater sales for the 
United Gas Improvements Co., that city. 





WASHINGTON WHOLESALERS RECEIVE FOREIGN 
CONTRACT 
E. G. Schafer & Co., Washington, D. C., wholesaler, re- 
port the securing of the contract for the plumbing mate- 
rials to be used in the American Legation building at 
Tirana, Albania, the new kingdom in the Near East. 


Set-Back Architecture 


(Continued from Page 27) 


breeching, the space around the chimney being used as 
an exhaust flue up to a pent house. 

Toilet rooms throughout the building which have 80,000) 
c.f.m exhaust. 

Elevator machinery rooms which have 43,750 e.f.m 
supply and 43,750 c.f.m. exhaust. 

Baker-Smith & Co. of New York City were the heating 
and ventilating contractors for this heating and ventilating 
installation. 
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No. 11 
1-2” 
PLAIN 
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No. 11-A 
1.2" 
RATCHET 


New Things for the New Year 


Light in Weight 

Easy Working 
Self-Contained 
Adjustable 

Simple in Construction 
Durable 

Parts Interchangeable 
Low in upkeep cost 


Better Threads — Leak-Proof 
Joints 


Cuts Drip Threads and Short 
Nipples 


Low in Price 


It’s only a matter of hours until the books will be closed for the year— 
and a new twelve-month will be at your disposal. 


How can you make the New Year better than the old one? How can 
you cut out losses? How can you increase profits? 


These are the problems facing all industry—but, many will solve them 
before many months have passed. 


We can’t promise you complete freedom from loss, but we CAN, 
and stand ready to prove, that by using Beaver Self-Contained tools, 
like No. 11 and 11-A, 1 to 2-inch, you can completely wipe out the 
waste motion of threading pipe—and put back into your pocket the 
cash value of the time saved. 


Why not decide now that you'll at least know what these new Beavers 
offer—and then learn the facts by actual trial of the tools before 
January has passed on. 


We'll send you No. 11 or 11-A to try for 10 days to prove to yourself 
that you need these tools or don’t need them, and the trial won't 
cost you a single red cent. 


Use the coupon. 











THE BORDEN COMPANY 
$10 Dana Ave. Warren, Ohie 


New York Office, 50 Church St., New York City 
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THE BORDEN CO., WARREN, OHIO 





Gentlemen: 


Send me the No....... to try for ten days at 
no expense to me whatever. If I like it I'll keep it— 
if not, back she goes to you. 
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Mention Domestic ENGINEERING when writing advertisers. 
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The Kenmore Lavatory 


Closes Its Own Sale 


Cw G9 Ge92 


Delicate tinted shades of enamel—luster 
that endures—Beauty of contour—a 
basin that holds an ample supply of 
water—commodious trays for toilet 
articles——a selection of artistic fittings— 
these are the reasons why the Kenmore 
sells itself. 


In production, the Kenmore is in- 
spected after each operation, with a final 
inspection completely assembled for 
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service. Every part must fit before it is 
crated for shipment. This reduces the 
labor of installation. You can handle 
the Kenmore with profit, where the 
better class of bathroom fixtures are in 
demand. 


WOLFF CO. 


“SUPERIOR PLUMBING FIXTURES” 
CHICAGO 


WOLF F 


SUPERIOR PLUMBING FIXTURES 


December 29, 1928 


Cw 











st ok ek ae, 





> aes, et feat 6h COZ, 























= 








THIS WEEIC 


AMONG MANUFACTURERS, WHOLESALERS AND SALESMEN 








RECOMMENDATIONS ADOPTED FOR COMMERCIAL 
STANDARDS OF BRASS PIPE NIPPLES 

A general conference for the establishment of commer- 
cial standards for brass pipe nipples was held at the Wil- 
liam Penn Hotel, Pittsburgh, Pa., on December 14, the 
recommendations outlined by Julian Armstrong, Pipe Nip- 
ple Standards Corporation, being adopted with a few 
changes. 

It was decided to set July 1, 1929, as the effective date 
for adherence, to the standards on new production, and 
September 1, 1929, for clearance of existing stocks. The 
project will be brought up yearly for discussion and revi- 
sion, if desired. A standing committee was appointed, 
made up of R. B. Shoe, Shoe-Letcher Co.; Donald W. 
Howe, Ware Coupling & Nipple Co.; Mr. Lee, Pittsburgh 
plumbing inspector, and representatives from Crane Co.; 
Allen & Reade, Inc., the National Association of Master 
Plumbers, and the W. G. Cornell Co. 

Those present included Dixon C. Williams, Chicago Nip- 


ple Mfg. Co.; Raymond Groff, of S. S. Fretz, Jr., & Co.; 
A. Chasnoff, Jackwill Nipple Corp.; Frank H. Poole, Lans- 


dale Nipple Co.; Frank M. Wiedeman, Fred Pabst Co.; 
Elmer Marlor, Smith Bros. Nipple Works; Mr. Howe; 


William J. Walther, Woodrow Nipple Co., and Mr. Arm- 
strong. 

The standards selected will be published in an early 
issue of ‘“‘Domestic Engineering.”’ 

ANNOUNCE OIL STANDARDIZATION MEETING 

The Bureau of Standards, Department of Commerce, 
announces a general conference on furnace and fuel oils, 
called at the request of the manufacturers of oil burners. 
The conference will be held on Wednesday, January 9, 
at the Pennsylvania Hotel, New York City, beginning at 
10 a. m. 

All those interested in production, distribution 
or consumption of furnace and fuel oils and oil burning 
equipment are invited to be present. 





Pipe and Supplies Association Gains Strength 


By W. C. HANSON 





HE National Pipe and Supplies Associa- 

appreciates the opportunity of presenting 
to the readers of your splendid publication 
the paramount activities of our national 
group. 

This association of ours is the only strictly 
distributors’ organization in our industry; its 
membership is composed of outstanding mill 
and mine supply houses, plumbing and heat- 
ing distributors and firms engaged in the 
wholesaling of pipe, valves and fittings. 





During the past year, the activities of our 
association have been materially increased 
and have been attracting a large addition to 
our membership, and when we close our 
fiscal year, we shall be enjoying the largest 
increase in membership that our association 
has ever registered. 

As president of our association, I recognize the impor- 
tance of research work, which is fundamental in all well 
run business enterprises, and so, through our national 
headquarters and in conjunction with our pipe committee, 
we have developed the only authentic survey of pipe con- 
ditions of which we know, and have named it the ‘Pipe 
Barometer.”’ Forty-nine cities in a dozen or more states 
are reporting the pipe conditions in their respective terri- 
tories, which reflect the high and low price and the gen- 
eral business conditions. These prices are based on the 
past month’s business. We are finding it necessary to in- 
crease the scope of the ‘‘Barometer’’ each month until 
eventually it will cover the entire United States. 





W. C. Hanson, president 
of the National Pipe and 
Supplies Association 
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Another piece of research work which has 
been very valuable has been the securing of 
a survey of pipe distributors in ninety-nine 
cities. This information reflects the names of 
the distributors and also their source of sup- 
ply. 

Probably one of the most outstanding 
pieces of research work in our industry is 
now under way in the form of a survey of 
the direct-to-you houses selling plumbing and 
heating supplies. It is planned to make this 
survey complete and a new survey will be 
conducted annually to show the increase, if 
any, in the number of direct-to-you houses. 
We are also planning to make intensive sur- 
veys in at least ten major cities concerning 
the direct-to-you selling plans of the present 
and future. 

The association for the new year has adopted what is 
termed as the ‘‘Metropolitan Plan of Local Jobbers’ As- 
sociations.’’ It is suggested that local jobbers associations 
or groups be organized on a national basis in all cities 
with populations of 50,000 or over. The object of these 
local groups is for the mutual exchange of ideas and to 
develop better selling campaigns through co-operative ad- 
vertising and similar methods. These local jobbers’ or- 
ganizations would be open to all members in the jobbing 
fraternity, whether or not they are members of our na- 
tional association. In groups of this type there are possi- 
bilities regarding credits, future business outlook, promo- 
tion of plans for greater outlets through sales education, 





is oe Ne 
Rad 0. 


oi 
eh 


ae" 


cine seen 








82 DOMESTIC ENGINEERING 


closer relationships with the local plumbers association 
and many others. In cities where local jobbers’ groups 
are already organized, the time of the national secretary 
will be spent in organizing unorganized sections of the 
country. At all times local autonomy will be practiced in 
these groups and no national affiliation made as groups. 
In this way each group will be able to function according 
to the conditions existing in their cities. 

One of the greatest assets that the National Pipe and 
Supplies Association has enjoyed, particularly during the 
past year, has been the faithful support of the members of 
the association in passing on ideas and suggestions and 
rendering unusual co-operation. After all, the strength 
of an organization is based on its weakest member, and if 
this year’s results show anything, they prove conclusively 
that we have no weak members. 

In closing we are glad to announce that the twentieth 
annual convention of our association will be held at the 
William Penn hotel, Pittsburgh, Pa., May 13, 14 and 15, 
1929, and we extend to all those in the jobbing fraternity 
a cordial invitation to join us in the deliberations which 
we believe will be very helpful to those engaged in our 
industry. 

We have enjoyed the co-operation of the Eastern Supply 
Association and the Central Supply Association and feel 
that each association is doing a remarkable piece of work 
in its field of endeavor and deserves the support of its 
constituency. 

May we extend to your splendid publication our best 
wishes for a prosperous New Year. 


Will Act on Facts Revealed in Surveys 
By F. W. SWANSON 


The Central Supply Association, under the leadership of 
its former president, Fred Kretschmer of Dubuque, and 
its very efficient secretary, W. E. McCollum of Chicago, 
accomplished for its members during the year 1928 an 





Fr. W. Swanson, president of the 
Central Supply Association 


outstanding work—they gathered together for the first 
time reliable, accurate information about the industry. 

They found the facts—they filtered the facts—they set 
these facts squarely before the membership. We know 
our ills—our condition. 
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The present officers have in mind following the facts 
through to some definite improvement. We hope to see 
the remedies applied that will enable our members to be 
more profitable and more useful. 

If the present officers of the Central Supply Association 
can be of any assistance to erase from the minds of master 
plumbers, wholesalers or manufacturers the doubts and 
fears that have crept in through the ill advised stressing 
of certain direct-to-you activities, we will consider that we 
have been of help to all branches of the industry. 





JAMES HARVEY CALLED BY DEATH 

James Harvey, president of 
A. Harvey’s Sons’ Mfg. Co., 
Detroit, Mich., died recently 
at 117 Davenport street, his 
home in that city, following 
several years of ill health. 
Mr. Harvey was in his sev- 
enty-ninth year, and had been 
engaged in the manufacturing 
business in Detroit for 52 
years. 

He was born in Brooklyn, 
N. Y., in 1850. When he was 
two years old his father, An- 
drew Harvey, moved to De- 
troit. Andrew Harvey pur- 
chased the foundry of Solomon 
Davis, the first brass foundry 
in Michigan. James Harvey 
attended the Barstow school and a business school in De- 
troit, completing his education at a school in Philadelphia. 
On his return to Detroit he became identified with the 
business operated by his father and brother, Andrew, Jr. 

Mr. Harvey was a member of Ashlar lodge, F. & A. M., 
an elder of the first Presbyterian church and a member of 
the American and Detroit boards of commerce. Surviving 
Mr. Harvey are his widow, Elizabeth M., and these daugh- 
ters and sons: Mrs. George S. Eby, Rockford, Ill.; Miss 
Elizabeth Harvey, Dr. Eleanor Harvey, Miss Caroline Har- 
vey, Howard J. and William G. Harvey. 





James Harvey 





ELECT OFFICERS OF NEW RADIATOR COMPANY 

The election of officers of the newly formed Utica Radia- 
tor Corp., Utica, N. Y., was held in that city on December 
14. E. C. Reed of Dunkirk, N. Y., was elected president. 
Other officers are: L. N. Murray, former treasurer of the 
Continental Heater Co., vice president and treasurer; 
W. S. Murray, former general manager of the Lincoln Ra- 
diator Co., secretary; Russell Wheeler, vice president. 
The board of directors consists of Irving L. Jones, Frank 
P. McGinty, vice president and trust officer, First Bank 
and Trust Co., and Henry W. Roberts, president of the 
Utica Construction Co. 





ANNOUNCE OFFICERS OF NEW BRASS COMPANY 

The company resulting from the recent merger of six 
brass and copper companies has been definitely named the 
Republic Brass Corp., it is announced. The six companies 
—including the Rome Brass & Copper Co., Rome, N. Y.; 
Taunton & New Bedford Copper Co., New Bedford, Mass.; 
the Baltimore Sheet Mill of the General Cable Co., Balti- 
more, Md.; the Rome Mfg. Co., Rome, N. Y.; the Michigan 
Brass & Copper Co., Detroit, and the Dallas Brass & Cop- 
per Co., Chicago, will continue to operate as individual 
concerns. Barton Haselton, president of the Rome Brass 
& Copper Co., has been elected chairman of the board of 
directors; George H. Allen, of the Michigan Brass & Cop- 
per Co., has been named president, and C. D. Dallas, of the 
Dallas Brass & Copper Co., is first vice president. 
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a superb chromium- 


Now plated fixture .. 
moderately priced 


Master Plumbers everywhere have taken to 
Speakman’s new “Diamond” sink fixture with 
enthusiasm. Graceful in its sparkling, tarnish- 
‘Buvure )) proof chromium plate, it is nevertheless amaz- 
oe —— a ingly low in price. Now you can offer your 

_ | customers all the beauty of Speakman chro- 
mium plate, all the famous Speakman quality, 
—— Py at a price within the reach of everyone. 




















And Speakman has provided another effective 
sales help—a counter piece which displays and 4e 
| describes this beautiful fixture. Ask your dis- 4 
| tributor about it now. 








A counter display which makes sales 


a oes a eel SPEAKMAN COMPANY, Wilmington, Delaware 


SPEAKMAN 


SHOWERS & FIXTURES 
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CADWELL 


No. 10 
NON-ADJUSTABLE 


AIR VALVE 
CONVENIENT COUNTE 
DISPLAY 
TO HELP YOU SELL 


The instant steam 
comes in contact 
with the thermo- 
static float, the 
diaphragm 
expands and lifts 
the float and valve 
pin into seat, clos- 
ing valve. 


These valves are 
also made with lg 

or 14-inch bottom 
outlets for quick 
vents. 





PROTECTS THE 
WHOLE SYSTEM 


CAsk Your Jobber 








GUARAN 
FIVE YEARS 
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EASY TO INSTALL 


A Nickel Silver 
Pin is used in the 
No. 10 to prevent 
corrosion and a 
forged base 
strengthens the 
valve where it en- 
ters radiator. 


FOR 





BEATON & CADWELL MFG.CO. 


Gstablished 1894 
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Plumbing and Heating in the MYERS Self-Oiling Power Pumps 













Bull Ma r ket For General Service 
, ‘ —_— Safety and | t of t if ithout 
The stock market, while suffering from short, periodic attention, increased capacity over comparative izes of old 
pe pum i ’ 
selling movements, has been strong throughout the year, ‘ag cenaetin, cantonal, a ling Power 
and in spite of a sharp decline early in December, shows mercial and industrial fields to such an 
extent that we now build gett 
exceptional strength for the year as a whole. them in Twelve Sizesto meet "™ 
5 . installation, motiveand ; 
Stocks of manufacturers of plumbing and heating mate- volume requirements. 
rials have been prominent in some cases in the meteoric pene oo male, xo 
rise of the market. Practically all of the active stocks of investigate MYE 
manufacturers in the industry show new highs during Self-Oiling Pumps. = 2 
1928, and few of them went into new low territory. This Catalog and Informa — 


tion on request. = = 


recognition on the part of so-called “big business’’ of the The F.E. Aree an oa » Adhiond, Obie 
. . ° °9 


plumbing and heating industry as an important factor of 
he industrial world, is an indication of the new attitude wr-y~eaeaded 
the , Myers ‘‘Honor-Pumps’’, Hay Tools, and Door Hangers 


which is being evidenced toward the industry. 


About two years ago, ‘‘Domestic Engineering’’ inaugu- 
FOUNDRY £ MANUFACTURING CO 














rated for the first time its stock quotations, the only place 
where all of the listed securities of manufacturers in the 
field are quoted regularly. From a beginning where only 
fifteen or twenty stocks were quoted, the stock market 
column now quotes the weekly range of sixty-five stocks, as 
well as their yearly high and low. In the past year, 23 
new stocks have been added to the stock market column, 
while several have been taken off on account of reorgani- 
zations, withdrawals from listings, mergers and other 
causes. 

Twenty-two stocks in the plumbing and heating industry 
have gone into new high ground during 1928. This, not 
counting the twenty-three new listings, leaves only twenty 
stocks which failed to show a net gain during the year. 
Thirteen of the stocks listed in the column are inactive, 
and for the most part are held closely by their owners. 
About twelve stocks showed new lows for the year, al- 
though only nine of them are lower at the present time — 
than they were at the closing quotations in 1927. 

Noteworthy among the .stocks in the industry which 
have shown marked appreciation are the following: The 
A. M. Byers Co. common stock showed a high of 102% 
for 1927, while in 1928 it has gone as high as 218. Beth- 






“A DEPENDABLE SOURCE OF SUPPLY” 


When you are looking for the kind of 
equipment we manufacture—and that 
is everything in the Foundry Special- 
ties line — remember that Richmond 
quality alone is Richmond Quality. 
There is no “just as good” — Rich- 
mond Products stand alone. 





Write for our catalog. 


RICHMOND FOUNDRY & MFG. CO. 


RICHMOND :: VIRGINIA 
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lehem Steel common, not quoted in ‘“‘Domestic Engineer- Patent Plumbing Fixtures 

ing’’ during 1927, has gained more than 30 points during e | 

1928. United States Cast Iron Pipe & Foundry Co. com- and Duojet Water C osets 

mon had a high of 246 during 1927. In 1928 it rose as ALINE representing the most advanced ideas in 

high as 300, before it was split, making it a 20 par value sanitation. Economy of operation and ease of in- 

stock instead of 100. Williams Oil-O-Matic Heating Corp. a waa lg ge eee Pent = 

showed increased activity during the last half of 1928, and Up Whasten-=-Etontd Soap Gietenen mina - _ 

from a low of 6% rose to a high of over 23. American Manufactured end Sold Exclusttely bp 

Radiator common was 60 points over its 1928 low at a TH MP ASS 

high of 191%,4. Modine Mfg. Co., a new listing on the El ERIAL BR MFG. COMPANY 
A 1231 West Harrison St. CHICAGO 

Chicago exchange during the past year, rose from a low | . 

of 31% into high ground at nearly 58, maintaining most ome 








of its gain during the year. Minneapolis-Honeywell pre- 
ferred showed good gain at a 126% high, as compared 
with a low of 98. In 1927, Johns-Manville common had 
a high of 126, as compared with a 194% high for 1928. 


The above figures are based on the stock market column 


ACCURACY 
of Threading 


in the December 31, 1927, issue of ‘‘Domestic Engineer- STOCKHAM [FITTINGS are made of 
ing.”’ Since that time, the contents of the column have easily machined metal, tapped by 
been changed. With the feeling that a bid and asked automatic machines with perfect dies, 
quotation is not as valuable to the subscriber of a weekly making threads that are clean and 
publication, and does not give enough information on the true, 

movements of a stock during the year, the stock market For good threads and no leaks—use 
column was changed to give the high, low and close of Stockham Fittings on your next job. 
stocks for the week preceding that of publication. The Your jobber stocks them. 

yearly high and low were kept, as were also the index let- 





STOCKHAM FITTINGS 


Birmingham 
Boston New York Chicago Los Angeles 


ters to show on what exchange the stocks were listed. 
While “Domestic Engineering’ does not hold itself re- 
sponsible for errors in the quotations, they are obtained 
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: CLIMAX 
CELLAR DRAINERS 


Climax Cellar Drainers 
use less live water. That 
simply means that every 
| time you install one for a 
customer you immediately 
start in to save himmoney. 





And don’t forget Climax 
Drainers are troubleproof. 


They give perfect drain- 
age ALL the time. 
' 


See your jobber 

















| THE C.M. Ker? Mre. Co. 


MANUFACTURERS OF 


PLUMBERS’ SPECIALTIES 





: , 408-4'15 € OLIVER ST 
BALTIMORE, Mb.U.S.A. 
Chicago, Ill.: OSCAR C. ANDERSEN, 627 Washington Bivd. 
: Agents: J. M. BUTTS & CO.. 733 Healy Bidg., Atlanta, Ga. 
Pacifie Coast Agents: WM. P. HORN CO., 58 Federal! St., San Francisco, Cal 
509 Wilcox Bidg., Los Angeles, Calif.: L. C. Smith Bldg., h 
hiladelphia, Pa.: DERBYSHIRE, MACK & MORGAN, Inc. 
a a laware Ave. and South St., By ae Pa. 
New England BERT ay - @ Cornhill . Boston, 
JOHN W. Str les & SON 50 Prespest-Soerth Bidg., Cloveund Ohio 





W. F. HARPER, 3733 Lindell Blvd., St. Louis, Mo. 




















Two _ The two things 


THINGS that distinguish 
the Moore Ra- 


diator Hanger are the sim- 
plicity with which each one 
is installed and the ease with 
which it may be adjusted. 


Then there is reasonable price 
and quick delivery, 
too. Ask your job- 
ber toshow youthe 
Moore line, now. 
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Ask Your Jobber 


CARTY & MOORE 
ENGINEERING CO. 


(INCORPORATED) 


~~ 611 W. Larned Street 
Double Bottom Hung Wall Detroit, Michigan 
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from sources we believe reliable, and from the insignificant 
number of errors shown, we feel that these sources have 
a quite high percentage of accuracy. 

The plumbing and heating industry has taken its right- 


ful place in the commerce of the nation. 


It is recognized 


on Wall street, and Main street is reminded of it daily by 
the ever-increasing number of attractive showrooms, and 
the master plumber memberships in service clubs and civic 
enterprises. 


The Stock Market 











Par 1928 
Value High Low Range for Week Ending Dec. 29, 1928 * High Low Close 
NP 901% 59 Air Reduction Sales Co. ee A 8914 83% 89 
25 19714 130% American Radiator Co.,com................A 197% 182% 190% 
100 150 141% American Radiator Co. pfd. ................ A 141% 141% 14114 
25 114 8244 American Rolling Mills Co.................B 98% 91 961, 
50 11614 538 Anaconda Copper Mining Co............... A 116% 102144 114% 
NP 864% 51% Bethlehem Steel Co.,com.................. A 853% 78% 82% 
100 125 11614 Bethlehem Steel Co., pfd................... A 124 122 124 
NP 62% 2714 Brunswick-Balke-CollenderCo..............A 5044 48% 4834 
NP 20334 9014 A.M. ByersCo.,com.................A&E 18914 172% _ 183 
100 117 108% A.M. ByersCo., pfd......... | A&E 117 #116 117 
100 140 128 Century Electric Co.,com..................F 130 130 130 
100 106 101 Century Electric Co., pfd..................F 108 103 103 
506 3 Chicago Nipple Mfg. Co.,“A”..............B 3% 34% 3% 
50 «3 114% Chicago Nipple Mfg. Co.,“B”..............B 1% 1% 1% 
25 50 45 Os RE eee iteerekarnen C 47% 471% 47% 
100 122 ere rT C 118 117% 118 
100 94 67 Detroit Brass & Malleable Works...........D 70 70 70 
100 109 109 The John Douglas Co., pfd.................H 109 109 =: 109 
20 23 17 Eagle-Picher Lead Co................-+++:- H 18 17% 17% 
NP 54 325% Fairbanks, Morse & Co.,com...............A 48 42 42 
100 11434 104 Fairbanks, Morse & Co.,. pfd...............-4 A 110% 109 109 
NP 52 27%  FultonSylphonCo.......... er 46 52 
NP 12% 814 Greenfield Tap & DieCorp...............-B 1% My 11K 
NP 24 2214 Iron Fireman Mfg. Co........ neck ceslonl C 24 22144 «24 
NP 194% 9614 Johns-Manville Corp.,com................-4 A 18614 16514 186 
100 122 11814 Johns-Manville Corp., pfd.................. A 120% 120 120% 
100 160 150 Jones & Laughlin, com...............- A&E 154 154 154 
100 12414 11914 Jones & Laughlin, pfd................A&E 121% 120% 121 
NP 53 30 Minneapolis-Honeywell Reg. Co.,com...B&C 5044 49% 50% 
100 12614 98  Minneapolis-Honeywell Reg. Co., pfd...B&C 125 111 125 
NP 57% 3114 Modine Mfg. Co..............+---- _B&C 54 52 53% 
NP 42 32 +~#=F. E. Myers & Bros. Co.,com........-..--- G 36% 36% 36% 
100 10534 10414 F. E. Myers & Bro. Co., pfd............---- G 10444 104% 104 
100 136 115 National Lead Co.,com...................-A 124% 120% 123% 
100 14714 139 National Lead Co., pfd.“A”..............-A 141 140 = 140 
100 127 112'4 National Lead Co., pfd. “B” — 119 119 
NP 40% 14 National Radiator Corp.,com.............-A 16% = 15 163% 
NP 9014 45 National Radiator Corp., pfd............-.- A 41% 39 39 
5 34% 24% Herman NelsonCorp..................-++- B 26% 261% 2614 
NP 46 1916 Neptune Meter Co., “A”....... Jala iantane B 19% 19% 1934 
100 109 104 Gbho Benes Oe., BEE... ccc cc ccc sccccsntvess G 105% 105% 105% 
NP 100, 8514 Ohio Brass Co., “B”........ B&G 8s 88 88 
100 101% 101 Penberthy Injector Co., pfd. ..D 101% 101% 101% 
NP 27 14% Richmond Radiator Co.,com..............-. B 14% 144 144 
NP 40% 32% _ Richmond Radiator Co., pfd. .............- B 35% 33 354% 
NP 57% 26 Spang, Chalfant & Co.,com..............--/ A 5214 50 51 
100 100 97 Spang, Chalfant & Co., pfd....... : aia A 973% 97% 97% 
NP 51 34 Standard San. Mfg. Co., com.......... A&E 531% 47% 483% 
100 128 118 Standard San. Mfg. Co., pfd...........A&E 120 118 120 
20 «53 28 U.S Cast Iron P. & F. Co.,com............A 40 3834 39 
NP 19% 18 U.S. Cast Iron P. & F. Co., Ist pfd......... A 18% 18% 18% 
NP 19% 18% U.S. CastIron P. & F.Co., 2nd pfd.........A 1934 19 1914 
NP 48 381% U.S. Radiator Corp.,com.............B&D 39% 38% 39% 
100 107% 101 U.S. Radiator Corp., pfd..................D 102 101% 101% 
NP 63% 27 U.S. Rubber Co.,com.....................A 42% 38% 39% 
100 109% 55 DG Pa UE... ccs ccccccvcccsseces WW 72% 77 
100 172% 132% U.S. Steel Corp.,com.....................A 158 149% 156 
100 14714 138% U.S. Steel Corp., pfd...... decal A 14144 141% 141% 
NP 26% 14% WalworthCo........... -....e---A 22% 19% 20% 
NP 52 20% WayneCo.,com........ cpesstsennteaa a. 26 28 
NP 52 a eee |! a 41 41 
100 «(96 72 Wheeling Steel Corp., com. .... -.esesaee-B 934% 923% 92% 
100 12614 125 Wheeling Steel Corp., pfd. “A”... .B 12644 126% 12634 
100 135% 135% Wheeling Steel Corp., pfd. “B”.... ... B 185% 135% 135% 
NP 24 614 Williams Ojl-O-Matic Htg. Corp .C MM 2044 22% 
NP 106% 8344 Youngstown Sheet & Tube Co......... A 10434 101 10314 
*W here listed— 


A—New York Stock Exchange 
B—New York Curb Exchange 
C—Chicago Stock Exchange 
D—Detroit Stock Exchange 


E—Pitts! urzh Stock Exchange 
F—St. Louis Stock Exchange 

G—Cleveland Stock Exchange 
H—Cincinnati Stock Exchange 
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Ohio Brass No. 25 Line 
Flexitite Gate Valve 


ere's an EXTRA PRO 
in the Make- Up! 








| (Patented) 


Recommended for pressures up to 
100 Ibs. 
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HEY appeared to be evenly matched— 

weight, height, and age. Both well trained 
and highly developed. In fact, every outward 
indication of a close match. 


But it was a knock-out in the fourth for Jim. 
Luck? Chance? Or accident? No, none of them. Jim had 
more behind his punch. Concealed power until the 
match was under way, yet a power that won. Out 
ward appearance again proving to be incorrect. 


It is the same story with valves. .They may all 
look much alike at first glance, but when the facts are 
known there is as much difference as between a close 
match and a knock-out. 


Ohio Brass Valves, designed with concealed 
time-saving power or ease in make-up, are helping good 
plumbers and fitters everywhere to win business and 
profit from competition. 


Ohio Brass Company 


Mansfield,Ohio 
t— YORK CHICAGO BN 


933V 
PHILADELPHIA 





INSULA TORS 
LINE MATERIALS 
RAIL BONDS 
CAR boo gaa 


MA ATERIALS 
VALVES 











(3}) PITTSBURGH CLEVELAND 
=3 ST.LOUIS SAN FRANCISCO LOS ANGELES 
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What Can I SAVE By Installing 





Method of installing a four- 
section ROBRAS 20-20 Radi- 


ator, under-a-window, in-the- 


wall. Recess is four inches 
deep, the depth of a stand- 
ard studding. The different 
lengths of the radiator sec- 
tions determine the capacity. 
There are nine lengths, rat- 
ing per section from five to 
twenty-five feet radiation. 
The lengths are from eighteen 
to seventy inches. 





ONE EAST FORTY-SECOND STREET . ° 


RADIATORS? 








Carrying in equal amounts of cast iron and ROBRAS 20-20 radiation. 
Compare the ease, safety, and speed of installing each type. 


HE steamfitter who installs Robras 20-20 Radi- 
ators learns that with the same crew, over twice as 
many radiators can be carried in and set up as 
was possible with cast iron. This is, because Robras 
20-20 Radiators are only 20% the weight and 20% 
the size of equal old fashion radiators. One man 
can easily carry a Robras 20-20 Radiator equal in 
heating efhciency to a cast iron radiator which four 
men can handle only with diffculty. This means a 
great saving in installation time. 


Of course, each radiator requires a recess lining and a 
front. These can be made on the job by your tinsmith, 
or they can be bought from us or from a number of 
manufacturers. In either of the latter cases, there is 
a discount and generous profit to you. 


Your customer is satisfied too. These radiators 
installed in-the-wall, out-of-sight, and out-of-the-way, 
cost but little more than the cast iron radiators with 
cabinets. 


Send for our price list and data. We have a copy ready 
to mail, as soon as we get your name. 


ROME BRASS RADIATOR 


CORPORATION 
NEW YORK CITY 








Mention Domestic ENGINEERING when writing advertisers. 
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Merchandising— 
We March With the Times 


(Continued from Page 39) 


something which was then beginning to be recognized by 
the business world at large as a valuable force—publicity. 
And the plumbing and heating contractor took to the sug- 
gestion. That article was used—that and another written 
especially for ‘‘Domestic Engineering’ by Elbert Hubbard 
for the Annual Issue of the previous year. Men in all parts 
of the country had secured publication of these articles, 
as they did later of one or two of Walt Mason’s famous 
prose verses. The field was adopting the publicity idea 
which was then being so widely heralded throughout the 
business world as a whole. 

On the following page there was a significant article, 
“The Business of the Modern Sanitarian.’”’ That article 
enumerated the sources of business which might be tapped 
by alert plumbing and heating contractors. In the course 
of it the writer said, referring to home owners who had 
and had not brought measures of sanitation up to date: 
“There are, however, thousands left who must be per- 
suaded either by salesmanship or the law to make much 
needed changes.’”’ That phrase, ‘‘or the law,” is enlighten- 
ing. The plumber had been concentrating his selling ef- 
forts—and he made some mighty efforts in this direction— 
on getting local and state codes passed. He was evolving, 
so to speak; he was not quite ready to be the complete 
salesman. But it was a distinct advance over the day when 
he considered his craftsmanship to be all that was neces- 
sary to recommend himself and his products to his com- 
munity. 

We go on in that February of 1913 to the issue of the 
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twenty-second. Here is the first full-fledged feature story 
in which were recounted the methods of a Michigan plumb- 
ing contractor. “Do Attractive Showrooms Justify In- 
vestment?”’ was the title of the story. It described the 
displays, consisting of several ‘‘model bathrooms” of the 
day. The contractor in question was quoted: ‘‘He says 














This, we said in 1914, was a “business-like” showroom. 
It was, of course—but note the tubs on legs 


that these display rooms have already demonstrated that 
to sell high grade plumbing fixtures it is necessary for 
the customer to see them and to be told of their merits.’’ 
Then note this: ‘‘He believes first in selling a job and then 
considering the installation, which is a matter of labor 
and can be handled much more easily than the salesman- 
ship end of the business.’’ He had issued a booklet in 


C. 


She CHAMBERLAIN 


PITTSBURGH 
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Branford 
300 Pounds Branford Junior 
250 Pounds 
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which these displays were pictured. He was, in short, 
a merchandiser. 

In one of our March, 1913, issues, we summed up edi- 
torially the situation as we saw it then when, referring 
to the need for more and better merchandising, we said: 
“The day of the plumber-mechanic has passed—the 
brighter day of the plumber-business-man is at hand,”’ 
urging upon the field at large the adoption of the methods 
which were being so successfully applied. The period of 
transition was well under way, and we were receiving an 
increasing number of photographs of display rooms set 
up by plumbing and heating contractors. 

As yet it is to be remembered that it was only in the 
columns of the trade press that this suggestion was to be 
found. Meetings, local, state and national, were still con- 
cerned over other issues. They had yet to take up the 
merchandising message. Advertising, placed in the col- 
umns of ‘‘Domestic Engineering’ by manufacturers talked 
only of ‘‘profit.”” They were not yet advancing sales plans, 
as is now the practice, putting sales arguments into the 
hands of the contractor so that he might use them on 

















This was a 1914 display at a Nebraska mid-winter fair 


his customers. All the emphasis was on the profit and 
mechanical features. ] 

In April of 1913 was another page under the heading, 
“Publicity for Plumbers,’’ on which was reproduced a 
newspaper advertisement used by a Green Bay, Michigan, 
firm of ‘“‘Domestic Engineers,” in which was quoted a 
part of the famous article by Elbert Hubbard in the pre- 
ceding Annual Issue of ‘“‘Domestic Engineering.’”’ Along 
with it was a card of instructions printed for a Tacoma, 
Wash., plumber, and another of those little publicity 
items which plumbers were beginning to use so widely. 
In that same issue is a news note of a visit to our offices 
of an Illinois contractor who was enthusiastic about these 
publicity notices. The publicity and merchandising inocu- 
lations were “‘taking.”’ 


SPEEDING UP SALES EFFORTS 
T MIGHT be said that they were taking with a ven- 
| geance. In June of 1913 we published a full page 
with a photograph of a plumbing display, under this 
rather startling caption: ‘‘A Kansas ‘Spring Opening,’ 
Not of Millinery, But of Plumbing Goods.” An Ottawa, 
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Fig. 118 No. 5—%{-inch Compound Injector. s 
Patented in U. S., Canada and Foreign Countries. 


Why not sell the water softener that others 
have approved with their continued return busi- 
ness? Dehn Automatic is the one that plumbers 
everywhere have demanded for years because 
£ they know its reliability. § 


Let us send you the details or ask your jobber 


| COMPOUNDINJECTOR &SPECIALTYCO. 7 


419-421 D. North Laramie Avenue, Chicago, Illinois, U.S. A. 


Originators, designers and sole manufacturers of 


j—ue 1897 [PJEHNSANIGART) 1978 4n—vi 



















We might speak for hours on the 
virtues of the Jarecki Pipe Thread- 
ing Machine—describe at great 
length the constructional features 
—— discuss in detail the tests con- 
ducted at every stage of their 
manufacture — mention scores of prom- 
inent companies who use them: and yet 
the sum total of all we would say would 
not be one-half as convincing as this simple 
fact— 
Over iyiy er cent of the machines we shtp go to customers 
who already know and use Jareckt Ptpe Threading Machines. 


A product that sells itself on the basis of performance must give unusual 
value! Let us give you full details. 


{Established 1852] 








Jarecki Manufacturing Company 
Erie, Penna., U.S. A. 
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For “#e Lite of #e Building 
—and Longer! 












All Cast Iron Installation 
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“SOMERVILLE (S. I. W.) SOIL PIPE AND FITTINGS 
ARE MECHANICALLY CORRECT!” 


SOMERVILLE IRON WORKS 


Saies Gffiees: 
3637 SOUTH ASHLAND AVENUE, CHICAGO 


SOMERVILLE, N. J. :: CHATTANOOGA :: NEW YORK :: CLEVELAND 
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Kans., firm had taken a leaf from the methods of gen- 
eral retail stores and had made this “Spring Opening” 
pay. One of the Ottawa papers carried a quarter-column 
reading notice about this remarkable event, calling it “‘A 
Plumbing Reception.”’ 

Just what such an event meant in the eyes of the paper, 
presumably well-posted on general opinion at the time, 
is set forth in this sentence in the story: “A plumbing 
shop is not generally a place of interest for the women, 
but five thousand Ottawa women were entertained yes- 
terday and saw many interesting things.” It was evi- 
dently a big break with tradition in Ottawa for women 
to visit a plumbing shop Decidedly we were progressing 
rapidly. 

Pictures of good-looking showrooms were coming in in 
greater quantities. Representatives of this paper were 
sending in items showing how, here and there, men were 
catching hold of this new merchandising idea with a surer 
grip. In July of 1913 we ran an editorial, “Lining Up 
New Business.” The editor had been in a plumbing and 
heating establishment in one of the central states. Maybe 
he was studying this merchandising idea a bit himself. 
At any rate his editorial shows that he was swept off his 
feet by his experience. He saw a lady come in and ask 
for something which she had learned of through direct- 
mail matter sent her by the firm. He asked the head of 
the firm some questions. 

“There’s lots of business to be had in town here,” he 
said. ‘“‘While my competitors are out superintending big 
contracts taken at a close figure, I am busy bringing 
new devices and sanitary equipment to the attention of 
people. 

“You see that young lady at the typewriter over there. 
Her salary is ten dollars a week. I have trained her to 
compile a list of every worthwhile building owner in this 














One of today’s biggest Minneapolis firms set up this new 
showroom 14 years ago 


county. She does little else but keep that list up-to-date, 
write letters to every one who contemplates building and 
mail booklets and circulars to the balance of the list at 
regular intervals. I consider that ten dollars a week 
the best money I have ever invested.” 

Our editor then proceeded to fall into that critical 
state of mind regarding other plumbing and heating men 
—that state of mind which has afflicted every one of us. 

But he need not have been unduly pessimistic. He 
was busy when he got back to his desk with preparing 
pictures of fine stores and stories of aggressive merchan- 
disers for publication. In the very next issue he ran a 
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The Fulton Sylphon Company, Desk K Knoxville, ities U. S. A. 


‘ EN vc R 


HEATERS 


With the Magazine Feed 
and sloping Gable-Grate. 
They save money for owners 
and make money for you. 


Spencer Heater Company 
Williamsport, Pa. 




















New York Boston Philadelphia 
Buffalo Rochester Syracuse Albany 
Baltimore Hartford Scranton 





Cumaguase your customer’s Goodwill 
“build bigger business 


Install the safe standard, time-tested sewage 
disposal system that protects your customer's 
health, creates goodwill and increases profits. 


\  SareEquip SepticTanks 


—years ahead in construction and improve- 
ments are made according to U. S. Health 
Service specifications. Easily and quickly 
installed. Always dependable. Sold thru 
the Plumbing trade exclusively for your 
oa ; advantage. Write for free plan sheets and 
—— details on sales help. 
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so -*B CHEMICAL TOILET CORPORATION 


y Se oe = 918 E. Brighton Ave. 
SPR. 


pol also of San-Equip Self-Drain Waterless Toilets 






Syracuse, N. Y. 


















»  & Write for the Jewell Plan. It explains 
how this complete line of temperature 
regulators — for all types of heating 
plants — builds profits for dealers every 
day in the year. 


MINNEAPOLIS-HONEYWELL 
REGULATOR CO. 
Executive Offices: 

2801 Fourth Ave., So., Minneapolis 


Factories: Minnea olis, Minn., 
Wab. sh, 


Jewell 


TEMPERATURE REGULATOR 
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picture of a Chicago plumbing shop in front of which 
had just been placed a bubbling fountain. And he ran 
a long editorial about it, urging everybody to go and do 
likewise. 

When August and the fall of 1913 rolled ’round, pic- 
tures commenced to appear of men in agricultural states 
who were taking advantage of the state and county fairs 
to exhibit their wares, and in September there was a 
full page of newspaper advertisements and a newspaper 
clipping showing what several Minneapolis firms were 
doing to interest the public in better plumbing and heat- 
ing. Then came a new Massachusetts showroom of such 
generous proportions that it took two photographs to 
give it the space it deserved. All this time there were 
articles appearing on how to figure costs, of course; but 
more and more the emphasis was slipping over in the 
direction of merchandising. Another angle of merchan- 
dising—the monthly blotter idea, was given space in that 
same issue. Nice-looking blotters they were, too, with 
the ladies in their big ‘“‘picture hats’’ and the sales mes- 
sages stressing the need of plumbing and heating inspec- 
tions. 

At the end of November there appeared another of the 
full-fledged feature stories, “‘The Rise of a Wisconsin 
Master Plumber.’’ Soon these feature stories were to 
form a most potent means of advancing the merchandising 
idea, because they showed just how it was being done, 
with no theories aired. About this time we called atten- 
tion to the volume of business being done in plumbing 
and heating by the mail order houses and urged associa- 
tion activity to meet the competition involved. We wound 
up 1913 by publishing another of the articles by Mr. 
Krebs on “Salesmanship in Business Building.’”’” We were 
trying to come to grips with this merchandising problem 
in a constructive way. We began to get down to a study 
of merchandise and just how its methods of manufac- 
ture, its style, durability and beauty could be used in 
selling. 


WE SWING INTO THE WAR PERIOD 
E SWUNG into the fateful year, 1914, with one of 
VW those forward-looking editorials that startle one 
a little, because they are so “modern’’ in their language. 
Remember that the entire industry was still in swaddling 
clothes as far as merchandising was concerned,—all 
branches of it. That editorial, under the head of “New 
Year’s Resolutions,” said: ‘Even if the cost of doing 
business is known, there must be an effort to create new 
business—to expand the influence of the trade—to di- 
rect the public toward the expenditure of more money 
for plumbing and heating, rather than for automobiles 
and pleasure trips.’’ (Doesn’t that sound like one of the 

speakers at the last convention you attended?) 

The editorial went on: “This means simply an educa- 
tional campaign for better methods in plumbing and 
heating, and more of this work in town and country. 
It does not mean that you are to sit in your office for the 
next three months, and wait for something to turn up. 

“Tt means that you are to get into touch with every 
property owner in your county and let them all know 
what you can do for them.”’ 

We promised further help with that page headed ‘‘Pub- 
licity for Plumbers.” And, of course, we gave that 
help. 

January 17, 1914, found us giving a bigger applica- 
tion of the publicity idea than seems to have occurred 
to any one before that time. “‘Why Not a Publicity Com- 
mittee?’’ we headed our editorial of that date. Why not, 
indeed? Looking back it seems difficult to realize that 
the suggestion was a new one at the time, just as the 
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average executive of the manufacturer, looking at the 
-beautiful and effective advertising of his firm today, finds 
it difficult to remember that on the day the editorial in 
question was run his own advertising was still in its 
formative state, without the wonderful effectiveness of 
modern methods of layout and sales appeal. 

We insisted in that editorial that ‘“‘There is work for 
the organized tradesman right here—work in educating 
the public that should no longer be put off.” Sugges- 





This was a successful salesroom of a Louisville con- 
tractor in 1914. He’s still successful 


tions followed as to the organization of the committee 
and the work it might be expected to do. 

Then the subject of bathroom trimmings came up for 
attention, our opinion that these things ought to be car- 
ried in every shop being given force by citing the experi- 
ence of one master plumber who had discovered that 
the sale of these accessories paid his rent and a part 
of his bookkeeper’s salary. This was followed in the 
last issue of January, 1914, by an editorial citing a letter 
in which the first glimmering of the regular inspection 
idea was to be found—advanced, mind you, by a plumb- 
ing and heating contractor. 


THE REMODELING IDEA 

EK ARE making a great deal of noise these days 
VW about the remodeling idea. On April 25, 1914, 
we published two pictures, showing the bathroom of a 
Salem, Mass., mayor in 1896, and the same bathroom 
remodeled in 1914. Accompanying the pictures was this 
statement: ‘‘There are thousands of old bathrooms that 
should be remodeled—your town has a lot of them.’”’ 
The photographs, by the way, were used as window dis- 
plays by the firm which did the work—which was pretty 
good merchandising. 

Then, in the issue of June 20, 1914, the pages of ‘‘Do- 
mestic Engineering’? once more told the story of the 
methods followed by a successful plumbing and heating 
contractor. All this time, of course, the page on pub- 
licity for plumbers, and pictures of good-looking show- 
rooms were being published. But we were coming closer 
to the kind of help extended today. During 1914 we 
published such articles as ‘“‘Advertising a Plumbing and 
Heating Business,’”’ in which was contained an analysis 
of good advertising copy. We were getting down to de- 
tail now. 


To supplement these articles we had another series pre- | 


pared in the then popular form of “letters from a retired 
business man to his son,’’ who was carrying on at the old 
stand. They had many a constructive suggestion in them, 
those letters, because they were written by a man who 
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knew the field and who was a bit in advance of the gen- 
eral average when it came to merchandising. Undoubtedly 
they contributed much to the momentum of the merchan- 
dising idea, just as the later series—the popular “Dolan & 
Olson’’ stories—were to carry on the good work. 

Other forces were now at work. In 1914 came that 
fateful day in August when Europe split into hostile 
camps and the world was plunged into the most terrible 
war of history. It dragged along until the United States 
was drawn in. Then came the ban on new buildings—the 
general process of putting all of our energies into the win- 
ning of the war. The need for selling effort became more 
pronounced. We urged personal solicitation for business 
in old homes. 


WE PROPOSE A DEFINITE PROGRAM 

T THE same time we were carrying on a close study 
A of conditions. What was the most likely direction 
in which to exercise our selling effort, aside from remodel- 
ing work in the older homes? Obviously, in the direction 
of the farmer and the farming community. The farmer 
had become a person of greatest importance. We had to 
feed the soldiers, feed our civilian population, ship food 
to the Allies. The country turned to the farmer, and he 


produced that famous ‘‘bumper crop.’’ He had money to 
spend—and his community, therefore, would have money 
to spend. 


For the first time in the history of the industry there 
was advocated a sales plan with a definite purpose. We 
must sell the farmer and his community water supply sys- 
tems—naturally, other installations would follow. In 
March of 1918 we published the results of an investigation 
which had been made. The facts had been established; 
we took up the task of forcing the issue. 

In the issue of March 30 we published a complete sales 
campaign for the use of the plumbing contractor who was 
serving the farmer and the farming community. News- 
paper advertisements were prepared, sales letters were 
written, ideas for personal solicitation offered—in general, 
a rounded-out campaign was perfected. We furnished the 
necessary illustrations to accompany the copy suggested. 
We did not permit the idea to lose momentum. We called 
attention to it consistently. 

Later in the spring we had swung into the general sub- 
ject of newspaper advertising for the plumbing and heat- 
ing contractor and were once more urging the use of such 
advertising and analyzing the qualities which would be 
necessary to a successful campaign. 

The industry was ready now for the trade extension 
idea. The work on water supply systems for the farmer, 
coupled with the constant call for more and more co-oper- 
ative effort on the part of the industry, had convinced 
thinking men that the merchandising idea could be ap- 
plied to plumbing and heating with great good to the in- 
dustry. The first trade extension committee, of which 
Frank §S. Hanley, secretary of the Eastern Supply As- 
sociation, was chairman, referred directly to the water 
systems campaign for its inspiration when issuing 
the call for the meeting on May 15, 1918, at which the 
whole scheme of trade extension was to be discussed. 

We were still at it, of course. Further articles, carry- 
ing further suggestions for campaigns on water systems, 
appeared. We were speeding up the work now—suggest- 
ing sales efforts in factories, suggesting “‘How to get in 
touch with and sell those who need more efficient heating 
equipment’’—all this with many actual newspaper adver- 
tisements and sales letters presented for the use of our 
readers. We van another of the feature stories telling of 
the success of one contractor in applying our ideas to the 
sale of farm water systems. 

Just a few more remarks about this period—in January 
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of 1920, facing what was to become a trying period of ad- 
justment, we commenced the year’s work with an article, 
“Planning the Year’s Advertising Campaign Ahead.’’ It 
was followed by further material on farm sales, and by a 
constructive study of the value of the mailing list and its 
use in the merchandising campaign. 


IN STEP WITH GENERAL TREND 

HROUGHOUT the whole business world there was a 
pms interest in selling methods. Advertising agencies 
were springing up like mushrooms and sales managers 
were beginning to read more and more about ‘“‘psychology 
in selling.’”’ America, through with the war and facing 
the always dangerous period of adjustment, went to work 
with a will to ‘“‘get back to normalcy.’ It had learned 
more about the methods of propaganda during the war 
than in its whole previous business history and now it 
was about to apply those lessons to the job of keeping in- 
creased p ant capacity employed. 

It is not necessary, as far as our industry is concerned, 
to trace the idea step by step. It was interesting to do so 
in the previous years to arrive at a more definite under- 
standing of the fact that, as an industry, we were right in 
step with general business developments; and we have 
kept in step. 

The occasional article about a successful plumbing and 
heating contractor now became a regular thing with us. 
We ran weekly feature stories telling in detail the mer- 
chandising and management methods of successful con- 
tractors. To further the work we took up the task of 
Keeping our readers supplied with usable advertising mat- 
ter. We started the “‘Advertising Editorials,’’ the depart- 
ment now being run under the head, ‘Retail Advertising 
Service.’’ Men all over the country have made use of this 
service for years. We suggested in feature articles the 
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feasibility of campaigns built around other products, sim- 
ilar to the campaigns on water systems. 


WE OFFER THE “BATH A DAY” CAMPAIGN 

HEN came the biggest educational idea that the in- 
‘ae had ever had offered to it: The Bath a Day 
Campaign. Commencing in 1921, ““‘Domestic Engineering”’ 
ran its nation-wide slogan contest, which resulted in the 
now familiar ‘‘A Bath a Day Keeps You Fit Every Way.”’ 
Hundreds of thousands of stickers, window transfers, 
posters, newspaper cuts, etc., have been used by the 
plumbing fraternity, all bearing that slogan. To help 
along the work we published the little booklet, “The Need 
of Frequent Bathing.’ So great was the demand for such 
material on the part of the industry as a whole, and even 
on the part of other industries, that we prepared “The 
Story of the Bath.’’ This booklet has done much to popu- 
larize the bath a day idea, and to put the plumbing con- 
tractor where he belongs in the public mind. In close to 
two hundred cities and towns it has been used as supple- 
mentary reading in the schools, and in many of these 
cities and towns essay contests have been conducted among 
the children who have read the booklet. 

In Portland, those in charge of national convention 
arrangements built all their publicity around the “‘Bath a 
Day’’ idea; and in the last national convention at Memphis 
there was conducted such a contest in which about four 
thousand school children took part. The amount of pub- 
licity gained cannot be measured, of course, but the fact 
that the national association recognized the value of such 
a contest is evidenced by the resolution which recom- 
mended that at every national convention to be held in 
the future, such a contest be staged. 

To such an extent has interest in merchandising grown 
among the retailers of our industry, that two years ago 
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5 times as fast! 


A goodly amount of leg work was required to get up 
any steam with the old-time high-seated bicycle. The 
motorcyclist of today can go five times as tast as a 
speedy wheelman of the palmy days. 


“5 times as fast”’ affords food for thought for plumbing 
and heating contractors in a different connection. 
Pressures in a closed system rise 5 times as fast as 
temperatures. 


When one stops to think what this ratio means, the need for 
relief valves is instantly evident. A temperature increase of 
72 degrees to 110 degrees sends pressures skyrocketing from 60 
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we saw the need of giving some organized form to the 
feature stories we had been running for so long. At that 
time was inaugurated the ‘“‘Plumbing and Heating Mer- 
chandising’’ feature section, published every four weeks. 
Each of these sections has been built around a central 
theme. They have exhibited methods used by successful 
contractors in selling water heaters, in promoting the 
“‘Heat by Radiator’’ idea, in the use of newspaper space, 
in handling the Christmas idea, in selling the motorized 
plumbing shop—in short, the methods of merchandising 
any phase of the business. In our editorial plans for 1929, 
every other week there will be one of these feature sec- 
tions, probably with additional material on management. 
We have found so much interest displayed in this mate- 
rial that its helpfulness will be extended as far as hu- 
manly possible. 


THE CONTRACTOR CO-OPERATES 

NE of the most interesting evidences of the willing- 
() ness of the plumbing and heating contractor to take 
hold of new merchandising ideas, is the manner in which 
our readers responded to the remodeling idea. Last spring 
we published ten newspaper advertisements, five on heat- 
ing remodeling and five on plumbing remodeling. Speak- 
ing at the national convention of the industry’s salesmen 
in Pittsburgh, a ‘‘Domestic Engineering’’ representative 
said: ‘‘These advertisements have appeared in 448 news- 
papers with a total circulation of 27,000,000.’ In other 
words, in a period of ten weeks, contractors using this 
campaign reached that number of prospective purchasers 
of new plumbing and heating equipment. 

These things, it seems to us, form reasonable ground for 
believing that there is a sufficient class of men among the 
retailers of our industry willing to take up the merchandis- 
ing idea. If, in years past, they have not been more 
aggressive it may well be because they had nothing to sell 
that was distinctive. 

Sales executives who criticize the contractor thought- 
lessly might reflect on the introduction of colored ware, 
and jacketed boilers in color. These were smart moves, 
considered from the angle of merchandising. Why, then, 
had they not been made by the manufacturer before now? 

Simply because the pressure of modern competitive con- 
ditions,—the push of many hundreds of products toward 
the consumer—has forced upon manufacturers the neces- 
sity for distinctive elements incorporated into merchandise 
to become the basis of sales appeal. And that same 
factor is making a better merchandiser out of the con- 
tractér. He advances as those from whom he secures the 
products he sells advance. 

It is interesting, too, to recall that ‘‘Domestic Engineer- 
ing’’ led the way in calling attention to the possibilities 
of remodeling business, not only to take up any slack in 
the new building program, but to release men from the 
grinding conditions of competitive bidding. There are 
today a great many retailers who have given up new work 
entirely, except when it can be had on a non-competitive 
basis, and are busy developing a profitable volume of this 
new business from old homes. 

Other developments in the way of merchandising on the 
part of the plumbing and heating contractor are reviewed 
in the articles immediately following this one. Co-opera- 
tive merchandising has begun to take hold, as will be 
evidenced by the stories which follow. The Philadelphia 
campaign of the Plumbing and Heating Industries Bureau 
has had the effect of showing that there is a group of men 
in our industry (and that group, according to a recent 
survey by the Department of Commerce of all retailers in 
ten or eleven cities, is just about what it would be in 
any other industry) who are ready and willing and capable 
to go along with any well-planned merchandising effort. 











December 29, 1928 


Investigations in the field would indicate that the retailer 
ig ready to take hold of colored fixtures, also, when the 
manufacturing and wholesaling branches are ready to ex- 
tend selling help based on their own faith in the possibili- 
ties of the sale of such fixtures. 

Such a review as this is, necessarily, confined to the high 
spots. But we believe that we have touched on those 
major factors which have influenced the industry’s atti- 
tude toward merchandising. We believe that as a clearer 
picture is gained of the growth of the merchandising 
activities of the plumbing and heating contractor, as com- 
pared with those of our own manufacturers, and of other 
industries, it will be seen that the plumbing and heating 
industry need not be apologetic about its progress. We 
have kept step with the general progress of the mer- 
chandising and selling idea in industry as a whole. 





CLEVELAND ASSOCIATION HONORS RETIRING 
SECRETARY 
The Heating and Piping Contractors’ Cleveland Associa- 
tion gave a farewell dinner at 6:30 o’clock Tuesday eve- 
ning, December 18, to Arthur Herske, who has resigned 
as secretary of the association. 





MASTERS MEET WITH SUPPLY MEN IN TRENTON 

A plan of closer co-operation between master plumbers, 
wholesalers and manufacturers is being discussed in Tren- 
ton, N. J., following a recent meeting of the Master 
Plumbers’ Association of the City of Trenton, at which 
representatives of the American Radiator Co., Crane Co., 
G. & H. Supply Co., Manufacturers Selling Co., National 
Radiator Corp., and Warren Balderston & Co. were pres- 
ent. At this meeting various subjects of interest to the 
industry were discussed, and satisfactory decisions were 
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made. It was suggested that a committee of the associa- 
tion should meet with representatives of the firms once 
a month, and this plan may be put into effect. 





BECOMES BOSTON ASSOCIATION MANAGER 

W. H. Oleson, who for the 
past six years has been a part 
of the ‘‘Domestic Engineer- 
ing’ organization, severs this 
connection to assume. the 
managership of the Heating 
and Piping Contractors Bos- 
ton Association on January 1. 
Prior to becoming identified 
with ‘‘Domestic Engineering,”’ 
and following the World War, 
throughout which he served 
as an officer in the Rainbow 
Division, Mr. Oleson had sev- 
eral years of organization 
work in Chicago, Ill., with the 
Ward Systems, together with 
considerable newspaper expe- W. H. Oleson 
rience, principally with the 
Scripps-Howard papers. During most of his service with 
this publication he has held the position of associate editor 
in the principal eastern office at New York City, having 
been sent on from the headquarters in Chicago. 








Eckart Brothers Plumbing and Heating Co., Seattle, 
Wash., for many years located at 320 Westlake avenue, 
North, have removed to larger quarters at 419-23 Eighth 
avenue, North. William F. Eckart is president of the 
company, and Claude H. Eckart is secretary-treasurer. 
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The use of P. E. C. Radiator 
Hangers eliminates hard work 
and trouble. They can be easily 
installed as one bolt is all that is 
necessary to secure them firmly 


Adaptable to all types of wall 
column and tube radiation. 


Adjustable quickly 2% inches. 


Ask your jobber to supply you. 
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This new S & K Swing Spout Kitchen Sink 
Faucet is of distinctive, practical design. The 
lever handles are in the right position. They 
do not interfere with the soap dish. 


It is exceptionally well made and is priced 
very low. 


You ll want to install the S & K Five One Five 
just as much as your customers will want to 
buy it. 


Write us for sample and prices. 


1954-6 
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RIVAL OF THE CLOUDS 


TRADE MARE 





The type of mineral in the water softener is the 
all important factor. Your success and your cus- 
tomers’ satisfaction depends on the mineral used. 
Listen to what a dealer in Minnesota has to say. 


Worthington, Minnesota, 
April 10, 1928. 
The Refinite Company, 
Omaha, Nebraska. 


Gentlemen: 

Just a line to let you know what we think of 
the Refinite Water Softener. 

We have about forty of these softeners in- 
stalled here in Worthington and we have yet 
to have a complaint on any of them. This is 
saying a lot as our water here is about fifty 
grains hard. 

We tried about six different softeners and 
have taken them all out and replaced them 
with Refinites. 

Competition have one softener in homes in 
the whole town. They have tried one or two 
other kinds but they have not worked satis- 
factory. 

Trusting to install several more this season, 
we are Yours truly, 


FAUSKEE & SEE 
by J. H. See 














Price $100.00 up. Write for sales information. 


THE REFINITE COMPANY 
Refinite Building 83 Omaha, Nebraska 
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Convention Dates 


January 10 and 11, 1929.—SOUTH DAKOTA—tThe ninth an- 
nual convention of the South Dakota State Association of 
Master Plumbers, to be held in Huron. 


January 14, 15 and 16, 1929.—PRESIDENTS AND SECRE- 
TARIES—tThe seventh annual Presidents’ and Secretaries’ 
Conference of the Plumbing and Heating Industries Bureau, 
to be held in the Florentine Room of the Congress Hotel, 
Chicago. 


January 22, 23 and 24, 1929.—ILLINOIS—The thirty-sev- 
enth annual convention of the Illinois Master Plumbers As- 
sociation, to be held at Peoria, with headquarters at the Pere 
Marquette Hotel. 


January 28, 29, 30 and 31, 1929.—A. S. H. V. E.—The annual 
meeting of the American Society of Heating and Ventilating 
Engineers, at Chicago, IIl. 


January 29 and 30, 1929.—C. S. A.—A special meeting of 
the Central Supply Association, to be held at the LaSalle 
Hotel, Chicago. 


January 29, 30 and 31, 1929.—WISCONSIN—The thirty-fifth 
annual convention of the Wisconsin Master Plumbers’ Asso- 
ciation, to be held in Milwaukee, with headquarters at the 
Hotel Pfister. 

February 5, ¢ and 7, 1929.—OH1IO—tThe thirty-eighth annual 
convention of the Ohio State Association of Master Plumbers, 
to be held in Mansfield, with headquarters at the Mansfield- 
Leland Hotel. 


February 12-16, 1929.—-POWER SHOW—tThe fourth annual 
Midwest Power Engineering Conference and Exposition, to 
be held at the Coliseum, Chicago. 


February 13 and 14, 1929.—E. S. A.—The Winter meeting 
of the Eastern Supply Association, to be heid at the Hotel 
Astor, New York City. 


March 11, 12 and 13, 1929.—INDIANA—tThe thirty-third 
annual convention of the Indiana Society of Sanitary Engi- 
neers, to be held at South Bend. 


March 11, 12 and 13, 1929.—VIRGINIA—tThe sixth annual 
convention and a two-day institute of the Virginia Associated 
Plumbing and Heating Contractors, to be held at Charlottes- 
ville. 


March 18, 19 and 20, 1929.—KANSAS.—The forty-first an- 
nual convention of the Kansas Master Plumbers’ Associa- 
tion, to be held at Hutchinson. 


March 25 and 26, 1929.—MISSOURI—tThe forty-fifth annua] 
convention of the Missouri State Association of Master 
Plumbers, to be held in Springfield. 


April 2, 3 and 4, 1929.—A. O. B. A.—The annual convention of 
the American Oil Burner Association, to be held at New York 
City. 


April 9, 10 and 11, 1929.—MICHIGAN—tThe thirty-seventh 
annual convention of the Michigan State Association of 
Plumbing and Heating Dealers, to be held in T[etroit, with 
headquarters at the Fort Wayne Hotel. 


April 16 and 17, 1929.—NEW YORK—tThe forty-first annual 
convention of the New York State Association of Master 
Plumbers, to be held at Schenectady. 


April 25 and 26, 1929.—LA.-MISS.—The eighth annual con- 
vention of the Louisiana-Mississippi Association of Plumb- 
ing and Heating Dealers to be held at Gulfport, Miss., with 
headquarters at the Markham Hotel. 


May 6 and 7, 1929.—FLORIDA—tThe seventh annual conven- 
tion of the Florida State Association of Master Plumbers 
and Heating Dealers, Inc., to be held at Daytona Beach. 


May 13, 14 and 15, 1929.—-N. P. S. A.—The twentieth annual 
convention of the National Pipe and Supplies Association, to 
be held at Pittsburgh, Pa., with headquarters at the William 
Penn Hotel. 

May 23, 24 and 25, 1929.—-N. A. P. H. S.—The fourth annual 
convention of the National Association of Plumbing and 
Heating Salesmen, to be held at Philadelphia. 


June 25, 26 and 27. 1929.—N. A. M. P.—The forty-seventh an- 
nual convention of the National Association of Master Plumb- 
ers, to be held at Buffalo, N. Y., with headquarters at the 
Hotel Statler. 


June 26, 27, 28 and 29, 1929.—A. S. H. V. E.—The summer 


meeting of the American Society of Heating and Ventilating 
Engineers, to be held at Bigwin Inn, Lake of Bays, Ont., Can. 
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COMING TRADE EVENTS 

January 5, 1929.—A turkey dinner and card party of the 
South Side Woman’s Auxiliary of the Illinois Master Plumb- 
ers’ Association, to be held at the Broadview Hotel, 5540 
Hyde Park boulevard, Chicago. 

January 7, 1929.—The annual installation of officers of the 
Association of Master Plumbers of St. Louis, Mo., to be held 
at the American Annex Hotel. 

January 9, 1929.—A general conference on furnace and fuel 
oils, called by the Bureau of Standards, Department of Com- 
merce, to be held at the Hotel Pennsylvania, New York City. 

January 10, 1929.—An open meeting for both divisions of 
the Manhattan branch, Association of Master Plumbers of the 
City of New York, to be held at the Building Trades Em- 
Ployers Club, 2 Park avenue. 

January 12, 1929. * dance of the Plumb- 
ing Contractors’ Association of Chicago, to be held in the 
grand ball room of the Palmer House. 





January 12, 1929.—The annual banquet and installation of 
officers of the North Hudson Master Plumbers’ Association, 
to be held at the Elks Club, Union City, N. J. 


January 28, 1929.—The annual ladies night and ball of the 
Master Plumbers Association of Philadelphia, to be held at 
McCallister’s Restaurant, 1811 Spring Garden street. 


January 28, 29 and 30, 1929.—The second annual three-day 
institute to be held at New York University, New York City, 
under the auspices of the New York State Association of 
Master Plumbers. 


January 30, 1929.—The annual banquet of the Master 
Plumbers Association of Baltimore City, Inc., to be held at 
the Community Hall in that city. 


February 2, 1929.—The annual ball of the North and North- 
west Master Plumbers’ Club of Chicago, to be held at the 


Germania Club, Clark street and Germania place in that city. 


December 26, 1908 


The National Association of Brass Manufacturers held 
its annual meeting last week at the Bellevue-Stratford, 
Philadelphia, and elected officers for the coming year. 
Joseph H. Glauber, of Cleveland, was elected president. 

————1908 

Crane Co., of Chicago, gave its five thousand employees 
Christmas gifts in cash amounting to $350,000. Ata 
meeting of the stockholders of the company held Monday 
night it was decided to continue this custom of giving 
each employee a present amounting to 10 per cent of his 
yearly salary. 








THIS WAS NEWS 














-~19904-—— 
President David H. Roberts and Secretary-Treasurer 
Eb Ellen have just issued the regular call for the eight- 
eenth annual convention of the Ohio State Association of 
Master Plumbers, which will be held in Armory Hall, 
Springfield, Ohio, February 16 and 17, 1909. 
—_————--—-1908 
An ordinance was introduced at the meeting of the board 
of city commissioners of Leavenworth, Kans., last week, 
providing for a board of examiners to pass upon the quali- 
fications of all plumbers. This ordinance provides for the 
bonding of all master plumbers and a fee for examination. 


1908- 
The dinner given on Wednesday evening, December 16, 


at Achtel-Stetter’s banquet hall, Newark, N. J., was one of 
the most pleasurable events ever given by the Newark as- 
sociation. A Selden Walker and Henry F. Baillet were 
among the speakers. 
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REPUBLIC BRASS COMPANY 
and its subsidiary GRABLER-REPUBLIC, Inc. 
4900 EUCLID BUILDING CLEVELAND, OHIO 


























NIBCO Compression Fittings 
For Copper Tube Plumbing 


The use of Copper Service Tube for all kinds of 
plumbing has been made possible by Nibco 
Compression Fittings which eliminate the 
necessity of cutting threads or making wiped 
joints. Copper Tube piping is rust-proof, non- 
corrosive and LESS EXPENSIVE than either 
brass or lead. 

Write for further information about this new 
and better method of plumbing Today. Ask for 
Bulletin A-167 and mention the name of your 
jobber. 


NORTHERN INDIANA BRASS CO. 
Elkhart, Indiana 








Sectional view of 


Nibco Coupling 





























PRESSUREy SPECIAL, 
BLACK E. GALVANIZED © : 
RIVETED & WELDED 


PENNA. RANGE BOILER CO. 
24th and Washington Ave., PHILADELPHIA 


iS7O 


Cash, 

















__ Retails at only 








motor for 60 cycle 
or d. o. 


F-M Water System 


New in value—new in low price—new in sales 
opportunities! A modern, big capacity Home Water 
System—-the product of long experience and F-M 
quality building. A dealer proposition that makes 
good because it is good. Write for complete facts. 


Address Dept. 112B 
FAIRBANKS, MORSE & CO., Manufacturers, Chicago, U.S.A. 
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that Insure lasting 
Efficiency 


NTO the Testing Room they come--tray after 
tray of castings, both rough and nickel - plated. 


With clock-like precision they are clamped on 
the platforms of the testing machines. Then the 


water, under 90 pounds pressure, is turned on. 


Every casting must pass this excessive test twice. 
First in the rough, and later in the finished stage. 


Only then is it accepted as a part for a Royal, 


Marine or Gem Flush Valve. 


The picture above shows a portion of the 
Testing Room of the Sloan Valve Company, 
where nothing but flush valves are made. 


SLOAN VALVE CO.—CHICAGO 
Branches in All Principal Cities 
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BUSINESS REPORTS FROM LARGE JOBBING CENTERS 








1928 Volumes Were Good—Fourth Quarter Prices Showed 
) Strength 


large volume, totals for the year on some items 
being either equal to or better than those for 1927, 
while in some other instances a slight dip was recorded in 
the amount of material moved into consumption. It is 
probably safe to say that, on the average, volume, while 
large, fell off a little this year. With competition keen 
during the greater part of the year, a great deal of busi- 
ness was transacted involving fairly narrow margins of 
profit. | 
In the opinion of many students of business, the generally 
prosperous conditions of the past few years have continued 
to prevail and the underlying economic factors remain 
sound, justifying the expectation of continued good busi- 
ness in 1929. 


Close range buying was the general policy of wholesal- 
ers, who as a class held their inventories to minimum 
levels, the general run of orders placed by buyers for 
wholesale houses seldom extending over a period of much 
more than 30 days. Of course, where price advances by 
manufacturers made buying in larger quantities good busi- 
ness, this policy was deviated from for the time. Under 
this method of purchasing, m’any business ills resulting 
from highly speculative buying were missing in 1928 busi- 
ness. 

At no time during the year were wholesalers seriously 
inconvenienced because of inability to secure material, as 
stocks at sources of production were steadily maintained 
at a good level Reports from various sections of the 
country indicate that the year was unusually productive 
in the number of master plumbers turning toward modern 
merchandising 
methods. Also, 
a resume of 
1928 business 
is not com- 
plete without 
some mention 
being made of 
the growing 
interest shown 
by the con- 
sumsumer in 
Plumbing and 
heating prod- 
ucts designed 
to add to the 
comfort and 
appearance of 
the home, such 
as enameled 
ware, pottery, 
closet seats, 
boilers, water 


B iatee in plumbing and heating in 1928 was in 
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The above chart is based on figures secured from F. W. Dodge Corp. and shows how con- 
struction contracts were awarded in the 37 eastern states during 1928 
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heaters, medicine cabinets, swinging spout faucets, bath- 
room jewelry and various other products which are manu- 
factured in color. 

Construction activities maintained a brisk pace nearly 
all year and indications are that 1929 will open with a 
large amount of work on architects’ boards and in various 
other stages of progress. According to the F. W. Dodge 
Corp., new construction started in the 37 states east of 
the Rocky Mountains during the first eleven months of this 
year, amounting to $6,195,529,800, shows an increase of 
6 per cent over the amount started during the correspond- 
ing period of last year. Of the eight geographic districts 
covered by this survey, three of them have shown increases 
over their totals for the entire year of 1927. These districts 
are the New England states, the Middle Atlantic states and 
the Central West. Analyzing the same kind of building 
activity in the other five districts for the first eleven 
months of 1928, New York state and northern New Jersey 
were 8 per cent ahead of the corresponding period of last 
year; the Pittsburgh district shows a loss of 4 per cent; 
in the Northwest the loss was 5 per cent; the Southeastern 
states lost 6 per cent; Texas showed a gain of 4 per cent. 

The chart on this page gives a general picture of how 
the construction contracts were awarded in these 37 
states. 

Early in the year the price situation left much to be de- 
sired, but with the arrival of the fourth quarter manufac- 
turers in several lines issued higher sheets and the entire 
market turned into 1929 on a stronger price foundation. 
Reports from the Pacific Coast indicate that in general 
more strength attended wholesalers’ prices to the trade 
than in 1927, 
although for a 
short period 
the market 
wavered in 
southern Cali- 
fornia. Dur- 
ing the year a 
number of 
manufac- 
turers estab- 
lished ware- 
houses for 
their products 
in this terri- 
tory. Produc- 
tion was s0 
geared that 
ample sup- 
plies were 
available at 
all times on 
the Coast, 
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Enameled Ware Shipments Varied Little 
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3,741,567 pieces of enameled ware shipped, as com- 
pared with 3,733,107 pieces for the corresponding period 
of 1927. The “shipment” line on the accompanying chart 
is based on figures obtained each month from the depart- 
ment of commerce and shows just how this business was 
divided over the year. No figures are as yet available for 
November and December, and so, shipments for these two 
months are necessarily estimated. Of the total pieces 
shipped during the ten months of this year, 998,175 were 
tubs; 1,113,374 were lavatories; 1,153,373 were sinks; 
and 478,185 were miscellaneous ware. The totals for the 
same period of 1927 were: 998,350 tubs; 1,103,161 lava- 


| rents the first ten months of 1928 there were 
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tories; 1,152,596 sinks, and 487,460 miscellaneous ware. 

The year opened with manufacturers’ prices at the level 
established in December, 1927, when a reduction of 15 per 
cent was announced. This, by the way, was the first price 
change on this commodity since 1923. About the middle 
of April, as shown on the chart, manufacturers advanced 
prices 5 per cent. This probably accounts to some extent 
for the heavy shipments during May, as most jobbers cov- 
ered at the time of the change. Except for this one in- 
stance, close range buying was the general rule among 
distributors. Early in June, roll-rim and apron sink laun- 
dry tray combinations were reduced by most producers 
about 15 per cent. 


Soil Pipe Market Was Weak 
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N the past it has not been unusual! for prices on soil 
I pipe to change as frequently as seven times a year. In 
1926, however, makers’ published prices changed only 
once, and in 1927 only one reduction and two advances 
were made. This year, though, no fewer than seven price 
changes occurred. No attempt has been made to indicate 
each and every price change on the chart, as during a 
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large part of the year makers’ sheets differed and the 
market was weak. Therefore, the “price” line only pur- 
ports to follow the actual going market, according to the 
lowest sheets at the time. 

The year opened with prices at the level established 
early in July, 1927, but on January 4 practically all foun- 
dries reduced prices 10 points. On February 2 a further 
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reduction of 2% points was made by some producers, but 
this was replaced with a 12% point advance about the 
middle of the same month. Around April 14 a price re- 
duction of 12% points was announced, and, while this was 
not met with new sheets by all makers, it was however 
the market until July 2, when the factor which made the 
last mentioned change raised its prices 2% points. The 


DOMESTIC ENGINEERING 


107 


market continued on the side of buyers until November 3, 
at which time practically all foundries stiffened prices to 
within 5 points of the high point of the year. On Decem- 
ber 3 another 2% points were added to wholesalers’ costs. 
Definite information regarding shipments of soil pipe is 
not available and so the “‘shipment’’ line is guided by in- 
formation gathered for the weekly market reports. 


Steel Pipe Sales Totaled Well 
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HE “‘price’’ line on the accompanying chart is straight, 

as no changes have been made in manufacturers’ 
price sheets since early in 1923. On April 2, however, the 
5 per cent special preferential put into effect by some mills 
in October, 1927, was withdrawn. Mill prices were firm 
when the year opened and continued that way throughout 
the entire twelve months. Since figures on actual ship- 
ments are not available, the ‘‘demand’”’ line on the chart is 
guided by information secured each week for the ‘‘Domes- 
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tic Engineering’’ market reports. At no time did jobbers 
show any disposition to build up their stocks, contenting 
themselves with average inventories and depending on 
mills for quick shipments. Ample supplies were available 
at mills at all times. Demand got away to a rather late 
start, but started to mount in late spring and held at a 
satisfactory level until October. Then a gradual recession 
set in as jobbers trimmed their stocks for inventory and 
requirements of contractors lessened. 


Steadiness Marked Movement of Pottery 
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HE “shipment’’ line on the chart is guided by figures 
obtained monthly from the department of commerce 
and clearly pictures the movement of pottery during the 
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first ten months of this year. As totals were not avail- 
able at the time of going to press for November and De- 
cember, these two months have been estimated. Ship- 
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ments for the first ten months of 1928 amounted to 
2,957,637 pieces, as compared with 2,900,633 pieces for 
the corresponding period of 1927. The chart shows that 
shipments reached their highest point in March, and, after 
dropping off a trifle in April, held at close to the same level 
for the remainder of the year. 

The “‘price’’ line on the chart is representative only of 
wash-down bowls and six-gallon tanks, as these are the 
only items on which prices were changed during the year. 
When the year opened the market was at the level estab- 
lished in May, 1927. The one and only change occurred 
toward the middle of February when wash-downs were re- 
duced 25 per cent and 6-gallon tanks were lowered in price 
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12% per cent. The “price’’ line represents the average 
change on the two items, which amounted to about 18 %; 
per cent. Makers were in sufficient production on staples 
to grant quick deliveries. At no time did wholesalers 
show much of an inclination to order ahead for their an- 
ticipated requirements. Colored ware played a more im- 
portant part in this year’s business than ever before, and 
it is stated that potters have gained about one month 
since the first of the year in their ability to deliver this 
type of ware. The index numbers on the left hand side of 
the chart indicate the per cent of price change and those 
oh the right hand side show shipments in thousands of 
pieces. 


Demand For Fittings Was Substantial 
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HE “demand” line on the chart indicates as clearly 
doe possible, without actual figures being available, 
the movement of malleable, cast iron screwed, flanged and 
drainage fittings during 1928. The line is based on infor- 
mation gathered during the year for the weekly market 
reports of “Domestic Engineering,’’ which indicate that 
brass fittings also followed a line very similar to the one 
on the chart. 

The “price’’ line shows the changes made by manufac- 
turers during the year in their prices to wholesalers on 
malleable and cast iron fittings. It will be noted that 
prices were reduced about 5 per cent early in January 
and that toward the first part of April 5 per cent was 
added to wholesalers’ costs. Then on June 11 most man- 
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ufacturers raised their prices 5 per cent and on November 
15 another 5 per cent advance was consummated. Brass 
fittings enter the new year at the level established on No- 
vember 15, at which time prices were advanced about 5 
per cent over the sheet previously in effect. During the 
greater part of the year wholesalers contented themselves 
with buying in small lots for current requirements. At the 
time of the various price advances, however, most jobbers 
purchased quite freely for their future needs. Reports 
indicate that manufacturers’ totals for the year will be 
very favorable. 

At no time were shipments delayed enough at plants 
to embarrass jobbers, as most distributors kept their hold- 
ings fairly well rounded out and production was steady. 


Range Boiler Volumes Dip— Prices Steady 


idea of the way in which range boilers moved during 
1928. but definite figures are lacking on the shipments of 
this commodity. Unlike the last two years the market 
was not greatly disturbed with price changes, only two 


£ ie “demand’”’ line on the chart gives a fairly good 


changes being made in manufacturers’ published quota-. 


tions. 

The year opened with the prices established on Decem- 
ber 10, 1927, in effect. Toward the latter part of March, 
the first price change occurred in manufacturers’ prices, 
being an advance of 5 per cent on the 30 and 40 gallon 
sizes. Jobbers entered 1928 well covered on their future 
needs, as a result of the price advance in December, 1927, 


and there was little new ordering on their part during 
January, February and early March. During this period, 
however, manufacturers’ shipments were quite good. The 
March price advance brought to light some fresh business 
for producers and their shipments again stepped up in 
June. 

September, October and November witnessed an 
improvement in master plumbers’ needs, and this was re- 
flected to some extent in factory shipments. The second 
and last change was made in producers’ prices early in 
July, when both riveted and welded types were reduced 
approximately 12% per cent. 

During the greater part of the year wholesalers ad- 
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hered quite closely to the policy of buying in small lots, 
and, when deficiencies cropped up in their inventories, 
asked for rush shipments, which were usually granted by 


DOMESTIC ENGINEERING 109 


factories. The year closed with makers’ volumes gener- 
ally lower than last year, but with prices reported on a 
firm basis. 
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Brass Pipe Sales Show Gain 


RASS pipe was in greater demand during 1928 than it 
B was in the preceding twelve months, according to in- 
formation gathered from week to week for the regular 
market reports. There was nothing about the rate at 
which jobbers drew on manufacturers to create a feeling 
other than one of satisfaction. The movement of this ma- 
terial was quite strong from week to week and showed 
little diminishment until late fall. The ‘‘demand” line on 
the chart is created from information secured -for the 
weekly market reports, as definite statistics concerning the 
movement of this commodity are not available. 

The “price’’ line gives a general idea of the trend of 


prices during the year, and, while all manufacturers did not 
advance their prices on exactly the same dates, the line 
nevertheless shows how prices mounted, especially toward 
the end of the year. Manufacturers advanced their prices 
to wholesalers no fewer than five times during the year, 
each separate advance amounting to one-quarter of a cent 
per pound. The first advance occurred on May 15 and the 
next was on May 25. Prices held at this level until Sep- 
tember 17, when the next advance was recorded. Then in 
quick succession advances were announced on September 
24, October 22, October 25 and October 27. The year 
closed with the market firm. 
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Sales of Brass Goods Reached High Mark 


and tubular brass goods was made more difficult this 
year as actual figures on these two items were not avail- 
able from the department of commerce, where they have 
been secured in the past. The “demand” line is a com- 


Eiger charting of an accurate ‘“‘demand’’ line for cast 


posite of both cast and tubular goods and gives a rather 
clear idea of the movement of these items during the year, 
being based on information gathered for the weekly mar- 
ket reports of “‘Domestic Engineering.’”’ The first part of 
the year, excepting the filling in processes after inventory, 
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showed little activity on jobbers’ parts. In the early 
spring demand commenced to pick up steadily. When 
manufacturers of tubular goods advanced their prices 5 
per cent in September, wholesalers purchased quite freely. 
Around October 1 makers of cast brass goods increased 
prices approximately 5 per cent and followed this with a 
similar advance around the middle of November. While 
makers’ prices were lacking in strength at the first of the 
year, the higher copper market from September on went a 
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long way toward strengthening prices on brass goods. 

The price situation in plumbers’ brass goods makes it 
almost impossible to indicate on a chart the exact trend, 
as there are so many items which are affected in various 
ways when new sheets are issued. While no attempt has 
been made to follow the price changes of every manufac- 
turer in the “‘price’”’ line on the chart, this lines does give 
a fairly good idea of the general trend of cast and tubular 
goods. 
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Steadiness Marked Wrought Iron Pipe 
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sonally fair, mills did not experience much of a 
change of pace in demand until the very end of the first 
quarter. April and May accounted for average tonnages, 
and in June the upward swing became definite as the ef- 
forts of salesmen were rewarded with larger volumes from 
week to week. In fact, the high peak of the year was 
reached along about the middle of the year by mills in 
most districts. From late August on through October, 
mills made up some of the losses incurred during the first 
quarter, and came down to the end of the year with aggre- 
gate tonnages perhaps a trifle below those for 1927. 


Pager into 1928 facing a demand that was only sea- 
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Definite figures are not available concerning the move- 
ment of this commodity, and so the ‘‘shipment’’ line on 
the chart is necessarily based on information gathered for 
the weekly market reports. It portrays, however, the 
general steadiness that featured the movement of wrought 
iron pipe. At no time did wholesalers show any disposi- 
tion to purchase in large quantities. Mill prices were 
firm all through the twelve months, holding at the level! 
established early in 1923. Production was well geared at 
all times and wholesalers experienced no difficulty in se- 
curing pipe as wanted. Prospects for 1929, in the opinion 
of most mills, are good. 











Boiler and Radiator Tonnage Was Heavy 


Cast Iron Boiler Shipments 
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T seems to be quite generally agreed among boiler and 
| radiator manufacturers that the year 1928 will show 
a nice increase in tonnages over last year. The ‘‘shipment’”’ 
lines on the charts are based on figures secured each 
month from the department of commerce and show the 
movement of square boiler, round boiler and radiators. 
(November and December estimated.) From January 
until April shipments fell off slowly, but in May com- 
menced to pick-up and mounted steadily to a high neak in 
October. It is interesting to note the large increase in 
square boiler shipments. From August until nearly the 
end of the year shipments of square boilers were at a 
higher level than at any time in 1927. 

The index numbers on the right hand side of the boiler 
chart designate shipments in millions of pounds, and on 


BOILERS) SHIPMENTS (SQU 





BOILERS 


the radiator chart in millions of square feet of heating 
surface. The numbers on the left indicate the per cent of 
price change, zero representing the prices in effect when 
the year opened. January 2 witnessed a reduction on ra- 
diators that ranged from 10 to 40 per cent, being on a 
sliding scale basis. This reduction averaged about 15 per 
cent. 

Boiler prices were not changed, but at the same time 
manufacturers announced the abolishment of the period 
price change system. About May 22 radiator prices were 
again stepped up about 5 per cent, and then on June 18, 10 
per cent was added to manufacturers’ prices on radiators 
and 5 per cent to boilers. The last price change took place 
on November 28, when both boilers and radiators were ad- 
vanced about 10 per cent. 


Radiator Shipments 
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This Week’s 
MARKETS 








Business Holds At Fair Level 


R EPORTS from the large jobbing centers of the country indicate that the majority of wholesalers de- 


voted a large part of their time during the week to counting their stocks. 


Master plumber con- 


sumption, however, held at a fairly good level for this season, but jobbers took care of this business where 


possible without taking in fresh supplies in order to simplify inventory-taking as much as possible. As a 


result, shipments leaving manufaciuring sources were irregular and usually small in size. In the majority 


of cases wholesalers have not given a great deal of attention to placing orders for their first quarter needs, 


but of course exceptions to this are found in some commodities, especially those on which price advances 


have recently occurred. Prompt shipments can be had at most manufacturing sources, and makers’ prices 


are unchanged since last week's report. 


CENTRAL WEST 


Week’s Business Was Light— 


The last week of the year did not bring to light a great 
amount of plumbing and heating business in this district. 
While activity was more pronounced where contractors 
are concerned than among manufacturers and whole- 
salers, most of the latter of whom are engaged on inven- 
tory, even installers seemed to find things a little more 
quiet than in the past few weeks. The majority of whole- 
salers have not gone a long way toward buying for their 
next year requirements, although there are, of course, 
some exceptions to this statement. No price changes were 
announced during the week by producers. Prompt ship- 
ments are available at sources of supply. 

Soil Pipe 

Most manufacturers have a fair amount of business 
on their books and are entering the new year in good 
shape. Wholesale stocks are large enough to take care 
of current needs, and master plumber consumption is fair. 
Makers’ prices are unchanged. 

Pipe—Steel and Wrought Iron 

Business on the whole was only fair for steel and 
wrought iron pipe salesmen during the week. The pipe 
racks of wholesalers have been lowered for inventory pur- 
poses, and while some orders have been placed for after 
the first of the year shipment, this tonnage is not heavy. 
Small-sized orders are the general rule. Mill shipments 
are prompt. 

Fittings 

As in the case of the other major commodities, whole- 
salers showed no inclination to take in fresh stocks during 
the week, except where necessary. Factory stocks are 
such that immediate shipments can be had. No price 
changes were announced during the week by makers. 

Enameled Ware 

Shipments leaving factories were mainly in small quan- 
tities for wholesalers’ immediate needs, as jobbers were 
holding down their stocks for inventory-ts.).ing. Master 
plumber consumption is fair. Factory prices are un- 
changed, 


Pottery 

While some buying has been done by wholesalers for 
their 1929 requirements, not a great deal of stock was 
received by distributors during the week. No changes 
have been announced in potters’ price sheets. Prompt 
shipments can be had. 

Plumbers’ Brass Goods 

Most manufacturers are entering 1929 with a fair 
amount of business on their books for shipment during 
the early part of the year. Wholesalers’ stocks are large 
enough to meet current needs, and makers can ship with- 
out undue delay. Prices are reported firm and un- 
changed. | 

Range Boilers : 

Shipments leaving range boiler factories during the 
week were mainly small in size. Wholesalers as a general 
rule are fairly well stocked and are not desirous of build- 
ing their holdings at this time. Prompt deliveries are 
available at factories. 


P Boilers and Radiators 

While shipments have fallen off considerably since 
the high mark of October, business in the heating line 
is still at a good pace. Factories can ship most items 
promptly, and manufacturers’ prices are unchanged. 


NEW YORK 
Construction Is Ahead of 1927— 


New building and engineering work contracted for in 
the metropolitan. district of New York during the period 
January 1 through December 14, shows an increase of 
almost $90,000,000 over the amount contracted for dur- 
ing the year 1927, according to F. W. Dodge Corp. This 
year’s total up to December 14 was $1,482,371,100; last 
year’s total was $1,392,618,600. 

Demand for plumbing and heating materials in the 
Greater New York market seems to have hit bottom last 
week, as this week in some respects at least gave a better 
account of itself. This no doubt was due to some buyers 


for wholesale houses making engagements that are in- 
tended to strengthen their holdings after inventories are 
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completed. Some jobbers have already finished this work 
and are commencing to replace depleted stocks. 
Soil Pipe 

The situation surrounding soil pipe deviated but little 
from the tenor of the preceding week. Foundries are hold- 
ing well to the provisions incorporated in the last commu- 
nication which they put in the hands of jobbers shortly 
after the first of this month. 

Pipe—Brass, Steel and Wrought Iron 

Nothing has occurred to give pipe new aspects. Job- 
bers in a limited way have begun to prepare their stocks 
for the January demand of plumbing and heating con- 
tractors. Business coming from this quarter during the 
week for which this report is intended was in no sense 
broad. 

Fittings 

Piping contractors did not come into the marke* for 
fittings in quantities great enough to create a demand on 
the stocks of jobbers that was reflected in any great de- 
gree to manufacturers. Some jobbers bought for later de- 
livery, but the volume involved was not in any sense sub- 
stantial. 

Enameled Ware 

Contractors’ needs at this time are light when the buy- 
ing pace they set a few weeks back is recalled. Neverthe- 
less, there was some enameled ware business closed during 
the weekly period with which this report deals, most of 
which called for after January 1 shipment. 


Pottery 
While master plumbers now are probably setting limited 
quantities of fixtures, the future holds enough in the way 
of potentialities to give the business index surrounding 
pottery a bright outlook. Some few contracts were closed 
here and there during the past few days. Prices have not 
been changed by manufacturers. 


DOMESTIC ENGINEERING , 


113 


Plumbers’ Brass Goods 
Many jobbers are anticipating their first quarter needs 
for delivery beginning after the first of the year. This 
is true of both cast and tubular brass goods. Master 
plumber demand has lessened during the past week or 
ten days, but consumption is still quite a factor. 
Range Boilers 
Demand for range boilers has not been given anything 
unlooked for by plumbing contractors; therefore, jobbers 
are ordering conservatively. This is creative of a small 
amount of business for manufacturers. 
made no announcement of change in prices. 
Boilers and Radiators 
Some manufacturers are still well engaged extricating 
themselves from the large number of orders which they 
received following the advance in prices. 


MIDDLE ATLANTIC 


Demand Is Irregular— 


The rate of sales during the week covered by this re- 
view, from the standpoint of jobbers in the Middle At- 
lantic territory had little semblance of regularity. The 
business placed by buvers for wholesale houses as a con- 
sequence had a decidedly mixed trend. Some few have fin- 
ished taking inventories and are bringing their stocks up 
to a point that will protect them against shortages. This 
has resulted in a moderate amount of activity at least, but 
for the most part jobbers took in only odd lots of mate- 
rials to tide them over. Most manufacturers, however, 
have enough business on their books for delivery after 
January 1 to give them a fairly good start. 

(Continued on Page 117) 
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A Practical Manual 


(Fives not only the details of the methods of construction, design 
and installation of heating systems, but also completely explains 
the principles upon which they are based—so clearly that any 
heating man can understand it. 





A Fewof the Many Things [t Explains 


The Practical Manual explains all the fundamental laws governing boiler and radiator heat. 
It begins with the chimney, an important item in the successful operation of a plant, and ex- 
plains all the elements that affect the draft. It gives various methods of figuring radiation; ex- 
plains what causes heat loss and how to determine the amount of radiation to counteract this 


loss. . 


It explains and illustrates in detail the construction of boilers, showing the evolution of heating 
boilers. It explains the different effects obtained by using coal as fuel and how to figure the 
results to be obtained from a given boiler with a given quality of coal. 


It explains the heating value of various kinds of fuel. It contains a valuable chapter on radia- 
tors. Vapor heating systems are described in detail. The fundamental principles on which all 
vapor systems are based, are given. Vapor pump heating systems and Vapor-Vacuum Sys- 
tems are analyzed and described. 





The book is illustrated throughout. In some cases, in order to illustrate the subject, an entire layout of a house has been made. 
It states so simply the reason for each step and explains it so clearly that any steam-fitter or plumber can properly measure up 
@ house for heating. It is the only complete book on vapor and vacuum heating. 


PRICE $3.00 POSTPAID 
Published by 


Domestic Engineering, 1900 Prairie Ave., Chicago, Ill. 
BOOK DEPARTMENT 

















114 


DOMESTIC ENGINEERING 


December 29, 1928 











Martin Cook, Architect 


ODERN living condi- 

4 | VI tions, particularly in 
apartment houses, demand 
QUIETNESS. But that is 
rot the only reason Geo. K. 
Banzhoff installed the T/N 
in the Trombley Lodge 
Apartments, Detroit. 


The T/N has a powerful 
“whirlpool” flushing action 
that quickly, thoroughly 
y cleanses the bowl. It is non- 
overflowing. Is built in One- 
Piece without cumbersome 


wall-tank. Saves space in 





Geo, K. Banzhoff, Plumber 


small bathrooms—can be in- 
stalled in a corner or even 
under a window. It is incon- 
spicuous in appearance. The 
cost, surprisingly, is well 
within the limits of the 
modest building budget. 


We urge you to try the T/N 

on the next job you specify. 
You'll find the profit most 
attractive. Easy to install, 
too—only two connections 

to make. Write us today for 

the name of your nearest 

jobber. 


NOW T/N IS ADVERTISED 
TO THE HOME OWNER 


A selected group of several million readers in Good 
Housekeeping, Better Homes and Gardens and House 
and Garden and others are now reading T/N adver- 


tising. Get their business—stock the T/N. 





IN 


ONE PIECE WATER CLOSET 


AO 
WN 


TOILETS 


in this Detroit apartment 





bring attractive 
profits 








NE PIEC 
WATER CLOSET 


SILENT NON-OVERFLOW 











Patented, Patents Pending 


























W. A. CASE & SON MFG. CO., 

Dept. 512-B, 220 Delawate Ave., Buffalo, N. Y. 
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THE TRADE 
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NEWS FOR PLUMBING AND HEATING CONTRACTORS 








President Sheehan Greets N. A. M. P. Members 


HE National Association of Master 
"aan is fast approaching the half- 
century mark as an organization. 

This should cause us to reminisce a bit 
and make a survey of the great achieve- 
ments of our organization during its forty- 
six years of existence and to weigh with con- 
siderable deliberation the reasons for these 
accomplishments. 


We can not make these deliberations 
without considering the wonderful fore- 
thought and vision that must have existed 
in the minds of those men who participated 
in the preliminary deliberations that were 
responsible for the forming of the National 
Association of Master Plumbers of the 





Jere Sheehan, Jr. 


United States. Truly it can be said of them, 
“They builded better than they knew.”’’ 


Those of us who are members of this 
trade association should ever remember the 
debt we owe these men, for the heritage 
which passed down to us and for which we 
should be deeply grateful. Include in this 
also, the names of those followed in 
the footsteps of our founders and carried 
on their work through these forty-six years, 
ever improving and helping the association 
and its members, until today, it stands fore- 
of the 


these 


who 


trade associations 
carrying out of 


and 


among the 
Only the 
policies of 


most 
country. 
remarkable 
thought down through these years could ac- 


vision fore- 


Arrange Program for Officers’ Conterence 


The seventh annual conference of association officers 
will be called to order at 10:30 o’clock on the morning of 
Monday, January 14, in the Florentine Room of the Con- 
gress Hotel. Reservations already received by the Plumb- 
ing and Heating Industries Bureau indicate that in point 
of attendance this conference will break all previous rec- 
ords. The bureau, in an advance announcement, says: 

“The program is the strongest ever prepared for any 
conference. It is built around three outstanding points: 
Commercial research, credit and national advertising and 
sales promotion. 

“While chief emphasis throughout the three days of the 
conference will be placed on these major topics, the pro- 
gram will be inclusive enough to cover all problems with 
which an active, progressive association is concerned. Dur- 
ing all of the conference, the discussion will tend to bring 
out the essentials in an association program. An effort 
will be made to get all delegates present to agree upon a 
uniform program for associations, so that all of the 500 
local and state associations throughout our industries may 
be working on the same lines in 1929. 

“With this object of uniformity in association work in 
mind, the bureau will have ready for discussion at the 
conference the first draft of a manual for association offi- 
cers. This manual will point out the possibilities in asso- 
ciation work—how an association can be of tremendous 
value if its efforts are directed along the right lines and 
properly guided. The manual will point out in a 
thorough and comprehensive way all the tie-ups between 
associations and bureau services. 

“For newly-elected officers of associations, this meeting 
will be of tremendous help. Here will be an exchange of 
experiences, a free and open discussion of the financing of 


also 
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associations. of association advertising programs, of the 
question of attendance at association meetings, and all of 
the thousand and one problems that an officer faces. 

‘‘Questions will be answered by the veterans in associa- 
tion affairs, by the presidents of the two national associa- 
tions who will be present, and by members of the bureau 
staff. 

‘**Make 1929 an association activities year, 
with which the bureau will go into the conference. 
just completed the most successful conference of advertis- 
ing managers and sales managers of the two industries in 
its history, the bureau looks forward to the presidents’ 
and secretaries’ conference with the optimism that comes 
The program has been planned; all 


’ is the slogan 
Having 


of a job well done. 
arrangements have been made; it is now up to association 
officers to respond. ' 

“While the conference is primarily for presidents and 
secretaries of local, state and national associations, other 
officers and members, too, will be welcomed and will be 
permitted to attend all meetings. 

‘Registration will take place from 9 to 10:30 on the 
morning of January 14. The purpose of the conference 
will be stated when the meeting is called to order at 10:30. 

“In the afternoon the heating and officers 
will meet alone and the officers of associations of master 
All officers will unite in joint 


secretaries 


plumbers will meet alone. 
meetings on January 15 and 16. 
hotel accommodations 


Bureau officers will 


“Send ina 
direct to the bureau and do it 
also be glad if you will state in your letter any wishes you 
hours 


your reservations for 
now. 
may have for subjects to be discussed. Several 
have been set aside for open discussion at which any prob- 
lems may properly be threshed out.” 
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complish such a goal. And it is only by a continuance 
of these policies and by keeping step with the march of 
progress, that we are going to be able to hold our posi- 
tion in the front ranks, which have fortunately been able 
to maintain so far. 

This is the season when the spirit of peace and good 
will predominates and it behooves us to enter whole- 
heartedly in the spirit of the time. Peace with your fel- 
low man means not only peace and good will in your so- 
cial life, but peace and good will in all your relations 
with him, especially in your business life. Help your 
business associates in their endeavors to reach that high 
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plane of competition, where there will be peace and good 
will for all. 

Help your officers and workers in your local and state 
associations, that they may be able to make 1929 the 
banner year of their existence. Do not stand by and let 
the ‘‘other fellow’’ do the work, but put your shoulder to 
the wheel and work, for it is only by concerted effort 
that great things are accomplished. 

Keep abreast of the times by taking an interest in the 
trade papers and reading the many fine articles that per- 
tain to the trade and the upbuilding of our profession 
that constantly appear in them. 


Secretary Penfrase Predicts Year of Accomplishment 


T THIS season of the year, we have 
A every reason to rejoice in view of our 
realization of the achievement of the past, 
and of our present position at the half-way 
period of this administration. 

With the intimate knowledge from a 
secretary’s viewpoint of what it means on 


the part of the national president to 
earnestly endeavor to create and main- 
tain enthusiam throughout the mem- 


bership, I believe that the organization as a 
whole appreciate the sincere effort on the 
part of President Jere Sheehan, Jr., to serve 
our best interest. 

This belief is verified by the spirit of co- 
operation displayed during this first half 
of our year by the state presidents and Ed. L. 
secretaries, and the interest expressed at our 
recent meeting of the board of directors and chairmen of 
the various committees representing the directing person- 
nel who assist in carrying out the policies of this admin- 
istration. 

It is no small task to select men of superior knowledge 
of our affairs, who are qualified and willing to devote 
the time and energy required to give service in every dis- 
trict. In consideration of the scope, geographically, we 
appear to have accomplished what the president set out 
to do in giving each section the proper consideration 
after having made a most careful survey. 

Through activity in the various zones, the names of 
our directors as a part of the forty-sixth official family, 
will stand out in the history of our organization as a 
group having produced worthwhile results. 


It was impossible to visualize or conceive in the past 
years that there would be such rapid strides and progress 
in our Plumbing and Heating Industries Bureau. The 
membership as a whole should appreciate the active part 
the National association committee has taken in planning 
and making effective a co-operative movement for the 
benefit of the entire industry, and that includes members 
who are actively engaged in the business in different of 
its various angles, that is, on the part of the men who 
handle residential work and those who prefer not to mer- 
chandise, but choose to handle the large contracts. No 
progressive movement has ever surpassed what has been 


accomplished through serious concentration on the sub- 
ject that means so much to all of our members. 
The work outlined through the co-operation of the 


scholarship and apprenticeship committees is going on in 
complete harmony of motive and action, both separately 
and collectively. 

This year there is a great deal in common between the 





Penfrase 


will help record this administration in line 
with the constructive progress that we are 
striving for. 

One of the outstanding features this year 
will be the work of the consulting sanitary 
engineer, William C. Groeniger, in pro- 
ducing a text book in three volumes, spon- 
sored by the scholarship committee. The 
educational value of this to our members 
will be tremendous. The chairman reports 
that the author is an authority on all mat- 
ters pertaining to sanitary engineering, and 
it is the general belief by all who know him 
that Mr. Groeniger is one of the best 

' qualified men identified with the industry to 
complete an encyclopedia that will for years 
to come assist all who are so fortunate as to 
possess the three volumes intended to solve 

conference and standardization committees. The person- 
nel of both insures progress and results that will be ob- 
tained through effective concentration on subjects of great 
benefit to our industry by men possessed of the knowledge 
and who have the tenacity to carry on and represent what 
we assume will be the requirements of all members of 
the association. 

If there ever was a time when results may be expected 
from the efforts of an educational committee, this will be 
a year of realization. Beginning now, and in harmony 
with the convention committee, a program is being per- 
fected that will satisfy all who seek additional knowledge 
of this business. 


With great care, the special committees have been se- 
lected by President Sheehan to carry on a great work in 
the interest of the organization. I am confident that in 
the new year and all through the balance of the present 
regime, all of these men that have been appointed will 
bring about results that will reflect credit to themselves 
as well as to the National organization; in fact, their work 
will aid in advancing the progressive policies outlined. 

With the co-operation that we anticipate from the en- 
tire membership throughout the nation, there will be no 
reason to doubt as to the results obtained and what will 
be accomplished. This is verified by the reports of all 
our committee and the Buffalo convention committee. The 
exposition and the convention as a whole will, from every 
viewpoint that may be visualized, surpass any previous 
effort. 

The loyalty and co-operation as exemplified from 
every direction gives us great re-assurance in crossing the 
threshold of the New Year. We of the national office 
extend greetings to the entire membership with the hope 
that all will prosper. 
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Markets 


(Continued from Page 113) 


PACIFIC COAST 
Week’s Business Was Light— 


Business was no more than ordinary during December. 
Price conditions, in so far as jobbers are concerned, show 
little if any change, and are based mainly on present re- 
placement costs. 

Soil Pipe 

Little activity was noted during the past week in the 
demand for this commodity, as most of the trade has good 
stocks. Jobbers’ stocks are fair and most of them have 
covered on their first quarter requirements. 

Pipe—Steel and Wrought Iron 

Stocks of steel pipe on the coast are fair in size, and 
jobbers are buying only as needs indicate. The trade’s 
needs can be filled without delay. Wrought iron pipe is 
moving in fair volume, just about average for this period 
of the year. Distributors have sufficient stocks to take 
care of the trade’s needs without delay. 

Enameled Ware 

Enameled ware continues to move in a moderate vol- 
ume with the trade waiting until definite needs are created 
before placing orders. Considering the time of the year 
most distributors have well assorted stocks and the trade’s 
needs can be promptly shipped. Prices are unchanged. 

Pottery 

Buying of pottery continues at a moderate rate with 
the trade purchasing only such material as is needed for 
immediate installation. Few inquiries out for future re- 
quirements. Stocks in distributors’ hands are fair and 
prompt shipments are the rule of Coast potteries. 


NEW ENGLAND 


Week’s Business Was Rather 
Slow— 


The closing days of the year entertained nothing spec- 
tacular nor variable in plumbing and heating circles as 
compared with those activities which marked the earlier 
days of the month. During December contractors’ re- 
quirements have kept up quite well, but the gradual de- 
cline in construction has accounted for depreciated sales 
of the majority of distributors. At this writing move- 
ments of the various commodities from sources into job- 
bers’ hands are practically negligible, the only purchas- 
ing consummated by wholesalers being for minor quanti- 
ties of materials for contractors’ immediate uses. Due 
to inventory taking and the bustle in their offices as books 
are about to be closed for the year, distributors could 
not give much time to those manufacturers’ representa- 
tives who have been trying to book business for early 
year shipment. 

Soil Pipe 

The character of demand both on master plumbers’ and 
wholesalers’ parts was but very little changed over pre- 
vious weeks in December. Foundries are prepared to 
effect quick forwardings. Manufacturers’ prices are firm 
and unchanged. 

Pipe—Brass, Steel and Wrought Iron 

Except for small fill in orders, jobbers did practically 

no buying during the last seven days. December has 
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) ~~ ARMSTRONG BROS. 


3 Improved Chain Pipe Vise 


4 
- 






Light, Strong—Fits in tool bag, attaches anywhere. One 

iece (patented) drop forged jaws give full support, prevent 
Coodinn smallest pipe. Base and handle are drop forged, 
Screw of Alloy Steel, Chain—proof tested. 








This Mark Assures Satisfaction 





Armstrong Bros. Hinged Vises are ot improved 

esign and superior workmanship. Automatic lock- 
ing, quick action, great strength, convenient weight, 
Jaws of hardened tool steel — Hooks Drop Forged. 


Write for Free Catalog B-27 Today 


ARMSTRONG BROS. TOOL CO. 
323 No. Francisco Ave. Chicago, U.S.A. 











An ounce of 
prevention ~ 


I. isn’t your fault when a cus- 
tomer forgets to turn feed water 
on or off. But it’s your fault if you 
don’t at least tell] him about the 
device that never forgets the boiler 
water line. New booklet describes 
the self-cleaning duplex feeder 
that stands alone. 


McDONNELL & MILLER 
400 N. Michigan Ave. Chicago 


McDONNELL & MILLER 
Self-Cleaning 


DUPLEX FEEDER 


NAGPAPA DABS 
Happy New Dear 


The Novelty Steam Boiler Works Co. 


Clare and Kloman Sts., Baltimore, Md. 
















* 


& 





Mfrs. of 


»ARROW > Steel Tanks | 
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Electric Water Systems 
For Shallow or Deep Wells 
Filters + Septic Tanks 
Let us send you new Price Sheet 


and all de s on Duro Finance 
Plan which makes sales easy. 


The Duro Company | 


800 Monument Ave. Dayton, Ohio 
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VERTITANK WATER SYSTEM 
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You'll Need It 
....-Order your 
copy of the 
New Catalog 
...es NOW 


New! New! 


Our New Catalog E for 1929 will 
be ready for distribution January 
10th. If your name does not now 
appear on our list, write us so 
that you will be sure to receive 
a Copy. 





This is not just another catalog. 
It isa valuable buying guide with 
much useful data. 


Send us your name today, speci- 
fying the name of your jobber. 


LAVELLE RUBBER CO. 


320 W. Illinois Street 
CHICAGO ILLINOIS 
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Universal Radiator Hanger 


Fit any standard tube or wall type radiation. 
Heavy in construction —Requiring only one wall ) 
bolt--Fully adjustable and convertible on the job— 
Ihey cut labor costs. 

Large stock for immediate delivery in centrally located 
cities. 

Try them now and increase your profits, by cutting 
your labor costs. 


Send for Bulletin R-/. It gives complete information. 
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given a good account of itself in so far as an active con- 
sumption demand has obtained for steel pipe. Whole- 
salers have been taking only small sized shipments of 
brass pipe and have been keeping their stocks low, but 
at safe levels. Trading in wrought iron pipe, while not 
of broad dimensions, is satisfactory to those concerned. 
Mills continue in position to make satisfactory deliv- 
eries. 
Fittings 

The majority of wholesalers came through the closing 
week of the year with minimized stocks, but nevertheless 
having sufficient assortments as to promptly care for 
whatever orders came to their hands. Demand from heat- 
ing contractors for cast iron fittings continues of substan- 
tial proportions for this season. Interest in other types 
of fittings receded as the month neared its close. 

Enameled Ware 

In so far as wholesalers have been exercising caution 
in their recent placements with factories, lest over stocks 
appear on their January 1 inventory sheets, present for- 
wardings from sources are of light nature. Plumbing 
contractors are still well engaged and shipments from 
wholesalers continue to be seasonally active. 

Pottery 

Wholesalers were not in the market during the past 
seven days for sufficient quantities of staple ware to ac- 
count for any special display of enthusiasm on pottery 
salesmen’s parts. The latter, nevertheless, expect that 
first of the year delivery specifications will partially re- 
sume November and early December activities. 

Plumbers’ Brass Goods 

Contractors’ needs during the week were not particu- 
larly active and movements from factories to jobbers’ 
stocks were less so. Most wholesalers have sufficient as- 
sortments of both cast and tubular items on hand to grant 
quick delivery service to their trade. Brass salesmen have 


secured a fair volume of future delivery business. 


Range Boilers 

The plumbing trade is purchasing range boilers only 
in quantities as needed for immediate installations. 
Wholesalers, too, have been maintaining sufficient stocks 
throughout the past month and during the past few weeks 
have experienced but little need to re-order. Several 
makers have reported a fairly good buying movement on 
wholesalers’ parts for first of the year delivery. 

Boilers and Radiators 

Activities among heating contractors are somewhat 
diminished over what they were last month, but their 
present needs are of sufficiently broad scope as to account 
for good seasonal tonnages recorded by makers. 


SOUTHEAST 


Year’s Building Breaks Past 


Records— 


With the issuance of a building permit for $5,500,000 
for the construction of a 25-story office building all pre- 
vious building permit records were shattered for Atlanta 
when the total for the year reached the high mark of 
$27,000,000. This figure only represents construction 
work within the city proper, but is indicative of the gen- 
eral building activity in this section. Most sellers in this 
territory are of the opinion that the momentum thus set 
will continue well into the coming year. This optimistic 
view in the plumbing and heating trade is substantiated 
by the reports from local architects that a large number 
of construction projects will soon be awarded. 
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' Progress in_Standardization 


(Continued from Page 28) 








SIMPLIFICATION PROVED PRACTICAL 

HE NUMBER of industries that have applied simpli- 
T fied practice has rapidly increased; the general man- 
ner in which adherence to the schedules agreed upon and 
the actual savings reported traceable to production on 
this basis, proves outstandingly that the movement is 
practical. The interest of the Department of Commerce 
may be called to the need for action along simplification 
lines by any one concerned,—the industry generally or a 
single company, in which case an investigation is made 
by the division of simplified practice, and the feeling in 
the matter of the entire industry is ascertained. With 
sufficient response, and indication that action is desired, 
the co-operation of the trade association is sought, and 
the manufacturers are asked to appoint a committee to 

make a survey of production, variety and demand. As a eS es Rene 
result, it is often found by investigation that 80 per cent < BL 2K -: : 
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of the business is done in 20 per cent of the varieties 

that are produced. With the outcome of the survey, what- me 
ever it may be, incorporated in a composite analysis, the = 
division invites manufacturers, distributors, consumers, 
and such technical and other organizations as may have 
an interest, into a general conference to formulate plans 1 
for the good of all concerned. The recommendations thus uy 
developed in the conference are then broadcast by the 
division, and a formal letter referendum is conducted. 
When acceptances representing at least 80 per cent of 
production, distribution and organized consumer inier- 
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ests are forthcoming, the results of the conference action Fig. 800 Series 
Home Water System 


are published as simplified practice recommendations in 
the ‘‘Elimination of Waste”’ series of the Department of 
Commerce. 

Trade associations are in a position to take an impor- 
tant part in the simplification movement because of the 
fact that they are a centralizing agency for the interest 
of the industry. They can compile and revamp pertinent 
statistics as well as do much toward crystallizing senti- 
ment for the elimination of waste so that it may be en- 
joyed by all to the fullest. 


Simplified practice is made effective only by adoption 





























In performance on the job--the final and 
supreme test of every piece of apparatus — the 


and adherence by the industry. This is carried out by Burks Super-Turbine Pump is daily proving its 
the observance of good faith of those pledging themselves: superiority and building up a vast army of satis- 
“We will use our best effort in securing general adoption fied owners. . 
of the simplified list.’’ The division has no police power And that is what you are seeking first of all 
to enforce simplification. as simplified practice rec F rroven dependability in a Home Water System that 
‘ “eye nen ceregeedealmndcinia denn awer’ epee can be sold at a profit, a system that makes friends 
dation is the work of the industry, and not of the govern- of your customers and who in turn become a 
ment; therefore it is the industry’s problem to see that valuable asset to your business. 






One moving part in the Burks Super-Turbine! 
No metal to metal contact 
and therefore no wear. 
Functions perfectly un- 
der the most ex- 
treme conditions. 


SELL IT! 
INSTALL IT! 
FORGET IT! 


the schedule is followed. 








SIMPLIFICATION TENDS TO INCREASE 
CONSUMPTION 
LOSE adherence to this practice does away with a 
C certain amount of confusion which formerly existed 
because of over-diversification, makes possible more in- 
telligent understanding of the merchandise offered, thus 
giving the consumer the opportunity of placing greater 


dependence on his own observations and less on high pow- 

ered salesmanship. This tends to increase consumption DECATU ]2 
by holding down costs in the face of higher prices of raw 

materials and other factors. The movement has exten- Pp U M Pp CO. 
sively decreased booms and slumps of the market through 
the stabilization of production and reducing seasonal op- DECATUR ’ ILLINOIS 
eration. It also gives the manufacturer an opportunity 
to take full advantage of mass production, to plan more 


comprehensively, to invest more prudently in raw mate- 
rials, and to enjoy easier financing through the reduction 
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BRASS PIPE 
AND FITTINGS 


Order from jobber—Get 
Mueller Genuine Brass Pipe 
with Mueller Fittings. Send 
for new Mueller Catalog. 


Mueller Brass Co. 


PORT HURON ” MICHIGAN 














SIMPLIFIED VAPOR HEAT 


HREE special appliances in the boiler room 

and a valve on each radiator. That’s all the 
special parts you need, to install the Hutchi- 
son Vapor System. No special training or 
special skill required, other than the normal 
experience of a good steam fitter. 
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Hutchison Regulator 


Sales Corporation 
4306 —~— 36 Street Long Island City, N. Y. 
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High Grade Plumbers 
Ware — Two-Fired 
Vitreous China 
Plate 100-E Lavatory on 


Pedestal. Two sizes— 


24x20 inches and 26x22 


inches. 

Plate 126-E “The Tran- 
quil’’ all white Syphon 
Jet Water Closet Com- 
bination, including—~ 
Plate 125-E concealed 
jet syphon, to rough 
in at 12 inches: Plate 
218-E large size tank, 
with special fittings. 
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of inventories. Distributors benefit in so far as invest- 
ments in stocks, the speeding up of turnovers, lower ware- 
housing space needs, and the stability of lines are con- 
cerned. Another advantage of importance is the ability 
of producers to render more expeditious service. On the 
other hand, the master plumbers and heating contractors 
benefit to the extent that they get better value, prompt 
deliveries and quick replacement service when inter- 
changeable parts are involved. The simplified practice 
program also provides a means of indicating that products 





A group of those in attendance at the meeting on staple 
vitreous china plumbing fixtures in front of the Commerce 
building, Washington, D. C., in September, 1926 


conform to the recommendations for that commodity in 
the form of a tag, label or insignia. 

The chief difficulties experienced in the practical ap- 
plication of simplified practice programs are: variance 
in competitive viewpoints; misconception of the govern- 
ment’s intent to be of service to industry; and the inclina- 
tion to stress individualism and to minimize co-operation. 
There are many instances where manufacturers have de- 
liberately produced odd sizes and types hoping to secure 
competitive advantages. This has been proved a mistaken 
idea, as there is less competition between similar items 
than between products of the same quality, character and 
designation. The fear that the co-operation offered by 
the government might result in interference, has been 
dissolved, and many men in the various groups of the 
pluihbing industry acknowledge that they have not had 
such an experience, but instead have received genuine, 
impartial co-operation. 

Simplified practice, while being distinctly apart from 
standardization, has much to do with preparing the way 
for a program along those lines. It is appreciated that, 
when a manufacturing group has adopted simplified prac- 
recommendations, the work of standardization is 
lightened, due to the lesser number of items with which 
a standardized movement would have to deal. Close co- 
operation between the two is desirable in avoiding dupli- 
cation and over-lapping of effort. 

The purpose of commercial standards is to facilitate 
for the small as well as the large purchaser the specifica- 
tion method of buying, and to make that method effective 
as far as practicable without constant resort to test. The 
proposition intends to encourage an entire industry to 
select and endorse a suitable standard of quality from 
among recognized engineering society or trade associa- 
tion specifications, whereupon the Bureau of Standards 
gives it recognition by official publication, by the publica- 
tion of a “willing to certify’’ list, by broadcasting in 
printed pamphlet form, by encouraging the use of self 
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certifying labels, and by otherwise accelerating its use. 
.The commercial standards service is in no sense a dupli- 
cation of the standardization activities of such organiza- 
tions or associations; its function is not the formulation 
or preparation of specifications, but rather the broader 
recognition, greater utilization, determination of adher- 
ence to, and further effectiveness of, specifications sub- 
mitted by such organizations or associations. From this 
it is quite evident that the service is mainly promotional 
in character for such specifications as are selected by in- 
dustry for adoption as a basis for daily commerce. Thus 
a simplified line of merchandise made according to a com- 
mercial standard for grade and quality, certified and 
labeled accordingly, backed by national advertising, rep- 
resents a maximum of practicable protection to the con- 
sumer, and a reliable source of profit and good will to the 
manufacturer and distributor. It is a fact that in this 
work, as in that of simplification, the commercial stand- 
ards unit upon receipt of a specific request from any group 
known as the proponent group, whether producer, dis- 
tributor or consumer, will co-operate. 

First a preliminary survey is obtained, and submitted 
to the proponent group at a preliminary conference held 
in any convenient place, to determine the amount of co- 
operation which may be expected toward the final adop- 
tion of the specifications. This is followed by any re- 
quired number of preliminary conferences, until a feasible 
arrangement for various grades, qualities, sizes, finishes, 
or other pertinent facts, is decided upon. From this ar- 
rangement, agenda are then prepared and referred to the 
proper technical division of the Bureau of Standards for 
review, at the conclusion of which the agenda are sub- 
mitted to the proponent group for consideration and au- 
thorization to call a general conference of all interests. 
The next step is to forward the agenda to all known 
manufacturers, distributors, organized consumers, and in- 
terested organizations with an invitation to attend a con- 
ference which is usually held at Washington, D. C. At 
the conclusion of this méeting, the Bureau of Standards 
then disseminates the recommendations of the general 
conference, with requests for written acceptances from 
each unit of the whole industry, including manufacturers, 
distributors, and organized consumers. The receipt of 
signed acceptances from a satisfactory majority of pro- 
duction or consumption of a commodity by volume, is 
then necessary for the issuance of the recommendations 
as a commercial standard to all interested groups. A 
similar certification plan is employed in this as in simpli- 
fied practice, and audits of adherence are conducted to 
determine the relative percentage of business done on the 
basis of the commercial standards, the advantages or dis- 
advantages resulting therefrom, and the general effect on 
the industry as well as any need for revision. Provision 
for this last is taken care of by a committee which is ap- 
pointed. 


PLUMBING AND HEATING INDUSTRY HAS SIMPLIPFI- 
CATION EXPERIENCE 
6 OMESTIC ENGINEERING” has been in touch with 
I) many of those within the plumbing and heating 
industry who have had direct experience with the work 
of the government along the lines of simplified practice 
and commercial standards. These interests are identified 
with range boilers and expansion tanks, brass lavatory 
and sink traps, wrought iron and steel pipe, valves and 
fittings, hot water storage tanks, staple vitreous china 
plumbing fixtures, and structural slate for plumbing and 
sanitary purposes. 
Among the comments made by interests engaged in the 
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Leader Outfit 
for Pipe Welding 


The prime requisite for successful pipe 
welding and for other welding done by the 
steamfitter is a torch which is easy to 


handle. The Rego GM Torch does the difficult work, 
in inconvenient places with the same speed and effi- 
ciency that it does the straight job. The Rego Leader 


Outfit is a 


specially built outfit for pipe welding. 


i $6575 


The Ba 


stian- Blessing Company 


240 East Ontario Street Chicago, Illinois 


























KING 
Laundry 
Tank 


Heaters 


‘““SPOUTING HOT WATER” 
at lowest known fuel cost. 


The water is entirely surrounded by the fire. 


Thus, quick a 


nd thorough heating of the water is easily 


accomplished with the smallest expenditure for fuel. The 
King, at a surprisingly low cost, will heat enough water for 
the laundry and also leave the tank full for bath and other 


purposes. 


You owe it to 
line of heaters. 


your customers to know all about the King 
Write for full particulars today. 


Oakland Foundry Company 


Belleville 





. Illinois 

















122 





Superior Pipe Lines 


Eliminate Early Replacements 
Curtis Die-heads save first— 


last—always. First cost is less, 
operating cost is less, and the 
finished threads produced are 
inferior to none. 

Curtis extra-wide dies insure 
better threads, which give su- 
perior pipe lines, and longer 
service, thus eliminating early 
replacements, which are expens- 
ive. 

New improvements reduce 
threading time by 80 per cent 
over old methods. 


The 









Popular 3’ Electric 


and Curtis Co. 
Pipe Cutting & Threading Machines 


Complete Line HAND—BELT—ELECTRIC 
Portable Models 14-2; 4-3; 1-4 Inches. 
Larger Models 1-6; 1-8; 214-12; 8-16 Inches. 
THE CURTIS DIE-HEAD IS DIFFERENT 
for it does the work the simple and easy way. 
Main Office and Factory 
318 Garden Street, Bridgeport, Conn. 
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complete facts now 
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Every particle of 
heat created in any 
Dubé Combined 
Garbage Burning 
Water Heater is 
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heat gasses pass 
around the water 
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manufacture of range boilers, there is a general expres- 
sion that eventually great benefits will accrue from the 
plan, and that these benefits will come just as soon as 
manufacturers will do as they agreed, and make only the 
boilers which are included in the plan, discontinuing those 
that are supposed to have been eliminated. 

The following excerpt from a statement made by one 
of the leading producers of brass lavatory and sink traps 
indicates the feeling that exists generally in that quarter: 
“The work which the United States Department of Com- 
merce has been doing with several industries, helping 
them simplify and standardize their products, has been 
very helpful to most of the industries. Several years 
ago the tubular manufacturers in the plumbing industry 
held several conferences with the Department of Com- 
merce, and with their help a schedule was set up for the 
purpose of simplifying and standardizing one of our com- 
modities, which happened to be traps. Because of the 
lack of co-operation of several of the manufacturers, we 
did not get any results from the effort which was made. 
This is no fault of the Department of Commerce, but was 
the result of a number of the manufacturers not being 
sold with regard to the importance of the work, and their 
lack of interest to co-operate with the manufacturers who 
were trying to obtain for the industry the same sort of 
help the department has given to other industries. There 
is a lot of value to the work which the department has 
done in this respect.’’ 


The efforts of the Department of Commerce with refer- 
ence to wrought iron and steel pipe, valves and fittings, to 
eliminate non-essential sizes, brought forth comments from 
various manufacturers of which the following it typical: 
“It is our opinion from our contact that there has beer 
considerable work done of value to the plumbing and heat- 
ing industry, although the recommendations made have 
not been in effect for a sufficient length of time to say very 
much about it. It has been recommended that certain 
sizes of pipe, namely 4%-inch, 7-inch, 9-inch and 11-inch, 
be discontinued as standards, but because of very large 
stocks in the hands of jobbers throughout the country, it 
is rather difficult to acquire accurate information as to 
what progress has been made. We are in accord with any 
effort on the part of anyone that tends to reduce the ulti- 
mate cost to the consumer, and in the course of another 
year or so we would be better able to judge the effects of 
the recommendations that have been made.’’ 

In ithe matter of vitreous china plumbing fixtures, quo- 
tations from letters of two leading manufacturers follow. 
One manufacturer writes: 

“The U. S. Department of Commerce has rendered a 
very worth-while service to the manufacturers of sanitary 
pottery in helping them establish both the simplification 
and standardization program, and also helped them in es- 
tablishing grading rules. 

“While the manufacturers generally do not stick relig- 
iously either to our standards or our grading rules, we 
feel we have made very marked progress in establishing a 
foundation upon which we can build for the future. 

“Our simplification program has been more or less upset 
because of a great demand for colored fixtures and fancy 
patterns. Nevertheless, it is my judgment that, because 
of colored fixtures and fancy patterns coming into vogue, 
the manufacturers will find the need of simplification and 
standardization of greater importance than ever before. 
The groundwork which we have laid will enable us to more 
readily take up the problems which the future has in 
store for us.”’ 

The other pottery manufacturer says: 

“There seems to be some confusion in the minds of 
manufacturers and the trade as to the value of the simpli- 
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fication and standardization program under the direction 
of the United States Department of Commerce, in view of 
the fact that manufacturers have more recently turned to 
the introduction of many new designs, and the wide adop- 
tion of colored ware. From some sources, too, comes the 
suggestion that the plumbing and heating business can be 
made more lucrative by building up sales that will be du- 
plicated within a few years because the original fixtures 
are obsolete. Statements have also been made that mass 
production to cut down costs has been a boomerang. 

“I am still of the opinion that the work done by the in- 
dustry under the direction of the Department of Commerce 
has been most valuable, and has served, and will serve, a 
very useful purpose, at least as a guide or a common basis 
for intelligent discussion of the needs of the manufacturer, 





R. T. Rock of Bridgeport, Conn., and Chairman George H. 
Drake of Buffalo, N. Y., both members of the standardization 
committee of the National Association of Master Plumbers; 
George E. Hoffman of the Trenton Potteries Co., Trenton, N. J. 
Photos taken at the meeting on staple vitreous china plumb- 
ing fixtures in September, 1926, at Washington, D. C. 


the distributor and the user. The program bas hardly been 
inaugurated, but certainly manufacturers and the trade 
have already seen the benefits, which can be increased by 
the wider co-operation of all concerned. As a matter of 
fact, our industry has been a pioneer and allied industries 
are readily taking up work along similar lines. It might 
be well to quote from a bulletin released under date of No- 
vember 7th by the American Society of Mechanical Engi- 
neers: 

** ‘Sanitary plumbing is of more real value than medi- 
cine. Plumbing provides means for keeping the “body, 
wearing apparel, the house and our streets and alleys 
clean. Cleanliness means healthfulness. A plumbing sys- 
tem stands for cleanliness, which also means that the 
plumbing system prevents where medicine cures, and pre- 
vention is more desirable than the cure. Investigation has 
shown that, in the absence of sanitary regulations and 
whenever each person is permitted to install a plumbing 
system according to his own ideas, unsanitary conditions 
are sure to prevail. 

“Shall the standard of plumbing regulations be deter- 
mined by the person who lives in the house, by the owner, 
the manager, real estate speculator, material manufactur- 
ers, or in conformity with the standard of living and de- 
cency? 

“Others present pointed out that we have too many 
varieties of plumbing fixtures and supplies. Factories are 
equipped with expensive machinery many times duplicated 
for the many styles and sizes we now think we require. A 
staggering investment is thus tied up in mechanical equip- 








A WATER 


revel 
THAT Sells! ; 


















= ~~ ss 







NEW. outstanding improvements 
in HOOSIER Water Services 
this year have made HOOSIER 
systems even more popular. The 
trade has been quick to recognize the 
value of these refinements that put HOOSIER a 

step ahead in water supply equipment. HOOSIER 

construction means permanence, economy, and , 
satisfaction. The new HOOSIER has the latest Write 
type refrigeration, rubber-mounted, motor with “V”’ 

type belt that operates without idlers, insuring Us 
noiseless service. The famous Galvazink coating, About 
inside and out, protects from rust and corrosion. | 
This means pure, uncontaminated water at the It! 
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service. 
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ment at the factory, another burden of investment rests on 
the supply house that must carry huge stocks to include all 
these varieties. 

*‘*Standardization and simplification can accomplish 
great savings in costs of manufacture and distribution in 
this field as in others. Competent experts have estimated 
a possible saving of 40 per cent in production costs of 
plumbing fixtures and supplies if the variety of items were 
curtailed down to a reasonable basis. And the cost of re- 
pairs and maintenance would show even greater savings. 

‘**Craftsmanship and ingenuity are possible under stand- 
ardization. Standardization does not mean a limitation of 
methods used. A universal minimum standard plumbing 
code does not limit the engineer, the architect or plumber 
to a fixed design.’ 

“The United States Government itself is demanding cer- 
tain standards. If our industry is to weather the storms 
that beset it, we must set our course and not shift about 
with every little change of the wind, nor must we lose 
sight of our destination because clouds appear on the 
horizon and an occasional billow makes it necessary for us 
to meet an emergency. 

“The program of simplification and standardization was 
logically conceived and as logically is being carried out. 
It will be a great benefit to our industry, but only in pro- 
portion to the amount of co-operation which all divisions 
give.’’ 

From the above it is evident that the government of 
the United States, through the Department of Commerce, 
is co-operating closely for the advancement of American 
industry, benefits are already accruing and will come in 
the future to the extent of adherence to plans upon which 
they have already agreed. 

Other countries throughout the world are inaugurating 
and furthering similar projects, however, concentrating ef- 
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forts more on establishing a reduction of varieties through 
standardizing rather than simplified practice. Many coun- 
tries have national standardizing bodies similar to our 
American Engineering Standards Committee. In Anglo- 
Saxon countries relatively greater weight is put on speci- 
fication, while in Continental European countries emphasis 
is put on dimensional standards. 





NORTHERN MASTERS VISIT KOHLER PLANT 

Forty-six plumbing and heating contractors and sales 
representatives from northern Wisconsin, northern Michi- 
gan, Minnesota, North Dakota and Ontario spent Mon- 
day and Tuesday, December 17 and 18, in Kohler, Wis., 
as guests of the Kohler Co. The visitors journeyed to 
Kohler Village on three special cars over the Chicago 
and Northwestern railroad and were greeted by Gov.-Elect 
Walter J. Kohler, president of the company. 

Inspection trips through the brass plant, pottery plant, 
electric plant factory and other sections, as well as through 
the general offices and the village, were included in the 
program arranged for the entertainment of the visitors. 
Meals were served the guests in the American Club. 

Members of the party included Lawrence Anderson, 
son of the president of the Duluth Plumbing Supplies Co.; 
E. E. Berg, Milton C. Smith and C. H. Smith, all of Du- 
luth, Minn.; P. E. Clark, Hibbing, Minn., president, and 
H. C. Hanson, Virginia, Minn., secretary of the Range 
Master Plumbers’ Association; A. W. Hoppert, Wahpeton, 
N. D.; William Burrows, Fort France, Ont., and J. L. 
Skantz. 

William F. Kelly, Minneapolis branch manager of the 
company, and Paul E. Hewitt, salesman for the territory, 
with headquarters in Minneapolis, assisted in the arrange- 
ments and accompanied the party. 
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WATERVILLE 


CONNECTICUT 




















The end of 1928 finds the women of the 


plumbing and heating industry able to look back 


at a year replete with valuable work accom- 
plished, and friendships made and furthered. 
During the year, the conductor of this page 
was given the responsibility of filling it every 
week with interesting news of the women in 
the industry. (Right here | am going to stop 
being impersonal, in spite of editorial practice to 
the contrary). When I took over the page, | 
was a little bit worried about how to go about 
the work. But, by the wonderful assistance of 
the officers and members of auxiliaries all over 
the country, the work has not only been made 
easy, but is a real pleasure that I frankly feared 
to anticipate. I want to thank you all for your 
marvelous help. Let’s keep it up m 1929. If 
I can be of any assistance, please let me know. 
You can help by letting me know what your 
auxiliary is doing. My best wishes for a Happy 
New Year. Dorothy Edwards. 


—- —_— —~— — ~-_—_— — —> — — 
a -- : — — —— oe 


North and Northwest Auxiliary Holds Theater Party 

The Women’s Auxiliary to the North and Northwest 
Master Plumbers’ Pleasure Club of Chicago recently held 
a most enjoyable theater party for members and friends. 
There was a very large attendance and everyone enjoyed 
the performance. Plans were made for other social af- 
fairs, among which was a card party to take the place of 
a Christmas celebration. 

St. Louis Auxiliary Elects Officers 

The Women’s Auxiliary of the St. Louis Master Plumb- 
ers’ Association held its regular meeting on December 13 
at the City Club. The annual election of officers was 
held and new by-laws were adopted. Officers for 1929 
are: Mrs. William Kuehne, president; Mrs. Henry Bar- 








® 





vice president; Mrs. A. Marx, secretary; Mrs. J. 
Els, treasurer. Members of the by-laws committee are: 
Mrs. A. A. Zertanna, chairman; Mrs. William Daly and 
Mrs. A. Marx. Preparations are being made for a dinner 
and card party in January, at which the newly-elected 
Mrs. William Daly, 
of the entertainment committee, has charge of arrange- 


tosch, 


officers will be installed. chairman 


ments. 
Portland, Oreg., Auxiliary Gives Luncheon 

The Women’s Auxiliary to the Portland Master Plumb- 
ers’ Association, Portland, Oregon, held their last 
ing for this year on November 20 at the home of Mrs. 
Ed Murphy on Tillamook street. This was a pleasurable 
with a short business session followed 
The members voted to have no meet- 


meet- 


luncheon affair 
by social interests. 
ing during December, as all were more or less coneerned 
with holiday doings in their homes. The next meeting 
will be heid at the home of Mrs. Steve Pollitt on Thursday, 
January 10. 
Milwaukee Heating and Piping Auxiliary Has Successful 
Year 

Monday, December 10, marked the last 
the year of the Ladies’ Auxiliary of the Heating & Piping 
Contractors’ Milwaukee Association. This meeting was 
held at the home of Mrs. Henry McNulty and consisted 
of a discussion of the auxiliary’s business during the past 
year and also took the form of a surprise party for Mrs. 
Oscar King. Refreshments were served and it was de- 


meeting for 





Photograph taken at the recent dinner held at the home of Mrs. William J. McNu'ty by the Woman’s Auxiliary to the Heat- 
ing and Piping Contractors Milwaukee Association 
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A.M. B. Brass Pipe 
Fittings 
Are manufactured on quantity production scale. They 
include Red Brass, Flat Band Fittings, Flanges and 
Flanged Unions—Standard and Extra Heavy, for use with 


steam, water, gas, air, and oil; also Hydraulic Bronze 
Fittings for 250 Ibs. to 1500 Ibs. pressure at 500 degrees F. 


Send for New Pipe Fittings Bulletin. 


AMERICAN MANGANESE BRONZE 
COMPANY 


Holmesburg — Philade!phia 















BASIN SUPPLIES 


Long wearing and always giving the 
utmost in _ service is our claim for 
Dearborn Basin Supplies. 


And it’s more than a claim, too. It’s been 
proven time and again in actual work. 





When the name “‘Dearborn”’ appears 
on a piece of brass goods, you can be sure 
itis the best. 


FROM YOUR JOBBER 








) 


‘DEARBORN BRASS CO. CEDAR RAPIDS, IA. 
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(i UMBING 
‘SPECIALTIES 





Washington Drum Traps 
can be tapped 14 or 13 inch and are 
tapped 3 inch iron pipe thread at 
top. Covers furnished 5 inches in 
diameter. Extra heavy. 


Write for the Washington 
Catalog 


The Washington Metal 


Products Co. 
WASHINGTON C. H., OHIO 





Fig. 70 
Cast Iron Drum Trap 











ONLY THE BEST at the LOWEST PRICES 














Black Samples of 
Galvanized Unions 
Bronze Seat sent on request 

and Have you our 
All Brass Ph. aed - 

















IT PAYS TO ORDER ALL UNIONS FROM US 






40 West 27th St. New York, N, Y. 


We sell only 





PLUMBING 
SPECIALTIES 
BRASS GOODS 






quality merchandise 
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| cided to hold the next meeting on Saturday, January 12. 


| months has the ladies’ auxiliary been active. 





The ladies find satisfaction in reviewing. the year 1928. 
All of the entertainment functions were successful and 
the ladies have had many enjoyable times together at 
their monthly meetings. Especially during the past two 
Last month 
a dinner-dance at the Elks’ Club proved an exceptionally 
successful event, with husbands of the ladies and their 
guests in attendance. 

The president and treasurer of the Ladies’ Auxiliary 
were each presented with a gift at a recent business meet- 
ing of the group, in token of the club’s appreciation. 

A program of entertainment and helpfulness is planned 
for the year 1929 and the ladies are looking forward to 
the January meeting, at which plans will be outlined. 


New Officers Announced for San Francisco Auxiliary 

When they met for their 
regular December meeting, 
held in Master Plumbers’ 
Hall, 120 Page street, mem- 
bers of the San Francisco 
Auxiliary elected the follow- 
ing named officers for the 
coming year: Mrs. A. G. 
Trezise, president; Mrs. 
George Y. Morton, vice presi- 
dent; Mrs. Lena Sand, secre- 
tary-treasurer; Mrs. L. J. Ra- 
vani, marshall. The new of- ae 
ficers will be installed at the a, gt ate Be, Se, 
first meeting of the new year. rae eae ie 
This meeting is scheduled to | 
be held Thursday, January 10. 

Preceding the election, the 
ladies enjoyed a most delicious luncheon, arrangements 
for which were ably handled by a committee consisting 
of Mesdames F. Gomersal, Roy Murray and L. J. Ravani. 














Mrs. A. G. Trezise 


South Side Auxiliary to Hold Turkey Dinner 
The South Side Woman’s Auxiliary of the Illinois Mas- 
ter Plumbers’ Association is planning to hold a turkey 
dinner and card party as its first affair of the new year. 
The party is to be held at the Broadview Hotel, 5540 Hyde 
Park boulevard, Chicago. Mrs. Walter Shaw, 7209 South 
Michigan avenue, is in charge of arrangements. 


Minneapolis Auxiliary Active in Charitable Work and 
Social Affairs 

The Women’s Auxiliary to the Retail Plumbers’ Asso- 
ciation of Minneapolis, Minn., has set aside one hundred 
dollars for relief work during the holiday season. With 
the addition of donations of food and clothing from each 
of the members, Christmas was made a little brighter 
for some of the poor families of the city. The committee 
in charge of this relief work is composed of Mrs. Oscar 
Johnson, chairman, assisted by Mesdames Royal Berg, J. 
F, Martin, Fred Bartel and J. D. Keefe. The auxiliary 
also recently gave $10 to the Florida relief work, and $10 
toward the community chest. 

A Christmas party was arranged for December 18, each 
member bringing a 25c gift. Mrs. Harvey Strader, as- 
sisted by Mrs. Warren Chapman and Mrs. Albert Lacher, 
were chosen as hostesses for the luncheon. 

Officers were elected recently by the Minneapolis auxil- 
iary, the following being chosen: Mrs. Albert Lacher, 
president; Mrs. L. O. Klopfer, first vice president; Mrs. 
Fred Stiller, second vice president; Mrs. W. H. Staddan, 
third vice president; Mrs. Royal Berg, secretary; Mrs. 
Harvey Strader, treasurer. 

Mrs. H. M. Porter was appointed social secretary; Mrs. 
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Fred Stiller, publicity chairman, and Mrs. A. M. Wint- 
heiser, custodian. Committees for 1929 were named as 
follows: 

Refreshments—-Mesdames W. H. Staddan, Oscar Ber- 
gerson, H. Karkhoff and M. Jensen. 

Sunshine—Mesdames J. Mooney, N. 
Strader. 

Telephone—Mesdames Hugo Guntzel, 
F. Martin. 

Auditing—Mesdames Warren Chapman, Victor Beaudry 
and L. O. Klopfer. 

Mrs. Oscar Johnson, Mrs. Fred Bartel and Mrs. Albert 
Lacher were appointed to serve on the 1928 auditing 
committee. 

The auxiliary has held several intere:ting social meet- 
ings recently. Last month a baked ham dinner was given 
at the plumbers’ headquarters, 913% Marquette Road. 
Mrs. L. O. Klopfer was general chairman, and was as- 
sisted by Mesdames R. E. Arthurs, E. A. Cooliton, W. M. 
Bowler, Oscar Johnson, H. Karkhoff, B. D. Miars, W. J. 
Welch and Miss Anna Gustafson. Another social meet- 
ing was held at the home of Mrs. R. E. Arthurs, with 
Mrs. Walter Bowler and Mrs. Joseph Martin assisting 
hostesses. 

Plans are being made for a dancing party to take place 
January 26, at a place to be decided upon later. Mrs. 
Harvey Strader is chairman of the committee for this 
affair, and she will be assisted by Mesdames W. F. Chris- 
tianson, Oscar Johnson, L. O. Klopfer, P. J. Mooney, Hugo 
Funtzel, W. Chapman and Geoige L. Shoppe. It was de- 
cided that another party be held on February 14, to cele- 
brate the auxiliary’s anniversary. Mesdames Stiller, 
Worthingham and Beaudry are on the committee to ar- 
range for the affair. 


Jacobson, Harvey 


Fred Bartel, J. 


Chicago Master Steamfitters’ Auxiliary Holds Party 

The Women’s Auxiliary to the Chicago Master Steam- 
fitters’ Association holds its regular luncheon meeting at 
the Palmer House at noon on the third Monday of each 
month, December 15 being the date for this month’s 
meeting. Among the plans worked out by the auxiliary, 
in connection with the association, was a dinner and 
theater party on Tuesday, December 18. Dinner at 6 
o’clock at the Congress Hotel, followed by a theater party 
“Rio Rita’’ at the Illinois, were included in the 
Through former meetings of the auxiliary 
the members of that organization and of the master 
steamfitters’ association have become acquainted, and 
the social affairs are always productive of much pleasure 
to all concerned. 


Mrs. John Graham Called by Death 
Mrs. John Graham of Pittsburgh, Pa., died in that city 
on Monday, December 10. Mrs. Graham was well known 
to the trade throughout the country on account of her 
attendance at a number of state and national conventions, 
and was an active member of the Pittsburgh auxiliary. 
Mrs. Graham is survived by her husband, a director of 
the Pennsylvania state association, and a former national 
director, as well as her two daughters. 


to see 
arrangements. 


a’ 


Los Angeles Auxiliary Gives Bazaar to Aid in Charity Work 

The Ladies’ Auxiliary of Los Angeles, Calif., gave a 
most successful bazaar last month, and a large sum was 
added to the treasury to be used in charity work. Sev- 
eral needy cases were again brought to the attention of 
the members, and immediate relief was extended. A 
number of members of the recently-organized auxiliary of 
Long Beach, Calif., visited the ladies of the Los Angeles 
auxiliary at a recent meeting, and the Los Angeles ladies 
were much pleased at this friendly call. 
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Miller’s No. 2 

Cellar and 

Back-Water 
Trap 


The Miller Trap 
has stood guard for 30 years in 
thousands of homes. 


For sale by your jobber 


MILLER FOUNDRY & SPECIALTY CoO. 
North Tonawanda, N. Y. 
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N. Y., Palmer Rogers, Architect, 


Northside}' High School, Cornin 
: Krey, Consulting Engineers 


Henry R. Howland, Ben 


Students Assured Plenty of Hot 
Water Here 


The names of about 1000 schools and colleges which are equipped 
with Patterson Hot Water Heaters are given in our booklet 
“Educational Institutions,’’ which will be sent on request. 


There are thousands of public institutions which rely on Patter- 
son Hot Water Heaters to serve them with all the hot water 
required, as hot as required and as quickly as required. And the 
Patterson never lays down on the job. 


In fact, Patterson Heaters must make good, because of our 
iron-bound guarantee which has back of it a financially responsible 
concern that has a 47-year reputation at stake. 


a tee bel 


“O° ware Oru 


" Ask for 
our catalog and list of 
installations 


The 
Patterson - Kelley 
Company 
106 East 40th Street 
New York, N. Y. 





AZ 


Hot Water Heaters 











see ee PO eigen _ 
ie 


128 


DOMESTIC ENGINEERING 











| the boiler can supply. 


Circulator. 


| The 


Rochester, N. Y. 


THE 
~ ROCHESTER CIRCULATOR 
for Hot Water Heating 
ECONOMY 


Now EVERY radiator on a hot water system 
can receive its share of all the hot water that 


| This is made possible through the Rochester 
Circulator, an electrically driven unit which is 
screwed into a pipe fitting in either the flow or 
| return. Fuel bills are lowered, and every radiator 
| gets full boiler temperature almost instantly. 
| New systems work better and cost less. 


You should know ALL about the Rochester 


Write us today for complete technical information 


Rochester Circulator Co. 































Thousands buy Health-O-Meter direct because 
they do not know their dealers handle them. 








Weighs to Increased Profits 


There are people in your community—possibly 
your customers—who are on the verge of 
buying Health-O-Meters, as the result of 
our national advertising. Some of them will 
buy direct because either you do not handle 
them or they think you do not. Either is 
equally unprofitable for you. 


Displaying a Health-O-Meter in your store— 
using some of the window displays we send 


free—are bound to result in sales and in- 
creased profits for you. People who are your 
customers or can be your customers are going 
to buy Health-O-Meters somewhere. Make 
that somewhere your store. Send coupon 
below for Health-O-Meter Price List and 
information about the dealer-helps we will 
send you—sales aids that mean $50.00 to 
$500.00 a year in new profits for you through 
handling the 


Health-o-Meter 


Acrtomatic Bathroom Scale 


CONTINENTAL SCALE WORKS, Desk 68-N, 5708 S. Claremont Ave., Chicago. 


Gentlemen: 


Send me your price list on ecales, and details of your dealer plan. 





Top 
Allison, 
Tube Co.; P. A. 
Regulator Co., 
horn Co.; R. B. Crocker, R. B. Crocker Co.; Al. Thorley, T. A. 
Ridder Co.; 
taken at the outing of the Heating and Piping Contractors 
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No ew Business “Uentures 


Bronxville, N. Y¥Y.—S. Nerenberg, prominent plumbing 
and heating contractor, has organized and incorporated 
Nerenberg Plumbing, Inc., and plans to expand his busi- 
ness and facilities within the next few months. 


Galesburg, ll.—-M. J. Carr, 549 Olive street, recently 
went into the plumbing business. 

San Francisco, Calif.—Ernest J. Richter has engaged 
in the plumbing and heating business at 806 Forty-first 
avenue. 


Portland, Ore.—G. V. Buckett and G. W. Abbett have 
engaged in business at 53 Fourth street, under the name 
of the Oregon Heating & Ventilating Co. 


New York, N. Y¥.—The Kass and Herman Plumbing 
Corp. has been organized and incorporated at 2 Lafayette 
street, with a capital of $20,000, by E. M. Kass and A. 
L. Herman, to establish and operate a plumbing and heat- 
ing contracting business at that address. 


Brownsville, Pa.—The Ideal Plumbing Co., of which 
L. G. Walker is proprietor, r®cently opened for business 
in South Brownsville. 


Columbus, Ga.—The Columbus Plumbing and Heating 
Co., of which Sterling Albrecht is proprietor, recently 
opened for business. 


Danville, Ill.—J. Milenski and M. Lisick have recently 
opened a plumbing business at 120 South State street. 


Anaconda, Mont.—The Schmidt Plumbing & Heating 
Co. has been incorporated with a capital of $12,000, by 
P. J. Sullivan, William G. Schmidt and Hilma Schmidt. 


Seattle, Wash.—L. G. and George F. Massart, master 
plumbers and heating contractors, have joined forces in 
a new firm under the name of Massart Brothers, Inc. 
They will occupy a large shop at Bighty-fifth street and 
Greenwood avenue. 


Portsmouth, Va.—The Jackson Plumbing and Heating 
Co. was recently incorporated. The incorporaters are: 
Ruby Jackson, president; Ernest Jackson, vice president; 
Kenneth Smith, secretary-treasurer. 

Newark, N. J.—With a capital of $50,000, Max Roth 
and associates have organized and incorporated the Max 
Roth Plumbing and Heating Co. It is planned to estab- 























Brightman, Grinnell Co., Providence; Fred 
Dow & Co., Boston; M. Keeyes, National 
Grey and William Parker, both of Spencer 


Bottom row: Frank Cleghorn, Cleg- 


row: L. E. 
Braman, 


Salem. 
Ww. M. Crocker, Walworth Co., 


Boston. Photos 


Boston Association 
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RESOLVED: 





the resolution —we’ll help you keep it! 


HE Hotstream Automatic Storage Heater has 
proved that it can do amazing things to plumbers’ 
sales records. 


Partly because its HEATER is the famous Hotstream Double Copper 
Coil type with patented Barber Burner. Partly because its TANK can 
be had either of extra heavy copper bearing steel, or of heavy copper 
—both factory tested at 300 lbs. pressure. 


Partly because its THERMOSTAT is the ingenious Hotstream 
throttling type with Dirt Trap. Partly because its PILOT LIGHT 
is the improved “‘passover”’ design. Partly because its DRAFT REGU- 
LATOR completely stops down drafts, and prevents up-flue heat 
losses. 


Partly because its INSULATION is extra thick rock wool. Partly 
because it has long 9-inch legs for undertank cleanliness. Partly 
because its finish in rich, contrasting lacquer colors is something 
fine to see. 





But MOSTLY because all these super-modern features have been 
embodied in ONE heater—-then priced WITHIN THE REACH 
OF ALL. 


Does it sell? Well, if you want to make 1929 your biggest year, the 
first thing to do is to get the complete details of this exceptional 
heater. WRITE TODAY. 





No. 20SA THE HOTSTREAM HEATER CO. “Makers of Heaters that Heat’ Cleveland, Ohio 
List Price $66, Complete 





The Hotstream Draft Regulator 
Can Be Used On Any Gas Appliance 


Its two self-acting valves—check valve and safety valve—-automatically 
control up-chimney draft, and prevent down drafts which might blow out 
or smother the fame. Full information and prices on request. 
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IS BACK! 


OR a quarter of a century, the Star Naco 

Range Boiler, manufactured by the Detroit 
Range Boiler and Steel Barrel Co. held a position 
of leadership in its field that was the envy of 
many other manufacturers. 
The exclusive license to manufacture this product 
has now been given to the D. D. Wessels & Sons 
Co. whose reputation for producing quality 
plumbing products has been earned and held for 
over twenty years. 
The announcement that the Star Naco Range 
Boiler has returned to the market will be good 
news to the hundreds of jobbers and master 
plumbers who formerly distributed it with such 
great profit. 
The Star Naco Range Boiler will give you a 
thoroughly tested, unusually high quality boiler 
which can be purchased only through regular 
plumbing channels and on which you can make a 
real profit. 








Six All ‘*‘Star’’ Features 


of the Star Naco 
1. Double seal seam. Riveted 
and welded. Double protec- 
tion against leaks. 
2. Copper-bearing stee!. Re- 
sists rust and corrosion. 
Makes every boiler last longer. 
3. Welded side spuds that will 
not twist out at the time of 
installation. 
4. Heavy coat/of pure zinc 
spelter galvanizing put on by 
hot-dip process. 
5. Head spuds that prevent 
accumulation of dross by per- 
mitting drainage of spelter at 
time of galvanizing. 
6. Heavier steel is used for 
greater strength. 


Three All“‘Star’’ Reasons 
Why You Should Sell 
This Boiler 


1. A Distinctive Prod- 
uct Better in every way. 


2. Sold only through 
the Plumbing Industry. 
No mail order or hard- 
ware competition. 


3. A six-year Guarantee 
covering everything. 























“Plumbing Products sold only through 
the Plumbing Industry’’ 


D. D. WESSELS & SONS CO. 


1625 E. Euclid Ave. :: Detroit, Mich. 


Also manufacturers of 


Wessels Electric Water Heaters; Wessels Laundry Trays “¢ 
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lish and operate a plumbing and heating contracting busi- 
ness. 

Los Angeles, Calif.—Fred Robert English has engaged 
in business at 1611 Seventh avenue, under the name of 
the English Plumbing Co. 


Los Angeles, Calif.—Thomas H. Rhodes & Son have 
engaged in the plumbing and heating business at 1744 
West Sixty-ninth street. 


Brooklyn, N. Y.—Benjamin Leibowitz, 125. Lexington 
avenue, has plans under way for the early opening of a 
modern retail plumbing and heating shop, to be known 
as the DeKalb Avenue Plumbing and Heating Co., at 780 
DeKalb avenue. 

Los Angeles, Calif.—Eugene A. Rowland and Thomas 
A. Rowland have engaged in the plumbing and heating 
business at 3738 Ruthelen street as Rowland Brothers. 


Blue River, Wis.—Gasser Bros., Inc., is the name of a 
new concern just organized to specialize in plumbing, 
heating and ventilating installation. The firm is capital- 
ized at $25,000. John B. Gasser, Leonides J. Gasser and 
Raymond E. Gasser are the incorporators. 


New York, N. Y.—I. Harrison and associates have or- 
ganized the firm of I. Harrison, Ine., with a capital of 
$20,000, to establish and operate a metropolitan plumb- 
ing and heating contracting and engineering business. 
Temporary headquarters are at 225 Broadway, care of 
J. W. Gates. 


Portland, Ore.—The Plumbing & Heating Sales Corp. 
has been chartered with a capital of $250,000, by Carl 
Dahl, Tom Garland, Mae Garland, and others, to engage 
in the plumbing, heating and ventilating business. 


Brooklyn, N. Y.—E. M. Momestead and associates have 
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organized and incorporated the Momestead Plumbing and 
Heating Co., to operate a plumbing and heating business. 
Temporary headquarters have been established in care of 
S. H. Rivkin, 26 Court street. 


Long Beach, Calif.—William H. Morris has engaged in 
the plumbing and heating business at 5889 Cherry ave- 
nue, under the name of the Morris Plumbing Co. 

St. Paul, Minn.—Reuben L. 
chartered with a capital stock of $50,000, to engage in 
the plumbing, heating and ventilating business, by Reu- 
Anderson, 1910 St. Clair street, and others. 


Anderson, Inec., has been 


ben L. 

Brooklyn, N. Y.—Isidor Diemar has opened a retail 
heating equipment store, and will do a general contract- 
business at 661 Vanderbilt avenue. 
Prospect Heating Co. 


ing and installation 
The firm is known as the 


Business ( hanges 


Atlanta, Ga.—The 
John G. Hamm is president, 
larger quarters on the corner of Hunter street 


Independent Plumbing Co., of which 
moved recently to new and 
and Central 
avenue. 

East St. Louis, Ill.—The E. J. Maag Plumbing Co. 
recently moved to its own new quarters at 333 North 
Fifth street, where a large and elaborate display room 
is maintained. 

Centralia, Wash.—wWatson & Stanton have been suc- 
ceeded in the plumbing and heating business by the Loof- 
bourrow Hardware & Plumbing Co. 

Portland, Ore.—H. J. Asher has withdrawn 
plumbing and heating firm of Long & Asher, 455 
Forty-seventh street, North. 


from the 
East 








Protection Against Pipe Failures 











Se I ee Youngstown steel pipe offers the utmost 
sis gg | assurance of pipe permanence. In plumb- 
‘ Pre... ing systems, heating systems, sprinkler 
Lite e F | systems, refrigeration plants or in any 
PED ee ' conceivable type of pipe installation, 
ERE EP Youngstown steel pipe will give a service 
Pee eRe which can be measured by many years of 
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The Neurological Institute, New York City, where 
a permanent heating installation is insured by the 
use of Youngstown pipe 

5 Aare somes leanee > Gassbie Rogers 


Heating Engineer, ver Nygren 
Heating Contractor, T. F. Ha bt! 


YOURS 








ATLANTA-——Healey Bldg. 
BOSTON—80 Federal St. Bldg. 
BUFFALO—Liberty Bank Bldg. 
CHICAGO—Conway Bidg. 
— Trust 
zg. 
CLEVELAND~— Union Trust 
Bld 


<- 
DALLAS—Magnolia Bldg. 


GSTIOwe,’ 


unfailing performance. 


Pipe users—plumbing and heating contractors 
and engineers—know ‘‘ Youngstown’”’ performance 
from experience. 
every conceivable type of service offer the most 
convincing proof of its permanence ‘‘on the job.”’ 


THE YOUNGSTOWN SHEET & TUBE CO. 


Thousands of installations in 


Pioneer Manufacturers of Copperoid Steel 
General Offices: Youngstown, Ohio 


District Sales Offices: 


DEN VER—Continental Oil — DELPHIA-~-Franklin 
‘rust ag. 

PITTSBURGH—Oliver Bldg. 
SAN FRAN vig O—55 New 

Montgomery St 
SAVANNAH—-M ‘and M T 

Termina 
SEATTLE—Central Bidg. 
ST. LOUIS~—1501 Locust St. 
YOUNGSTOWN-—Stambaugh 
NEW YORK-—30 Church 8+. Bldg. 


sie, REPRESENTATIVE—The Youngstown Steel Products Co. 
Dashwood House, Old Broad St., London, E. C. England 


DETROIT—Fisher Bidg¢. 

KANSAS CITY, MO.—Com- 
merce Bldg. 

- * * EAPOLIS—Andrus 


g. 
NEW ORLEANS—Hibernia 
Bldg. 


























VANDERMAN 
Steel Tool 


Chests 


Made of the finest 
steel. The model 
shown has one 
sliding drawer. 
Will stand up 
under the hardest 


abuse. 
Style “‘A’’ Send for catalogue 
Manufactured and for Sale by 


THE VANDERMAN MANUFACTURING COMPANY 

















Willimantic Connecticut 
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> er On Flashings : 
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= You want the kind of ) 

2 roof flashing that the 
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O installed, built for 
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| > longest wear and 

: : reasonably priced. 

0 BUTLER MFG. CO. 
= Minneapolis, Minn. 72 PITCH 
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Air-Tight Steel Tank Co. 


PITTSBURGH, PA. 


TANKS 





TANKS FOR: High pressure gas and air storage— Pneumatic 
water systems—Gasoline and oil storage—Oil burning equip- 
ment—Open top— Welded. ATSCO Genuine Copper Brazed 
tanks for high pressure—the tightest, safest, strongest tank it is 
possible to construct by any known process.A.S.M.E.code tanks. 











AUTOMATIC COAL BURNER 


FEEDS COAL TO THE BOILER 
REMOVES THE ASHES 
REDUCES COAL BILLS 
SAFE 
CLEAN 


DEALERS 
WANTED 


WRITE TO 


DOMESTIC SALES CORPORATION 


121 Livingston St. Brooklyn, N. Y. 
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THE FOLLIES OF 1928 


In accordance with our annual custom, we present below 
for your delectation, what we conceive to be the best of the 


| jests published in this department during the year which we 





























will usher out with varying degrees of jollity in a day or two. 





AND REMEMBER— 
During 1929, when you hear a good one, jot it down and 
send it to me—L Y T., c/o Domestic Engineering, 1900 Prairie 
Ave., Chicago. Io your share in ’29 to chase away dull care. 





A REMINDER 

“The storm burst upon us so suddenly and so violently that 
we had no warning of its approach,” said the tornado victim, 
relating his experience to a friend. “In an instant the house 
was demolished and scattered to the four winds. How I 
escaped being torn to pieces I do not know! We—’” 

“Holy Mackerel!” cried Mr. Meeke, his friend, leaping to 
his feet. “That reminds me—I almost forgot to post a letter 
for my wife.”’ 





HOW A POET WORKS 
The January Thaw 


A break comes in the bitter winter’s cold, 

A day that seems like Autumn, or like Spring; 
then Lancy, thawing like the snow, grows beld 

And blithely, reckless, happy, takes to wing. 
I hear the honk of wild geese overhead, 

And in my covert watch with narrowed eves; 
I hear the roar and see the flash of red, 

My bird comes tumbling down from leaden skies. 
Or in some quiet pool I woo the trout, 

And feel with mighty thrill the tightened line, 
He fights, he strains, he lashes all about, 

Until he lies exhausted, beaten—mine! 


I've never snared a trout or shot wild geese, 
I’ve never been responsible for either one’s decease— 
But what for others is a simple lie 
“Poetic license’ is for such as I. 
L. N. O’F., Los Angeles, Calif. 





A CALL FOR HELP—IN REVERSE 

A certain lady of uncertain age was aroused one night to 
find a man in her room. She neither fainted nor ‘sscreamed. 
Instead, she indicated an armchair and said: “Sit down there, 
sir, I Want to talk to you.” 

An hour later there came a frantic ring on the telephone 
at police headquarters and a voice said: “There’s a burglar 
in Miss Blank’s bedroom at 2313 Alpha street. Send the 
police at once, for heaven’s sake!”’ 

“All right,” answered the desk sergeant. “Is this Miss 
slank speaking?” 

“No,”’ came back the anguished voice, “this is the burglar.” 

KABLEGRAM. 





SEE? 
Jack couldn’t learn the alphabet, 
Beyond the “a—b—c, 
His teacher sighed with deep regret; 
“Yow'll never get to 2. 
And yet a thing I cannot see, 
You know the L—Y—T.” 
“Why sure,” said Jack, “I know those three, 


My dad's a plumber—see!” 
L. N. O'’F., Los Angeles, Calif. 





THEY MANAGE THESE THINGS BETTER ELSEWHERE 
The “Merry Thinker” has this engaging story to tell: A 

certain man in the East-——-they mean, of course, over in Asia 

was a holy man. It was, therefore, part of his life that he 
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should make occasional pilgrimages to Mecca and other holy 
_ places. 

Once when he had returned from a long and arduous pil- 
grimage, he glanced into the window of his home and there 
was astonished to see his wife and a strange man sitting on 
the sofa, hugging and kissing with great energy and warmth. 

Right then and there the holy man determined to do some- 
thing which would put an end forever to even the possibility 
of any more carryings-on of that kind in his house. 

He sold the sofa. 





A TWR 
She frowned on him and called him Mr. 
Because in fun he merely Kr. 
And then in spite—the following night— 
The naughty Mr. Kr. Sr. 
CHICAGO TRIBUNE. 


Bride (after the wedding): “Did I appear nervous during 
the ceremony, Clara?” 

Clara (her best friend): “A little at first, dear, but not 
after George had said ‘Yes.’” 


LIMERICK 
There was a young man who was fat, 
He broke down the chair where he sat, 
That wasn’t so bad, 
But the part really sad— 
He went through the floor after that. 








WE'LL NOW GIVE THANKS FOR “SY” sven og seve 

. ‘6 : > : or this wre 
Magostrate (severely): The idea of a man of your size hy po cag "Be 
beating a poor weak woman like that!” sue that * War- 


nock’’ «ts on the 
r ,? 


Peilreraiieé, 


“But, your worship, she’s always irritating me.” 

“How does she irritate you?” 

“She keeps saying, ‘Hit me! Hit me! Just hit me once, and 
I'll have you hauled up before that bald-headed old reprobate 
of a magistrate and see what he'll do with you.’ ”’ 

Magistrate: “Discharged.” 








A maiden entered a crowded car 
And firmly grasped a strap, 
And every time it hit a bump 


She sat in a different lap. 9 
The bumps grew higher, and the jolting worse, 
Till at last she gasped, with a smile, 


“Will someone kindly tell me, please, 


How many laps ae P | U m b e r "s 


Prosecuting counsel asked: “Where were you on the 9th 
of August, between 10 and 11 p.m?” 


e ow 
Defending counsel objected to the question. CC] a t 1 es 
The witness was willing to answer. 


The judge decided that the question was inadmissible. 

Prosecuting counsel insisted upon its relevancy and the 
witness repeated his willingness to answer. 

Finally the judge gave way. 

The question was formally put. 

The witness replied: “I don’t know.” 

















Tank Ell Screw 








Passenger (in speeding auto): This is a rather nice looking 
town—wasn't it? 


Hindley’s Plumber’s Special- 
ties will save you much time. 
When you need this type 
equipment you usually need 


Girls who pick out model husbands should always insist 
that they be working models. 


Danks: “Bill Gray bought a radio set last month, hoping itina hurry. Why not stock 
to keep his daughters home in the evenings.” 


tanks: “Did it?” up with a complete assortment 
Danks: “Rather. They don’t go out now until the an- Closet Bolt to meet just such emergencies? 


nouncer has said ‘liood Night.’ ”’ 


seheatintage We will be glad to furnish you 


Two Scotchmen were walking down the street when one 
saw fifty cents and picked it up The other borrowed it of our comp ete catalog for ref- 


him and had his eyes tested. erence. Write for it today. 





Cleset Screw 





Me ave their ice, ¢ , ‘ir figure. 
en have their price WT eee Meade Gea ‘i HINDLEY VFG. COMPANY 


And, Sy, we’d like to add that times have changed—oncee it VALLEY FALLS, R. I. 


was possible to make figures lie. LY F. 
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Positive Control 


The Johnson Red Ring 
Gas Lighter makes pos): © 
sible positive lighting 
control of the gas heater 
inany partofthehome. sf 





Bly 
fl ; Se 


Display a carton of 
them—watch them go 
and add substantially 
to your profit. 











Raising RED RINGto 
hook on wall plate up- 
— stairs, lights heater in 


basement. Dropping 
RED RING shuts off JOHNSON MFG. CO. 
+ Ate 10226 Woodward Avenue 
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DETROIT MICHIGAN 
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Telephone: Lawndale 1850 - 1851 


Ingot Brass 


Smelters and Refiners 
High Quality Metals 
Metals made up to specifications. 


R. LAVIN & SONS 


25911-2525 W. 2ist St. 
John Hartman, Saies Mgr. 





Chicage, I11. 
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Drinking Fountains 





Jones Hollow Ware Drinking 
Fountains rightly take their 
place among the leaders for 
design and quality. They will 
be found particularly adapted 
for public installations or any 
place where hard usage must 
be undergone. 


Write for catalog. 








J 


BALTIMORE 
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_ — _—. 


ONES HOLLOW WARE CO. 
:: MARYLAND 


Fig. 375 


























Domestic ENGINEERING’sS Retail Adver- 
tising Service makes advertising easy for 
you—all you do is clip the copy from 
your copy of the paper and hand it, with 
the cut we send you, to your newspaper. 
Only $4.20 for 12 illustration cuts. Clip 
this, attach your check for $4.20 and 
mail today. 


DOMESTIC ENGINEERING 


1900 PRAIRIE AVENUE, CHICAGO, ILLINOIS 
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Bath a “Day ~Nlovement 


Probably a review of 1928, in connection with the Bath a Day 
Movement, ought to yield real satisfaction. We have added a 
number of cities and towns to those 
in which “The Story of the Bath” 
169 ments have been satisfactory. We 
recommend to alert master plumbers, 
and association officials, who are looking about for means to 


has been used as a supplementary 
gain favorable publicity during the coming year, that they look 


reading in the schools. We'd have 

liked to add more. Other develop- 
into the possibilities of launching a Bath a Day campaign in 
We'd be glad to help. 





their cities. 


The most pleasing development of the year was the 
fact that officials of the National Association of Master 
Plumbers saw fit to make the Bath a Day idea so large a 
part of the last annual convention in Memphis. The essay 
contest, in which something like four thousand students 
took part, meant a tremendous amount of fine publicity 
for the association. 

Sven more satisfying was the fact that the success of 
the plan was so great that a resolution was passed to the 
effect that every national convention from now on should 
be accompanied by just such an essay contest built around 
the Bath a Day idea. 

If you are looking for something to stir up things 
locaily, write us for full particulars. 


Epigrams—for Your Use 


Maybe you can’t help your ailments, but at least you 
can help talking about them. 
> + * 





A woman can sharpen a pencil about as quickly as a 


man can thread a needle. 
+ * + 


Small favors are always thankfully received, but often 


unthankfully remembered. 
- * » 


A man may run into debt, but he seldom comes out 


any faster than a walk. 
” * 2 


Among the classification of married men we find a num- 


1 
ber of unsung heroes. 
* a * 


When a clock is wound up it goes, but it is different 
with any other business. 





LOWER BUCKS AND MONTGOMERY COUNTY MAS- 
TERS HOLD CHICKEN DINNER 

The Lower Bucks and Montgomery County (Pa.) Mas- 
ter Plumbers’ Association held its regular monthly meet- 
ing on Wednesday, December 5, at the Hatboro Inn, Hat- 
boro, Pa., where President Irving Slight had a chicken 
dinner arranged for the members and their guests. 

After dinner, President Slight called the meeting to 
order, and after the regular business session, the rest 
of the evening was turned over to M. D. Hunt and H. H. 
Ecker, both of the Haynes Selling Co., Philadelphia repre- 
sentatives for the Hoffman Specialty Co., who showed 
the latter company’s motion pictures and answered ques- ° 
tions on the company’s products. 

About forty-five turned out for the meeting. Plans are 
being made to feature each meeting with some special pro- 
gram. A membership drive wiil also be put on, and plans 
made for a ladies’ night. 
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PATENTS 


Heating Department 


- 1,686,661. Pipe-Threading Machine. Walter H. Himes, 
Wilkinsburg, Pa., assignor to Westinghouse Electric & 
Manufacturing Company. 
In a portable threading 
machine in combination, 
4 main casing, a motor 
and motor driven train of 
gears carried by the cas- 
ing, a beveled pinion gear 
driven by a train of gears, 
said pinion extending be- 
yond the casing, an aux- 
iliary casing adapted to 
be removably mounted in 
the main casing, a sleeve 
rotatably mounted in the 
auxiliary casing, a set of 
stocks and dies and a pipe 
gear mounted on opposite 
ends of the sleeve and a 
beveled ring gear fixed to 
the sleeve between the guide and dies, said ring gear being 
disposed to engage the pinion when the auxiliary casing is 
mounted in position on the main casing. 

o « B 
1,687,160. Boiler. Frank B. Howell, Buffalo, N. Y., 
assignor to American Radiator Company, Chicago, IIl. 
A boiler comprising end sections and a plurality of inter- 
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4 1,687,180. aii 


mediate sections, each of said intermediate sections com- 
prising a front member and a back member arranged in 
spaced relation relative to each other; said back mem- 
bers each having an intermediate forwardly-projecting 
angular portion and forming jointly with said front mem- 
bers a vertical tapering fuel magazine extending trans- 
versely of the boiler, said front members each having an 
inwardly and downwardly inclined grate portion extending 
below the projecting angular portion of its respective 
back member and forming therewith a downwardly flar- 
ing fuel receptacle and combustion chamber; a series of 
narrow vertical flues formed intermediate said back mem- 
bers to the rear of said fuel receptacle and extending 
longitudinally from said fuel receptacle toward the back 
of the boiler, and the upper portions of each of said back 
members having a pair of spaced ribs arranged along its 
front edge upon opposite sides thereof registering with 
corresponding ribs of the contiguous back members to 
form a series of relatively narrow flues for the introduc- 
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SPUDS & 
FLOATS 


Most floats are made 
of good copper. The 
weak point in any 
copper float, however, 
is the spud. Examine 
the spud construction 
carefully before you 
buy any float. 











Reichert floats are built 
of quality material by 
skilled workmen under 
the direct supervision 
of the oldest manufac- 
turer of floats in the 
country. 


The Reichert Spud is 
different. A special 
feature patented and 
the result of years of 
studying the require- 
ments. 








Reichert Float & Mfg. Co. 
2238 Smead Ave. 
OHIO 











TOLEDO 
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NASON | MANUFACTURING. CO. 
7I-PULTON ST. NEW YORK i 


’ ’ 
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HAYES MEG. CO., Makers 


Paterson, New Jersey 








Little Giant 

Ai Z. Uf TU-BU-LUR 

Radiator Brackets 
OO ae Say 

T ITSELF 

..... oa ana _ thn Radiator 

Bracket, complete adjustments in 
any direction, level or plane are 
made right in the bracket itself 
It provides for adjustment in and 
out from wall; for vertical align- 
ment: for adjustment laterally in 
either direction: for raising or low- 
ering radiator: for setting radiator 
in exact plumb. 
Use the Tubulur—it combines simplicity, 
economy, accuracy, elasticity, rigidity, and strength. 
In One style, three sizes, it fits all tube type radiators. 
Sold packed in neat cartons completely assembled. 


Gives a perfect installation. 
Distributed by The United States Radiator Corporation. Sold by all leading jobbers. 


LITTLE GIANT MANUFACTURING COMPANY 
1917 Nicollet Avenue Minneapolis, Minn. 











new 
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tion of secondary air between said fuel magazine and the 
flues disposed to the rear of and extending from said com- 
bustion chamber to the smoke outlet of the boiler, sub- 
stantially as specified. 


Plumbing Department 


1,687,019. Lavatory Fixture. August W. Hallberg, 
Waterbury, Conn., assignor to Chase Companies, Inc., Wa- 
terbury, Conn. In a lavatory fixture, the combination 
with a post-member, of a socket-member applied to the 
upper end thereof, a holder carried by and overhanging 
the latter, the said post-member being formed at its upper 
end with a bifurcated stem encircled by teeth parallel 
with the axis of the said post-member, and a chamber in 
said socket-member shaped to correspond to the upper 
end portion of said post-member, whereby said bifurcated 
portion is received, compressed, and maintained under 
compression in said chamber and provided with a comple- 
mentary series of teeth parallel with its axis for engage- 
ment with the teeth of the post-member, whereby the said 
post-member and socket-member may be joined in a plur- 
ality of relative, rotary positions in any one of which 
they will be positively held against relative rotation by 
the said teeth and in which they will be frictionally held 
again t being drawn apart by the co-action of the bifur- 
cated stem with walls of the said chamber. 
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1,686,926. Water Seal for Water Pipe. Earl W. Rich, 
Indianapolis, Ind. A trap including a clean-out passage 
directed upwardly, an intake passage directed downwardly 
and an outlet passage directed upwardly and terminating 
between the terminations of the clean-out and inlet and 
above the connection therebetween for simultaneously 
sealing both the intake and clean-out from the discharge, 
said clean-out and intake passages each having a gradual 
curvature in general direction and oppositely directed and 
arranged in V-formation, with the outlet passage being 
connected thereto at the junction of the other two pas- 
sages and including an intermediate downwardly curved 
formed as a continuation of the clean- 











sealing portion 


out passage curvature. 








KENNEDY 





VALVES~PIPE FITTINGS~FIRE HYDRANTS 


in a wide range of sizes and pressures. 


Flanged Fittings and Flanges. 





Malleable Iron and Brass or Bronze Screwed Pipe Fittings and Cast Iron 


Handled by dealers everywhere. 


THE KENNEDY VALVE MANUFACTURING COMPANY 
Warehouses and Sales Offices in Principal Cities 


Gate, Globe, Angle and Check Valve Types in bronze, iron body and steel, 


Write for catalog. 
ELMIRA, NEW YORK 
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for keyed address. Minimum $2.00 for each insertion. One inch $4.00. 











Cash must accompany order. Copy should reach us eight days in advance. 








Situations Open 





WE ARE MANUFACTURING QUALITY 

products at competitive prices and 
have been established in business since 
1894. Our line consists of Indirect 
Water Heaters, Relief Valves, Ball 
Cocks, a Valve eliminating expansion 
tanks, and allied specialties. Many ter- 
ritories now available. Prospective rep- 
resentatives or manufacturers’ agents 
must have strong following amongst 
jobbers to receive any consideration. 
Commission basis only. State full par- 
ticulars in first letter. The Stack 
Heater Company, 250 Stuart Street, 
Boston, Massachusetts. 





SALESMAN TO TRAVEL OUT OF 

Cleveland. Replies considered strictly 
confidential. United-Oberndorf Corpo- 
ration, 3844-3862 Hamilton Avenue, 
Cleveland, Ohio. 





REPRESENTATIVES WANTED IN 

leading cities to handle highest grade 
line of radiator shields and radiator 
cabinets. Our representatives earn 
$500.00 to $1,000.00 per month the year 
around, above expenses. [Full selling 
plan furnished. Address Key 256, “Do- 
mestic Engineering,” 1900 Prairie Ave., 
Chicago. 





SALESMAN CALLING ON PLUMBING 

and heating contractors in Metropoli- 
tan New York to handle high class side 
line of specialties made by reputable 
manufacturer. Address Key 275, “Do- 
mestic Engineering,” 1900 Prairie Ave., 
Chicago. 


WANTED — SALES ENGINEER TO 

represent manufacturer of heating 
specialties, to cover territory North 
and East of New York City. State ex- 
perience, salary desired and.reference, 
which will be treated strictly confiden- 
tial. Address Key 253, “Domestic En- 
gineering,” 1900 Prairie Avenue, Chi- 
cago. 





WANTED: MANUFACTURER’S REP- 

resentatives for tubular brass goods 
in the states of Michigan, Indiana and 
Ohio. Address Key 259, “Domestic En- 
gineering,’ 1900 Prairie Ave., Chicago. 








WANTED: 
HIGH CLASS AGGRESSIVE SALESMAN 


Must be familiar with Ventilating Ap- 
paratus. To sell Ventilating Units in 
large Eastern city. In replying, give 
age, snies experience and knowledge of 
ventilating apparatus. Advise as to 
salary desired. Address Key 264, “Do- 
mestic Engineering,” 1900 Prairie Ave- 
nue, Chicago. 


ROSS MANUFACTURING COMPANY, 

of Kansas City, Missouri, has three 
eastern territories open January Ist. 
Commission basis with small drawing 
account. Replies must state fully past 
business experience, married or single, 
and age. 








Situations Wanted 


SITUATION WANTED—A MAN, SUC- 

cessful selling heating equipment, 
would like to connect with manufac- 
turer as territory salesman. A-l ref- 
erences. Address Key 274, “Domestic 
Engineering,” 1900 Prairie Ave., Chi- 
cago. 


For Sale 





FOR SALE—ONE SIX-INCH KEY- 

stone Water Meter in first class con- 
dition. “xtremely attractive price. 
Detroit Brass & Malleable Works, Pur- 
chasing Department, 1177 Holden Ave- 
nue, Detroit, Michigan. 








Miscellaneous | 





PLUMBERS’ STOCK BOXES 


Send for price list 
and free booklet: 
“How to Build 
Plumbers’ Stock 
Bin Cabinets.”’ 

HADDON BIN LABEL CO., 


— 


Haddon Heights, N. J. 





PORTABLE PIPE MACHINES 
LIKE NEW — Used on one job 
6-in. Oster Pipe Machine, mounted on 4-wheel truck 

and driven with a gasoline engine. 
4-in Oster Pipe Machine, mounted on 4-wheel truck 
and driven with a gasoline engine. 
2, 2-in. Oster Pipe Machines, mounted on 4-whee 
truck and driven with a gasoline engine. 

THE O’BRIEN MACHINERY COMPANY 
113 North Third St. Philadelphia, Pa. 

Long Distance Telephone: Market 0727 

Cable Address: ““OBRIEN’’ PHILADELPHIA 


ESTIMATING BLANKS, JOB TICKETS, 

time sheets, stationery, etc., for 
plumbers. Samples and prices by re- 
turn mall. Louis Fink & Sons Co., 
School Bidg. Laurel Springs, N. J. Est 


Mr. Manufacturer: 

A decided advantage to distribute your 
product from Kansas City. 

Available for lease, 15,000 square feet 
in a modern fireproof sprinkler equipped 
building, elevator, switch track, drive- 
way and a desirable location. 

For details and floor plan address Key 
24, “Domestic Engineering,” 1900 
Prairie Aveygune, Chicago. 


Books for Your Trade Library | 








OVERHEAD EXPENSE AND PER- 

CENTAGE METHODS. By Henry F. 
Baillet. Master plumbers and steam- 
fitters are realizing more and more the 
importance of including their overhead 
expense as a part of each contract. It 
is the only sure way of showing the 
correct margin of profit on business 
handled for the year. In compiling this 











book, Mr. Baillet has used data taken 
from actual business experience. Shows 
how to figure properly the cost of 
doing business and the correct percen- 
tage of profit on any contract. A book 
worth many times its cost. Size, 4%x7% 
- 128 pages. 24 tables. Cloth. Price, 
1.50. 





PRACTICE AND THEORY OF SANI- 

TARY PLUMBING. By R. M. Star- 
buck. Vol. I. Contains 400 questions 
with complete and comprehensive an- 
swers, covering everything the plumber 
Should know regarding drainage and 
latest requirements in plumbing prac- 
tice. I(xplains technical terms, gives 
Rules and tables and is fully illus- 
trated. So popular has this book be- 
come that the 12th edition has been 
published. The combined set of four 
volumes makes a complete preparation 
for Board and Health and union ex- 
aminations. Size 6x9 in. Cloth. Price 
$2.00 per volume, or $7.00 for the four 
volumes. 


STANDARD PRACTICAL PLUMBING. 


By R. M. Starbuck. iighth revised 
and enlarged edition. An exhaustive 
treatise on all branches of plumbing 


construction, including drainage and 
venting, ventilation, hot and cold water 
supply and eirculation. Shows the 
latest and best plumbing practice, spe- 
cial attention being given to the skilled 
work of the plumber and to the theory 
underlying plumbing devices and oper- 


ations. Contains 347 original illustra- 
tions, each drawn expressly for this 
work. A book every master plumber 
should have in his trade library. Size, 
6x9 in. 406 pages, bound in cloth. Price 


$4.00. 


THE TABLE OF ESTIMATED RADIA- 

TION. By Harry B. Perrigo. Gives 
the accurate amount of radiation re- 
quired for any size room. Computed 
from standard recognized rules and 
simplified to a degree that makes it 
readily understood by any man with 
even a limited knowledge of heating. 
Two tables—one for steam and the 
other for water—are printed in two 
colors on heavy celluloid—making four 
pages in all. Substantially bound. Size 
4%x7'4 in. Saves time and eliminates 
errors. Price, postpaid, $1.00. 


MERCHANDISING THE PLUMBING 

BUSINESS. By Karl W. Zoeller. A 
treatise on merchandising as applied 
to the plumbing and heating business, 
that should be read by every plumber, 
contractor or jobbing plumber. The 
subject is completely covered by the 
twenty-six chapters, and in a manner 
making it interesting and easy to read. 
It contains many valuable suggestions 
on Window Display, Showrooms, Aéd- 
vertising, ete. No matter how large or 


small your business, you need this 
book. Size 4%x6% inches. Over 100 
pages. Price, postpaid, $1.60. 


Books Sent Parcel Post Prepaid 


Domestic Engineering 
1900 Prairie Avenue, Chicago 
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4c an issue—you might say almost nothing, yet 

dollars worth of new ideas, news, pictures of your 

outings and conventions, and a market section | 

that is saving plumbers money in all parts of the 

country. Ask yourself, can you afford not to be a 
€? reader—then forward your subscription. 
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DOMESTIC ENGINEERING 


Jenkins Brass 
Fittings Predominate 





Looking at the situation from your 
angle, there is every reason in the 
world why you should use Jenkins 
Fittings. 


They’ll satisfy every demand you 
make of them ALL the time. 


Every one of them is tested thor- 
oughly to assure uniform quality. 


See your jobber 


JENKINS MFG. COMPANY 
BLOOMFIELD 
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No. 11—30 GALLONS 


The popular single cop- 
per coil range-boiler size 
for small homes. 





No. 12—45 GALLONS 


Single copper coil for 
medium-sized homes. A 
splendid size to cross con- 
nect with storage gas 











heater. 
| No. 13—60 GALLONS 
et Single copper coilflargely 
ae used in two-family flats 
and small buildings. 
Pie Pes STEAM &® VAPOR 
a BOILER 
Easily connected 
to outside of cast 
« ° 
iron round or 
sectional boilers 
ie) oe or tubular steel 
Single copper coil pre- boilers. 


ferred for duplex apart- 
ments and medium-sized 
buildings. 





No. 25-—-160 GALLONS 


Double copper coil— 
usually specified for small 
apartments, large homes, 
etc. 





No. 26—-200 GALLONS 

Double copper coil—-a 
popular size for apartment 
and mercantile buildings. 





No. 27-300 GALLONS 


Write for new book in color Double copper coil— 
showing fourteen tested in- generally used in medium- 
stallations and telling the sized apartments, mercan- 


story of hot water at lowest tile buildings and garages. 


possible cost. 


Excelso Products Corporation 
57 Clyde Avenue Buffalo, N. Y. 











IZES 


TO HEAT WATER FOR 








ONE FAMILY OR ONE 


HUNDRED FAMILIES 


OR EVERY domestic hot water require- 

ment — from the smallest homes to the 
largest apartments and hotels—there is an 
Excelso Water Heater to do the job 
dependably and economically. 


Three types of Excelso Indirect 
Water Heaters —in twelve different 
capacities — satisfy hot water needs, 30 
gals. to 1000 gals., in.connection with 
steam or vapor heating boilers. 


Three types of Excelso Direct 
Water Heaters — in all necessary ca- 
pacities — satisfy water heating needs 
where hot water boilers or warm 
air furnaces are used. 


No. 28—400 GALLONS 

Double copper coil— 

penny ee for Be. 
dium-sized apartments an ee 

small hotels, laundries, etc. ke ot ty 8 ep 

Triple copper coil for 

large apartments, hotels, 

etc. Single, or in batteries. 
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Manufacturers 











